











84220934444) 


i 
: 


HH 














dineslo"y 


Our Representatives, with a SPECIALIZED Knowledge of 
TELEPHONE DIRECTORY ADVERTISING, now contact over 
2500 TELEPHONE SUBSCRIBERS each WORKING DAY OF THE YEAR 


GENERAL OFFICES * HULMAN BUILDING, DAYTON 2, OHIO +* MICHIGAN 7421 


BRANCH OFFICES in Birmingham, Alabama ° Bristol, Chattanooga, Memphis 
and Nashville, Tennessee * Harrisburg, Pennsylvania * Jackson, Mississippi 
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Ohio Independents Hold Press Party: — More than 50 Ohio editors, reporters, radio 
and TV broadcasters were guests of the Ohio Independent Telephone Association at 
a reception Sept. 3 in OITA’S new headquarters, Suite 3420 LeVeque Lincoln Towner, 
Columbus, O. Shown left to right are: ROLLAND S. JONES, vice-president, Athens Home 
Telephone Co.; BRADY BLACK, Cincinnati Enquirer; CLARE E. WILLIAMS, president, 
General Telephone Co. of Ohio, Marion; CLYDE MOORE, Ohio State Journal, Colum- 
bus; and WELDON W. CASE, vice-president, Western Reserve Telephone Co., Hudson. 
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FAST, EASY WAY 
TO INSTALL PIPE... 
AT LOWER COST 





PUSH PIPE UNDERGROUND WITH 
A GREENLEE HYDRAULIC PUSHER 


Here's the simple, cost-cutting way to install 
underground pipe. Speed your jobs with a 
GREENLEE Pusher. One-man-operated, port- 
able, simple to operate. No tearing up of 
pavement ... eliminates extensive ditching, 
tunneling, backfilling, tamping, repaving. 
Cuts job time to a fraction. GREENLEE Hy- 
draulic Pipe Pusher often pays for itself on 
first job. Two sizes — model shown above for 
pushing 3/4” to 4” pipe. Larger unit, below, for 
pipe over 4”, concrete sewer pipe and large 
drainage ducts. Power pump (as shown above) 
also available for extra ease and speed of 
Operation. 








Write today for descriptive literature. Greenlee Tool 
Co.;2010Columbia Avenue, Rockford, Illinois, U.S.A. 
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Mostly About People— 


Across The 
Editor's Desk 


C. E. ARCHER DIES 

QUR INDUSTRY was 
September 24, by the death of vet- 
eran C. E. Archer, treasurer, gen- 
eral auditor and director of the 
Peninsular Telephone Co., Tampa. 
Fla. Mr. Archer spent 52 years of 
his business life in the telephone 


saddened 


industry and since 1926 was as- 
sociated with the Peninsular com- 
pany. His service to Independent 
telephony over the years included 
many years of work with the tele- 
phone associations, national and 
state. We will miss him. 


GEORGE BUTLER DIES 

ANOTHER DEATH of interest to 
old timers of the industry was the 
sudden passing of George H. But- 
ler, for years secretary of the Texas 
Telephone Association. George took 
leave of absence during war-time 
from his association job to take a 
government post. He was named 
to the Insurance Commission of 
the State of Texas and did not re- 
turn to association activities. At 
his death, he was Chairman of that 
commission. George was a son-in- 
law of the late Arlie Stuart, former 
head of the Texarkana, Tex.. ex- 
change before it was purchased by 
the General Telephone Co. of the 
Southwest. Death occurred Sept. 


90 
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OUTSTANDING JOB ’ 
CONGRATULATIONS to Colby 


Knapp and his Exhibitors Com- 
mittee of the United States Inde- 
pendent Telephone Association on 
their outstanding job of handling 
exhibitors for the 1953 convention 
reported in this issue. Over 20 new 
exhibitors this year made an all- 
time record in numbers exhibiting 
and rooms used for exhibitors. The 
entire 5th floor and 30 rooms of 
the 6th floor of the Conrad Hilton 
Hotel were needed this year for 
the record-breaking group of manu- 
facturers and suppliers to our in- 


dustry. You will see the representa- 
tive ones as advertisers in our Pre- 
Convention and Convention Re- 
port Numbers. 


HOW WAS THE CONVENTION? 

WE ARE INTERESTED in what you 
think of the national convention 
and your visit to Chicago this year. 
Please address your letter to the 
Editor of this magazine. Your re- 
marks on the success or failure of 
your anticipations, what you ac- 
complished or failed to accomplish. 
a letter, if you please, to inform us 
personally your ideas of the 
U-S-I-T-A national convention. will 


be most welcome. 


TWO TIMELY ARTICLES 


IF YOU OVERLOOKED reading two 
of the articles that appeared in our 
October FORTNIGHTLY TELE- 
PHONE ENGINEER by authors 
W. C. Dillon and Miss Josephine 
Poppleton this paragraph will serve 
as a reminder to do so. Dillon, a 
Pioneer with 58 years of service 
on his record—and still more active 
than many of our younger execu- 
tives—made a name for himself as 
a writer on his article “Get a 
Hobby and Mature it into A Bless- 
ing.” He is a man of many hob- 
bies as evidenced by his article 
and he has six sons to prove it! 

Josephine Poppleton of the Pen- 
insular Telephone Co., Tampa, Fla. 
needs no-introduction to the tele- 
phone industry. Her latest stint 
as a muse on page 72 of the Octo- 
ber issue, mentioned above, is what 
we call “must” reading for all 
executives in the telephone indus- 
try. Jo is also the long time secret- 
ary of the Florida Telephone Asso- 
ciation and is a Pioneer with a 30 
year service record. Pretty good 
for a gal of some 38 (?) years 
her age in our heart. Read her 
“PERSONAL-To the Boss.” It is 


worth your while. 
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Exide Batteries and Telephone Equipment 


DEFY FLOOD 


In April, 1952, Corning, located in 
the Missouri River Valley, was sub- 
jected to the worst flood in its his- 
tory. The rampaging waters damaged 
homes, stores, and industrial plants. 
For five days, the Corning Dial Ex- 
change of the United Telephone Co. 
made every effort to keep telephone 
circuits in operation by holding back 
the waters with a sand bag dike built 
around the exchange building. Then 
the pumps failed and the equipment 
was flooded to a depth of 41% feet. 


Ten days later the waters receded 
enough to start clean-up operations. 
By May 2nd, through the use of 
heaters and fans, telephone equip- 
ment was considered dry enough to 
render service. 


Damage was not serious, although 
most of the telephone equipment and 
all of the batteries had been under 
water for ten days. In fact, a 48-voit 
Exide Battery was returned to service 
without any repairs, other than clean- 
ing off the mud. Here’s proof that 


Flood rises above homes. United Press Photo. 


Exide Telephone Batteries can really 
“take it.” 


Exide Batteries offer: 


POSITIVE OPERATION: Dependable 
performance for all telephone battery 
requirements—central office and pri- 
vate exchange equipment. 

ADEQUATE RESERVE POWER for 
emergencies beyond normal needs. 


LOW OPERATING COST: Extremely 


low internal resistance. 


LOW MAINTENANCE COSTS: Water 
required about once a year. No 
change of chemical solution needed 
during life of battery. 


LOW DEPRECIATION: Sturdy, long- 
life construction. 


GREATER CAPACITY in a given 
amount of space avoids overcrowd- 
ing of equipment. 

Various sizes and types of Exide 
Batteries are available in plastic 
containers. 


Exide is your best battery buy for all telephone services 
1888... DEPENDABLE BATTERIES FOR 65 YEARS...1953 
THE ELECTRIC STORAGE BATTERY COMPANY, Philadelphia 2 


Exide Batteries of Canada, Limited, Toronto 
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“EXIDE” Reg. T.M. U.S. Pat. Of. 
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8 3LXGH-13 Exide Telephone Batteries. 
Flood woters had risen as high as the 
110-volt outlet shown just above the top 
row of botteries. 
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High water mark on the Corning Dial 
Exchange Building. 
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PAPER 
ELEPHONE CABLES | 








WY constant research and improvement has made General 
Cable Paper Telephone Cable uniquely dependable for 
long distance operations. On-the-job operating records 
are proof of economy and low maintenance cost. 

For aerial and underground duct service...paper in- 
sulated with antimony lead sheath. 

For direct earth burial...paper insulated, antimony lead 
sheath, with jute or steel tape armor and jute. 

For sub-marine use...paper insulated, antimony lead 
sheath, with round steel wire armor and jute. 

All of the above types are manufactured in small sizes 
with concentric and in large sizes with unit construction, Also 
available in composite and quad construction. Dependable, 
trouble-free splicing properties make it easier to install. 


GENERAL 


c o a P 








Executive Offices: 420 Lexington Avenue, New York 17, N. Y. 
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For Safety, Economy and Long Service 













able 


For information and service please refer to our national 
distributors: 


AUTOMATIC ELECTRIC SALES CORPORATION ° Chicago, Ill. 
LEICH SALES CORPORATION »* Chicago, Iil. 





Other General Cable products for the telephone industry | 
distributed nationally by Automatic Electric Sales Corpora- 
tion; Leich Sales Corporation. 


SUPERTEL®—Outside Thermoplastic Telephone Cables: (Poly- 
ethylene insulated with polyvinyl jacket.) For aerial or duct in- 
stallation. Available in any number of pairs. Standard with | 
paired construction, they are also available in quads and com- 
| posites. Larger sizes manufactured in unit construction, Special 


cables to your specification. | 
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* Sales Offices in Principal Cities of the United States 

















Racks of Gould Planté Batteries are a satisfying 
sight! You can be sure of complete protection 
against any emergency today, tomorrow 

or years from now. Because Planté positive plates 
are PURE LEAD, required float current is 
minimized, service life is increased and per annum 
cost is lowered. Only with this Aristocrat of 
Stationary Batteries can you get standby power 
that’s unequalled for faithful service... 


year after year dependability. 


UNMATCHED DEPENDABILITY 


ANKS TO BATTERY POWER: 


erie 


Specify _ 

GOULD PLANTE— 
The Aristocrat of 

Stationary Batteries 


OULD (NoustRAL BATTERIES 


GOULD-NATIONAL BATTERIES, 


Always Use Gould-National Automobile and Truck Batteries 


INC., TRENTON 7, N. J. 
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Splints and Ties 


Protect and reinforce telephone line wire at supports ¢ Minimize wear, chafing 


e Absorb vibration ¢ Reduce possibility of slippage ¢ Practically eliminate 
maintenance e EASY TO INSTALL—only tool required is a pair of pliers for 


“pigtailing” tie ends ¢ Available in Galvanized Steel or Copperweld. 
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PREFORMED “GUY-GRIPS” assure 

the fastest, most economical and 

most efficient means of dead-ending 

guys @ Eliminate the need for clamps 

e Save about half the steel strand usually 
required ¢ CAN BE INSTALLED BY 
HAND e Will not slip ¢ No retightening 


is ever necessary @ Are stronger than strand itself. 


For complete details, write or telephone 
Cleveland, EXpress 1-3571 


5349 ST. CLAIR AVE e CLEVELAND 3, OHIO 
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TELEPHONE ENGINEER 


Fortnightly TELEPHONE ENGINEER | TELEPHONE ENGINEER avo Wj anagement 
ON THE 


Ist OF EACH MONTH ON THE ItS5th OF EACH MONTH 
NEWSLETTERS on Alternate Weeks 


October 15, 1953 


Dear Sirs 


Reactivation of top-level federal government interdepartmental 
planning group, Telecommunications Planning Committee, was announced 
sept. 25 by Office of Defense Mobilization (ODM). 


In his order, ODM Director Arthur S. Flemming listed two agencies for 
membership which were not included in group established by former 
Telecommunications Advisor to President, Haraden Fratt. They are 
Treasury Department & new US Information Agency. Treasury, of course, 
was member of old interdepartmental Telecommunications Coordinating 


Committee. 


Chairman of new TPC will be William A. Porter, ODM assistant director 
for Telecommunications. A Federal Communications Commissioner will be 
vice chairman, under terms of order. Other member agencies are State, 
Defense, & Commerce Departments & Central Intelligence Agency. Bureau of 


Budget was listed as an observer. 


Both practical & legal obstacles in path of subscription television 
system were outlined last month by FCC Commissioner E. M. Webster in 
address before district meeting of National Association of Radio & 
Television Broadcasters at Sun Valley, Ida. 


Commissioner Webster said that subscription TV would involve such a 
fundamental change in traditional American broadcasting that Commission 
might well wish to seek Congressional action on subject. Even if Congress 
should amend act, Commissioner Webster said, & if subscription TV should 
prove to be more profitable than sponsored programming, every TV licensee 
would be clamoring for subscription television authority. At same time, 
he noted, the public would be fighting to retain free programming. 


Quoting from Communications Act, Commissioner Webster said there is 
serious question that subscription TV might be considered a common carrier 
operation, perhaps similar to multiple address point-to-point communi- 
cations. Questions which arise, he said, can be answered only by a hearing. 


Commissioner Webster's address closely followed meeting of about 20 
TV licensees & grantees in Philadelphia, urging that Commission take up 
subscription video question quickly. Meeting was called by six ultra high 
frequency station operators who are urging FCC to move quickly on subject, 
declaring it is only way they can meet competition of established VHF 
outlets. 


YOUR OCTOBER, 1953 TELEPHONE ENGINEER & MANAGEMENT 











41 additional stations in 35 cities connected during September to 
Bell System's nationwide network of television facilities — the largest 
ever added in any one month since commercial network service began 5% 

years ago — brought total to 199 stations in 127 cities, American Tele- 
phone & Telegraph Co., Long Lines Department reported on Sept. 25 









From start of network service, growth has reached total of 127 cities 
located in 39 states & Distict of Columbia with three stations in 
Canada connected to network at Buffalo, N. Y. Currently, some 38,500 
channel miles of facilities are being used. 










Sharp jump in number of stations added to network last month will 
increase potential audience for events of national interest to about 
100,000,000, Long Lines noted. 






Commenting on tremendous growth in television network service, A. F. 
Jacobson, director of operations of AT&T's Long Lines Department, said 
"The rapid expansion of network facilities illustrates the efforts put 
forth by the Bell System to meet the requiremens of its customers. This 
job has acquired the engineering and provision of thousands of miles 
of television facilities extending to almost every section of the 
country, as well as the manufacture and installation of tons of central 
office equipment." 




















Federal Communications Commission (FCC) took no action to prevent 
rates filed by Bell System Aug. 28 from becoming effective Oct. l. Re- 
vised rates for overtime, night and Sunday calls will boost by 8% system's 
present $830 million annual revenues from interstate long distance 
service. 


Revised tariffs call for increases of 5 cents for each minute of over- 
time for station to station & person to person interstate calls involving 
most distances above 25 miles. They also provide for boosts of 5 cents 
& 10 cents in basic 3 minute period for night & Sunday calls involving 
most distances between 41 & 2,300 miles. Bell spokesman said increase 
was first of its kind in 34 years. 


Bell companies figure revised tables would increase monthly gross 
revenues by $5 million — based on present volume of telephone calls. That 
amounts to $66 million per year, or 8% of current $830 million annual 
level of interstate long distance revenues. 


Net earnings increase after taxes and payments to Independent tele- 
phone companies would come to $30 million it was estimated. Commission 


opined that, at existing rates, the interstate earnings of Bell System 
"are deficient and that a requirement for additional revenues exists." 


Ka, bic 


Ray W. Smith, Editor 
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OUT OF BUSINESS 
after hours 


9% 
l' 
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If Joe Jones could see around the door into his com- 
petitor’s office, he’d know why his own business was on 
the short side these days. Like thousands of other small 
businesses, these two salesmen depend on their telephone 
to bring in new customers — and when Joe Jones shuts 
his door, he’s temporarily out of business. 

Joe’s competitor, on the other hand, depends on his 
Peatrophone to keep him in business whenever he is away 
from the office. Should a prospective customer call, the 
Peatrophone will answer by giving out a personally re- 
corded message telling when he will return, or where he 
can be reached. It will then ask for, and record, any 
message the caller wishes to leave. 

When Mr. Competitor returns to his office, he has no 
worries about lost business. The Peatrophone has a com- 
plete record of calls, and he can play back the messages 
through his telephone. 

How many of your subscribers in sales and professional 
offices, in retail and service businesses, are like Joe 
Jones —out of business when they shut the door? Don’t 


TELEPHONE ANSWERING & RECORDING CORP. 
New York 17, N. Y. 


342 Madison Ave. 






IN BUSINESS 
‘round the clock 





= 


keep them in the dark! Tell them about Peatrophone — 
explain its low monthly rental charge. You will help im- 
prove their business and at the same time provide your 
own company with a steady new source of revenue. 


Note: Selective harmonic ringing subsets now 
available — all frequencies. Write for further 
information. 


aw, 
J: / te Jue Vechaniza J 
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ithe Midwest 








MINNEAPOLIS 
LINCOLN 
6074 


See eee eee ease eee eee e eee eS Eee T Saas TeTe SSeS ESS eeeeeeSeeT Teese ee Ee sesessssseseSe ES SEHSSEEEEeTes TES eESeeeFeSeETOSEOSESSESEEESSESESESEEeESEEESOHSSSEESESSEEESESESSES SSS SESSSSETSSSSSSSSSSSSSSSSESSESES ESET STSESTSSSSSSTST TTS 
COCO O ESE COS OT SEO SEES SED EBOSESOSESEESESSSESOSOE SEES EOOOSES OSES EOSESED ESOS EES SSOESEOSETRSEOEESOSERESOEEOEREEOEED 


o North for Service and Satisfactio 


COCR OOOO EET OO ELEC SEES ETERS TEES TEESE OTS SCSETES ESSE STOUT OT CSS ESTES ETESES ESSE ES ESOSE TEES EESSTSESTE SEES US ESEEEEEEEEES 
POOR RO eee eae eH BOO O eee SOE EOE E OEE Haan eee s eee SS SSESSSSSEE Ee aa sass s eee OETOSESESSESSEEESESEESESTEEEOEESSSSESSESSEESO ESE SSSSSSESEESS SS SESEESSESESSESESSSSS ESSERE SES Weesesaassssseseseeesaseeeeseae 


655 South Market Street, Galion, Ohio, U.S.A. 
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brings new 






modern 


toll facilities 









New 10-position _ toll 
board serves toll lines 
from manufacturing city * 
of Cali to Bogota and 
Buenaventura. 














A new automatic toll board of the latest type now provides Cali with fast, high-grade 
long distance service. It is the latest step in a toll network modernization program 
begun in 1947 by Empresa Nacional de Telecommunicaciones. 







International Automatic Electric supplied this new board, which was made by 
Automatique Electrique, S.A., in Antwerp, Belgium. International Automatic Electric 
has also been helping improve Colombian carrier toll facilities by providing 
engineering aid and supplying modern carrier equipment made by Lenkurt Electric 
Co., Inc., San Carlos, Calif. 

These operations are typical of the way in which International Automatic Electric 
draws on its worldwide group facilities to supply customers everywhere with the finest, 
most up-to-date equipment. 

Write us about your requirements today! 














> 


Cali wire chief, trained 
on job by International 
Automatic Electric to 
maintain new toll board. 

















International Automatic 
Electric installer points 
out features of new toll 3 
board auxiliary equip- 
ment to local technician. 









INTERNATIONAL 






AUTOMATIC ELECTRIC 


CORPORATION 
1033 W. VAN BUREN STREET, CHICAGO 7, U. S. A. 
INTERNATIONAL AUTOMATIC ELECTRIC SALES CO., S. P. A. Via di San Basilio 41, Rome, Itoly 










Export Distributors For: 

AUTOMATIC ELECTRIC COMPANY, Chicago, U.S.A. ¢ AUTOMATIQUE ELECTRIQUE, S.A., Antwerp, Belgium 

AUTOMATIC ELECTRIC (Canada) 1953 Ltd., Brockville, Can. e AUTELCO MEDITERRANEA S.A.T.A.P., Milan, Italy 
and other manufacturers 

Selling Companies and Agents Throughout the World 
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No Power...No Coin... 


ve HOMELITE 
CTANDEY POWER 


and so economical, no telephone company, 


Just figure it out. WM your normal power 
however small, should be without it. 


failed ... and there was no standby power 


available to keep your batteries charged 
. what would one hour’s interruption of 
service cost you in lost revenue alone? 
Many times the cost of a Homelite. Yes, 
and what would be the cost to the com- 
munity? That would be anybody’s guess. 
Homelite Standby Power is so essential 


Homelite Gasoline Engine Driven Genera- 
tors... light and carryable, easily rushed 
to any place in your system...are available 
with outputs up to 5K W and with voltage 
regulation as close as plus or minus 2% 
from no load to full load. 

Write for complete information. 


W2. 
pert ie 


SMELITE 


CORPORATION 


1210 RIVERDALE AVENUE « PORT CHESTER, N. Y. 


ct 


Manufacturers of Homelite 
Carryable Pumps « Generators 
Blowers * Chain Saws 


= 
=< 
—_ 
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=. 
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Canadian Distributors: Terry Machinery Co., Ltd., Toronto, Montreal, Vancouver, Quebec, 
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of poles 
and people... 


Behind the telephone stand people. Behind these people 
stands a creed—‘‘The message must go through.” The true 
value of telephone service is often described best 
in terms of those who supply it—the men and women 
of telephone companies everywhere. 


The advertisement across the page, being read in millions 
of October magazines, salutes the telephone lineman directly 
and—through him—all of those who help get the message through. 































ILLUSTRATED BY NORMAN ROCKWELL 





N. word of pen or stroke of artist’s hand 
No flowered phrase or oratory’s boast 
Need tell the story of the world you’ve made. 

Tis writ upon the pages of the land 


From north to south—from coast to coast. 


Those poles you mount—those lengthened strands you string 





Are not just sturdy uprights in the sky 
That march across the miles in proud parade. 


You’ve made them into words that help and sing 





A doctor’s call, good news, a lover’s sigh. 


Deep etched in time the record of your skill 
The work you’ve done—your willingness to do 
The fires and storms you’ve tackled unafraid. 
Your signature is carved on every hill 


x Yours, too, the creed—““The message must go through.” 





BELL TELEPHONE SYSTEM 





@ Is the harmony of your telephone 















directory disturbed by advertising sour notes? That's not 
unusual as your service grows. Find out how 

to put advertising into perfect harmony 

with directory plans? Yes, directory advertising 

can be built up to a point important to profit. You are 


invited to consult with Loomis on your directory advertising 








problems. No obligation on your part, of course. | 
KNOW-HOW@-TO SOLVE YOUR DIRECTORY PROBLEMS 


@ 724 cities and towns in 22 states are served by the 


287 directories that retain Loomis services. 












b FT. WAYNE, IND. KANSAS CITY, MO. 
ee 99 229 E. Berry St... . EAstbrook 3477 810 Baltimore . . . HArrison 1270 
Where to Call” 3 vous mo. UPPER DARBY (Phila.), PA. 
506 Olive . . . GArfield 3700 6908 Market St... . Allegheny 4-3763 





OMAHA, NEBR. 
Omaha Nat'l Bonk Bldg. . . . ATlantic 0188 
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Here's Proof of Performances... 


 eiiains its operations by 
means of 4,332 4 track miles of pri- 
vately-owned telephone line, the 
Louisville & Nashville Railroad re- 
lies almost entirely on pressure-creo- 
soted poles. For good reason, too, 
because the service records of creo- 
soted poles are outstanding, in spite 
of high annual temperatures and 
average amount of precipitation. 

J. B. Hitt, Telephone Engineer, 
L & N Railroad, says: 

“‘We are getting approximately 25 
to 30 years of life from creosote 


U°S°S CREOSOTE 


ST €.6..k 


UN 1,7 E D 
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poles. A very small percentage of 
poles set in past 25 years have had 
to be replaced on account of being 
defective.” 

The L & N began using pressure- 
creosoted southern yellow pine poles 
back in 1924 and today has nearly 
175,000 in service. Poles are pres- 
sure-creosoted in the railroad’s own 
plant at Gautier, Mississippi. 

For long-term protection of wood 
—poles, crossarms, crossties, posts, 
lumber and timber—against ter- 
mites and decay due to fungi and 


S°TAsT E Ss. 


Railroad gets 
25-30 years’ life 

from its pressure-creosoted 

telephone poles 


















EVERY ONE of the pressure- 
creosoted poles in this 
picture has been in service 
for more than 25 years. 
The poles carrythe L&N’s 
privately-owned tele- 
phone line, paralleling the 
main line near the Louis- 
ville Terminal. 


marine borers, Creosote has provea 
its effectiveness time and again. It 
combines the toxicity and perma- 
nence needed for effective protection. 
Uniform quality is highly impor- 
tant, and you can be assured of it 
when U-S:S Creosote is used. It 
is the product of continuous process- 
ing in America’s largest tar distilla- 
tion plant. For complete informa- 
tion, contact our nearest Coal Chem- 
ical sales office or write to United 
States Steel Corporation, 525 William 
Penn Place, Pittsburgh 30, Pa. 
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os! QUICK, PERMANENT 
1) * INSTALLATION 

The Kellogg Three Channel Transmitted 

Carrier Terminal is quickly installed in a few 


hours time—and system placed in complete 
operation in less than a day. 


Saves | MINIMUM ADJUSTMENT 


No synchronization adjustments—no chance 
for misalignment or voice frequency shifts— 
no carrier leak adjustment—longer tube life. 


Caves « SIMPLIFIED MAINTENANCE 


Nhicellelilmcclancelco Moll ca itor diilelhil-ve Mi dilile p 
A jack field is provided in each corrier unit 
Zo) mmiiledalhiolalile Molm@mcolamelUlleL ah mmole. dilute Mae l eal -1i 
levels with standard test instruments. 





PROVED IN THE FIELD — READY FOR YOU! 


S a You can rely on Kellogg Type 5 Transmitted Carrier — Every 
uperiority Outstanding feature of design and workmanship has been 
thoroughly proved over years of practical operation in both 

PROVED BY USE sti SIR wc abe 
large and small telephone operating companies. Prompt 


delivery is assured from Kellogg Warehouse stocks in San 


Francisco, Dallas, Kansas City, St. Paul, and Mansfield, Ohio. 











SERVES and SAVES 


Outstanding Service — 
Proved in the Field! 


Kellogg Transmitted Carrier not only gives 
you additional signalling and talking circuits 
over existing telephone lines—it also delivers 
a new degree of consistently dependable ser- 
vice ! 


With Kellogg Carrier you can add three 
new talking paths to any 2-wire metallic cir- 
cuit, without adding cross arms or wire. Per- 
formance is equal on all three channels with- 
out the use of external amplifiers. 


Kellogg Carrier systems are completely 
and continuously free of voice distortion— 
speech is always clear and distinct. Voice 


SELF-REGULATED 
POWER SUPPLY UNIT 


The extra-heavy-duty 106 power supply unit as- 
“sures continuous service and cuts maintenance 
costs. It provides more than adequate power for 
three channels of Kellogg Type 5 Carrier equipped 
with any signal unit. With the addition of the 106 
unit, the talking and signalling failures caused by 
commercial power line voltage variations are com- 
pletely avoided. The 106 power supply unit may 
also be purchased for use with existing Kellogg 


terminals or to power other electronic equipment. 


» 





frequencies are never shifted by a difference 
in oscillator frequencies. 


Kellogg Carrier gives you simplified, posi- 
tive signalling in dial or ringdown service. 
These systems may be equipped with Uni- 
versal Signalling to permit use in either dial 
or ringdown service through simple strap- 
ping changes on the terminal strips. 


Numerous unsolicited letters from satis- 
fied users prove that Kellogg Carrier delivers 
superior performance in the field—clear-cut 
evidence that it serves and saves the Inde- 
pendent Telephone Industry best! 


Get These Free Facts! 


Your free copy of “Kellogg 
No. 5 Transmitted Telephone 
Carrier Systems’ will give 
you comprehensive data on 
* service and savings. It con- 
tains all information you 
need on carrier systems. 


Sy 


A Division of International Telephone and Telegraph Corporation 





+ 





Sales Offices: 79 W. Monroe St., Chicago 3, Ill. 
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The Expanding Plates and Spreader Arms of Ev- 


erstick Anchors insure 100% safety and 
maximum holding power under excessive 
strain. Ribbed base plate allows anchor to 
be locked solidly on rod. Quickly installed. 
Made by EVERSTICK ANCHOR CO. 


Reliable Station Ground Clamps are prepared 
for telephone, radio, and signal circuit sta- 
tion grounds employing pipes with 3%” to 
14” diameters. Made by RELIABLE ELEC- 
TRIC CO. of tinned copper strips with 
rounded edges. 


Kewoce... 
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AV ZS icole <ceistehaselcelelsmeye guaranteed line supplies are carried 


in Kellogg warehouses located in Chicago, Kansas City, Dallas, —e < 


San Francisco, Mansfield, and St. Paul. Order from the warehousé 
nearest you and be assured of prompt deliveries. 


® The following nationally-known manufacturers of supplies for 
the independent telephone industry are participating in the Kellogg 
Co-operative Advertising Campaign. 


American Creosote Works, Inc. 
Ansonia Wire & Cable Company 
John Bean Division 
Food Machinery and Chemical 
Corp. 
Bishop Manufacturing Corporation 
E. D. Bullard Company 
Continental Cross-Arm Co., Inc. 
Cook Electric Company 
Copperweld Steel Company 
Diamond Wire & Cable Company 
The Electric Storage Battery Company 
Everstick Anchor Company 
General Insulated Wire Works, Inc. 
Gould-National Batteries, Inc. 


W. A. Hammond Drierite Company 


Keep Maintenance Costs to a Minimum == with 
DIAMOND WIRE & CABLE CO.’s drop 
wire. Great tensile strength, high conduct- 
ivity, long-life and perfect adhesion are 
some of its outstanding qualities. Available 
in Copperweld or High Tensile BB Bronze. 


Indiana Steel & Wire Company 
Kester Solder Company 
Lorain Products Corporation 


National Carbon Company 
A Division of Union Carbide 
and Carbon Corporation 


National Telephone Supply Company 
Newman Manufacturing Company 
Ray-O-Vac Company 

Raytheon Manufacturing Company 
Reliable Electric Company 

M. M. Rhodes & Sons Company 
RT&ECo. 

Schauer Manufacturing Corp. 

Telkor, Inc. 


Vulcan Electric Company 


Designed for Fastening Wire. Rhodes Insidd 
Wiring Nails are made with special brads} Your Be 
for easy driving. Fibre heads insure gooc put Ge 
insulating qualities—will not damage wiré 
insulation. Nails colored to match insula¢ 


ticn. M. M. RHODES & SONS CO. 


work. 

tenancé 
and re 
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(fe SAN FRANCISCO, CAL. 


se 


ST. PAUL, MINN, 


——— 


CHICAGO, Hk. 


1 *: MANSFIELD, OHIO 


KANSAS CITY, MO. 


mm @'t) DALLAS. TEXAS 


Send Your Next 
Order For 


Supplies Zo 


KELLOGG SWITCHBOARD AND SUPPLY COMPANY 


A Division of International Telephone and Telegraph Corporation 


GENERAL SALES OFFICES: 79 W. MONROE ST... 


BRANCH OFFICES 406 South Main Street 


LOS ANGELES 13. CALIF 


ads! Your Battery Problems Are Solved when you 
2004) hut Gould Plante’ and Flote’ Batteries to 
if4 work. Unique features of design cut main- 
la) tenance and charging costs, lengthen life 
and reduce replacements. Made by GOULD- 
NATIONAL BATTERIES, INC. 


BRANCH WAREHOUSES 
AND OFFICES 


5000 W. 5Ist Street 
CHICAGO 38, ILLINOIS 


1555 W. 4th Street 
MANSFIELD, OHIO 


4501 Truman Road 
KANSAS CITY 1, MISSOURI 


1663 Mission Street 
SAN FRANCISCO 3, CALIF 


CHICAGO 3. ILL 410 No. Syndicate Ave 


“Midway Area’ 
ST. PAUL, MINNESOTA 


1515 Turtle Creek Blvd. 
DALLAS 2, TEXAS 


720 S$ W Wosh ngton $i 
4°] 260%, lol me) Tiere]. 
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For Strong, Clear Toll Transmission and a quiet 
circuit, use the Kellogg Repeater. Sharp 
cut-off aids in obtaining maximum usable 
gain. Important features are “unit” construc- 
tion and ease of adjustment. KELLOGG 
SWITCHBOARD & SUPPLY CO. 


Ringing Machine for Large or Small Telepnone 


Systems! The compact TELERING rings 
through where other frequency converters 
fail. Self-starting, quiet running—delivering 


loud, clear ringing power. Cost of opera- 
tion is low. Made by TELKOR. INC. 


a 


Sealed Against Trouble! =Communication 
equipment manufacturers demand Kester 
Plastic Rosin-Core Solder, because it makes 
a perfect seal. Prevents high-resistance 


joints and intermittent open-and-close cir- 
uits. KESTER SOLDER COMPANY. 





From The Capitol— 
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WASHINGTON BUREAU REP 





By ROLAND DAVIES & FRED HENCK 


National Association of Railroad & Utilities Commissioners 


meets in New York . . . Chairman George R. Perrine of the 


Illinois Commerce Commission discusses regulation 


N THEIR first national meeting in 

20 years under a federal admini- 
stration which is “deliberately and 
measurably” returning powers to the 
stales, the nation’s regulatory com- 
missioners heard some of the most 
significant statements to come from 
that forum in years. 


The 1953 convention of the Na- 
tional Association of Railroad & 
Utilities Commissioners, although 


held in New York City, deserves the 
spotlight in a Washington column 
for a variety of reasons. 

One was the emphasis in some of 
the talks on the new regulatory clim- 
ate under the Eisenhower adminis- 
tration. Another is that the questions 
raised are those of national public 
policy, which may be hammered out 
step by step in the state jurisdictions, 
but which require the active consid- 
eration of the federal government if 
they are to bring forth solutions of 
universal acceptance. 


Regulation of Independents 
OR INDEPENDENT 


telephone 


industry, far and away the most 
striking talk was that of Chairman 
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George R. Perrine of the Illinois 


Commerce Commission, assigned the 


topic of the regulation of Independ- 
ents. 

“Generally speaking, as regulators 
we tend to get preoccupied with the 
financial side of all utility operations 
in our states,” Chairman Perrine de- 
clared. “We sometimes fail, I think, 
to give enough weight to the import- 
ance of utility services to the economy 
of each individual community. And 
the dollars they take in invariably 
assume much more importance in 
our minds than the dollare they pay 
out. 

“For example. people take our tele- 
phone systems for granted, and the 
faci that we can call — at any hour 
of the day or night 
one on the globe, in a matter of min- 
utes. But they think often 
enough of the hard cash good tele- 


virtually any- 
don’t 


phone service brings to a commun- 
ity through existing trade and wid- 
ening of its prospective markets. Nor 
do they often think of the many dol- 
lars which the telephone companies, 
along with other utilities, pour back 
into each community through pay- 
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rolls, purchases of local goods and 
services, and the like. 

“Clearly a healthy telephone com- 
pany is a great asset to any com- 
munity. A weak company, on the 
other hand, holds a community back, 
makes it difficult to attract 
business, the community 


new 
and costs 
uniold dollars in poor service, lost 
business, and unspent payrolls and 
funds. As members of 


stale commissions, we all have a deep 


construction 


concern over the adequacy and qual- 
ity of telephone service throughout 
our states and a real obligation, 
I think, to do everything possible to 
see to it that the telephone companies 
attain the financial strength on which 
the achievement of this end objective 
depends.” 


*“No Hope For Economic 
Self Sufficiency” 


ECLARING THAT 


small companies have no hope for 


many very 
economic self-sufficiency, Chairman 
Perrine said “In these 
solidation with other small Independ- 
ent properties or purchase by a larger 


cases, 


con- 


operating company appears to be the 
only chance for service improvement. 
Sometimes such reorganizations are 
imperiled or blocked by the require- 
ment that only the original cost of 
the properties will be recognized for 

Please Turn To Page 26 
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Here’s a new, low-cost rural line wire—the Copper- 
weld* O-Eighty-Thirty (diameter .080”"-30% con- 
ductivity) —that offers all the advantages formerly 
found only in higher priced conductors—rust re- 
sistance, permanent high strength and excellent 
voice and high frequency transmission character- 
istics. Yet, this Extra High-Strength Copperweld 
Telephone Line Wire sells for a price that will lower 
your rural line costs. 

Having a tensile strength of 175,000 pounds per 
square inch and weighing only 94 pounds per mile, 
the O-Eighty-Thirty can be safely and economically 
strung on long spans comparable to those used with 
larger, heavier wires. Furthermore, its light weight 
assures substantial savings in construction, han- 
dling, and shipping costs. 

And because Copperweld is the only high-strength 


SOLD BY 
LEADING 
DISTRIBUTORS 
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conductor suitable for carrier current systems, you 
can build with O-Eighty-Thirty now—and when 
required—you can convert to carrier circuits with- 
out additional investment in overhead lines. 

For your short subscriber loops and secondary 
toll lines, get peak performance at lowest cost by 
stringing Copperweld O-Eighty-Thirty—the new 
rural telephone line wire that combines the savings 
of long-span construction with the economies of a 
smaller, lighter, non-rusting conductor. 

For prices, sag data and staking tables, write us 


today —there s no obligation. *Trade Mark 


COPPERWELD STEEL COMPANY 
Glassport, Pa. 
SALES OFFICES IN PRINCIPAL CITIES 


Order No. 1012 
Grip-Flex38 
Insulator Ties | 






for 
Copperweld 
O-Eighty-Thirty 

Line Wire 
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save TIME and MONEY with a |“oshinsten Bureau 


YORK-HOOVER 


Two-Man Crew Line Body 





MODEL 5000 WD 


Here is a brand new—Two Man—Line Body by 
York-Hoover offering a completely new concep- 
tion of performance. 


Built by a manufacturer with 61 years experience 
in the public utility field it presents many prac- 
tical outstanding advantages. 


Its rugged, all steel construction assures long 
life, and its carrying and storage capacity for 
tools and materials used in line work is ample. 


All hole drilling and pole setting is done from 
the front, in full view of the operator affording 
greater speed and safety. 


In conjunction with pole digging and derrick 
equipment, a hole can be drilled and a pole,set 
in a matter of minutes. 


Everything necessary to do the job is available 
in one package—all you do is supply a con- 
ventional chassis with a CA dimension of from 


52 to 60". 


Save TIME and MONEY with this up-to-the- 
minute Model 5000 WD unit. 


Write for Bulletin No. 931 today! 





YORK, PENNSYLVANIA Ufo 


Body Division 





Viork =-_loovgeér ea 


| e eo e * s * e * e * 
| rate purposes despite the actual pay- 
/ment of a higher purchase price. 
| When these are the circumstances, [ 
think a reconsideration of regulatory 
policy is called for to be sure that 
we are not sacrificing a practical 
objective to achieve a_ theoretical 
goal. 

“At the opposite extreme from the 
very small companies, there are the 
large Independents of regional or 
national scope. Generally speaking, 
'these companies are capable of do- 
ing a good job and are succeeding 
pretty well. Their plant and equip- 
'ment is in fairly good condition, 
| service is reasonably fast and capable, 
and facilities have been increased in 
response to the heavy postwar de- 
/mands. 

“As can be expected, however, 
|there are a number of poorly-oper- 
ated companies even in this group, 
but they are or should be qualified 
to work out their own salvation. In 
general, there is little reason for the 
larger Independent companies to look 
to us for a great deal of help, assum- 
ing always, of course, that our regu- 
lation recognizes the need for broad- 
gauge decisions which will help to 
achieve the fullest possible contribu- 
tion of these telephone companies to 
the economy of the communities they 


oP] 
serve. 


| Insuring Good Service 
FN errsage the problems of the 
| middle group of Independents 
| the one which, in his opinion, 
_the state commissions can assist the 
|most in insuring good telephone 
service — Chairman Perrine pointed 
'to such difficulties as inadequate 
| bookkeeping, increasingly deferred 
maintenance, and absence of depreci- 
| ation reserves. 

“Stacked on top of the lack of cur- 
rent maintenance and: inadequate or 
non-existent depreciation accruals— 
and a fact which makes the two 
even worse — has been the infla- 
tionary increase in price levels in 
the last 10 or 12 years,” Chairman 
Perrine said. 

“Wages, taxes, and the costs of ma- 
terials and supplies have risen so 
drastically in the last decade or so 
| that today’s dollar is worth — actu- 


ally — only about half what it was 
Please Turn To Page 28 
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revolves 360°. 


HYDRAULIC 
AERIAL TOWERS 


Series TW-2 . . . enables 
workmen to reach areas 
more than 35’ above 
ground. Can be operated 
from tower or truck cab. 
Platform revolves full 
360°. Telescopic ladder 
is standard equipment. 
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AERIAL TOWERS ! 
Series 7A-01 ...in sizes for safe, smooth eléva~ 
tion to 21’ or 25’. Equipped with teléscapic 
ladder. Operation from cab or tower. Platform 
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REVOLVING / fm 
Fully-Powered / 
HYDRAULIC 
AERIAL 
LADDERS 





A Pelt Pits O85 x 


Series HL-35... 
elevates, extends, 
lowers, and retracts 
by hydraulic power. 
Available in sizes 
having ground-to- 
platform height up 
to 35’. Revolves 
full 360°. 





















“REVOLVING AERIAL LADDERS 


Series 5510... perfectly balanced to permit 
fast, easy elevation. In sizes having 23’6”, 
266", and 30'6” ground-to-platform height. 
Can be spotted at angles from 30° to 75°, and 


revolved full 360°. 
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HINGED 
LADDER RACK 
ASSEMBLIES 


Standard and special 
racks, with extension 
ladders, can be furnished 
for installation on 
Powers-American bodies. 
These include racks with 
standard 24’ ladders, and 
racks with braced or 
trussed ladders to reach 
heights up to 30’. 


A descriptive bulletin is 
available on each item 
of aerial equipment in 
the Powers-American . 
line. Bulletins, plus 
prices and complete de- 
tails, are 
asking. 


McCABE-POWERS AUTO BODY COMPANY 


MAIN OFFICE 
5900 NO. BROADWAY e 
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ST. LOUIS 15, MO. 


WESTERN OFFICE 


428 LATHAM SQ. BLDG. e OAKLAND 12, CALIF. 
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Dependability from an organization 
that stands behind its products. 


Quality long-lasting poles, pressure-creosoted 
in strict adherence to specifications, | 
are assured by laboratory control 
over plant production from a techni- 
cal department that is the best in the | 
industry. 


Service from highly trained and experienced 
personnel in our many strategically- 
located plants. 

You can count on Koppers—the best- 
known name in_ pressure-treated 
wood. 


KOPPERS COMPANY, INC. 


Wood Preserving Division 
Pittsburgh 19, Pennsylvania 
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then. Under this circumstance, even 
religious adherence to book deprecia- 
lion accruals would be inadequate 
today. And as the Illinois Supreme 
Court has recently held, current 
values are a consideration at least 
of equal importance with historical 
cost. 

“Yet when the small Independent 
first comes to us for rate relief, we 
are inclined to look first and weigh 
most heavily such records of histor- 
ical cost as his books may show,” he 
went on. “This, despite the facts his 
books are already in pretty bad shape 
anyway, and even his original cost 
may be badly understated.” 

Chairman Perrine added, “I recom- 
mend personally that all of us take 
a more practical, a financial, ap- 
proach to the whole subject. After 
all, we want to make sure all the 
telephone users in our states get 
good service. The way we can make 
sure they do in the areas and the 
communities served by these smaller 
companies is by seeing to it that 
these companies are financially 
healthy and self-sufficient. 

“As things stand now, they have 


Please Turn To Page 30 


Coming Conventions 


North Carolina Telephone Asso- 
ciation, Carolina Hotel, Pinehurst, 
Oct. 22 and 23. 

South Carolina Telephone Asso- 
ciation, Clemson House, Clemson, 
Oct. 26 and 27. 

Virginia-West Virginia Indepen- 
dent Telephone Associations, Hotel 
Roanoke, Roanoke, Oct. 29 and 
30. 

Alabama-Mississippi Independent 
Telephone Association, Thomas Jef- 
ferson Hotel, Birmingham, Ala., 
Nov. 9 and 10. 

South Dakota Telephone Associ- 
ation, Cataract Hotel, Sioux Falls, 
Nov. 12 and 13. 

Florida Telephone Association, 
Sheraton Plaza Hotel, Daytona 
Beach, Nov. 12 and 13. 

Georgia Telephone Association, 
Henry Grady Hotel, Atlanta, Nov. 
16 and 17. 

Oklahoma Telephone Associa- 
tion, Biltmore Hotel, Oklahoma City, 
Nov. 19 and 20. 
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New INTERNATIONAL Model R-110 with Service- 
Utility body.GVW rating, 4,200 Ibs. 127-in. wheelbase. 


INTERNATIONAL TRUCKS with Service-Utility bodies bring 


weather-tight workshops right to the job. 
AMERICA’S MOST COMPLETE 


TRUCK LINE 


® Large-capacity vertical and horizontal compartments on both 

sides of body provide ample space for efficient transportation 

of tools, parts, and equipment. 170 basic models from %-ton pickups to 
® Built-in trays in compartments assure orderly arrangement 90,000 lbs. GVW off-highway models.. . 

and quick selection of materials. line includes 23 six-wheel and four 4 x 4 
models . . . conventional or cab-forward 
types .. . 307 new features in the new R- 
line ... 29 engines from 100 to 356 hp., with 
widest practical choice of gasoline, LPG, 
or diesel power...300 wheelbases...trans- 


® Compartments are triple-sealed to keep out dust and mois- 
ture and have safety-rolled edges to prevent injuries. 

® Specialized equipment, including telescopic type steel roof 
with inverted tailgate, pipe racks, and vise brackets, is avail- 


able to meet your particular needs. 
missions and axle ratios for any need... 


wide selection of bodies and equipment 
. thousands of variations for exact job 


There are six INTERNATIONALS with Service-Utility bodies —77- 
inch body lengths for 115-inch wheelbase models and 89-inch 
lengths for 127-inch wheelbase models. All are powered by the 


famous Silver Diamond valve-in-head engine to give you low- specialization. 
est operating costs. 
Ask your INTERNATIONAL Dealer or Branch for complete de- 
tails. Time payments arranged. INTERNATIONAL HARVESTER COMPANY - CHICAGO 


oo International Harvester Builds MCCORMICK® Farm Equipment and FARMALL® Tractors... Motor Trucks... Industrial Power... Refrigerators and Freezers 


[| Better roads mean a better America 


Ka TULL UT TIELU TTC 


“Standard of the Highway” 
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INDIANA STEEL & WIRE CO 
S.A 


MUNCIE, INDIANA uv 


INDIANA STEEL & WIRE CO. 
sa 


MUNCIE, INDIANA u 
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INDIANA STEEL & WIRE CO. 
MUNCIE INDIANA USA 


For Extra Long Spans 


ce a 


SPECIFY Crapo HIGH -TENSILE 


TELEPHONE LINE WIRE FOR LOWER OVERALL COST 


@ FEWER pole structures are required where 
@rapo High-Tensile Line Wire is used in building 
rural telephone lines. This means substantial 
savings in time, labor and material. There are 
fewer holes to dig and poles to set, less material to 
be handled, installed and connected — all of 
which contribute to lower overall construction costs. 


@rapo High-Tensile Line Wire also makes for 
lower maintenance costs. Its superior tensile strength 
offers increased resistance to ice and wind loads 
. .. provides a greater margin of safety. Heavy 
galvanized coatings assure dependable, lasting 
protection, 

For maximum savings in the construction and 
maintenance of rural telephone lines, specify the 
@rapo Telephone Wire which best fits your 
requirements. 

LATEST ENGINEERING DATA, including 
Stringing Sags and Tensions, Staking Tables and 
Guying Tables for Heavy, Medium and Light Loading 
Districts, are now available. Write today for your 
copy of Data Book No. N-53. 
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little by way of available funds or 
ready cash. Enough money on which 
to operate and a really adequate earn- 
ings level should make it possible for 
the companies to get the capital they 
need to make the service improve- 
ments everyone wants. And I for 
one will cheerfully trade the serv- 
ice complaints I’m now getting in 
these situations for any complaints 
I may receive on the rate increases 
which help to make better service a 
reality.” 

As to a solution, Chairman Per- 
rine proposed, “I feel we are in such 
a position that we can freely ask 
these small owners who are in service 
difficulties to sit down with us at the 
conference table, whether or not they 
themselves have requested rate in- 
creases, and discuss their situations. 
I think they should bring some of 
the people with them who are active 
in making telephone loans, and | 
wuuld have no hesitancy in inviting 
leading members of the community 
served to attend also. 

“By way of the ensuing round table 
discussion, I think we can discover 
just what sort of rate treatment will 
be needed so that the lenders will 
feel safe in making loans to these 
smaller companies. I know also that 
if this procedure enables the smaller 
companies to get the capital they 
need to rehabilitate their properties, 
the people in the community will be 
willing to pay the higher rates.” 

He pointed out, “Of course, we 
stale commissioners are not in the 
business of rehabilitating and reor- 
ganizing small Independent compa- 
nies. We need a good deal of help 
from the larger telephone companies, 
including the Bell System, from the 
banks and the long-term lenders and 
from the Independent telephone asso- 
ciations. 

“TT. me, it seems that there is a 
great opportunity as well as a great 
obligation for the USITA and the 
state associations to give help to the 
smaller companies along the lines of 
edication in sound business manage- 
ment and financial practices, devel- 
opment of additional sources of new 
capital, and help in the negotiation 
ol rate increases and the processing 








INDIANA 


STEEL AND WIRE 


of formal rate cases if that becomes 


MUNCIE, IND. necessary.” — THE Enp. 
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Microwave operation 


‘| with “US” Electric Plants 


SS 

Dependability in “U.S.” Electric Plants 
is the result of good design, rugged 
construction, and freedom from “gad- 
gets.” The unit shown is 12.5 KVA, 
120/240- Volt Alternating Current. 
Write for information on the many 
“U.S.” units built for Microwave serv- 
ice. “U.S.” personnel is active in the 
design and development of microwave 
engine-generator sets in conjunction 
with R.T.M.A. 


f 
! 


| 


“U.S.” builds hundreds 
of Electric Plant mod- 
els (The World’s Most 
Complete Line)—from 
300 watts to 200 KW. 
\C and DC. Powered 
hv gas, gasoline and 


UNITED STATES 
MOTORS CORP. 


420 Nebraska St. 
Oshkosh, Wisconsin 
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RIPLEY a 


Light Wat hme 


eacon 


in the n ight — 


CONTROLLED BY AN AUTOMATIC, LIGHT- 
ACTIVATED ELECTRONIC EYE WHICH LIGHTS 
THE BOOTH AT DUSK AND TURNS IT OFF 
AT DAWN. 


+ Fully Tested and 
Approved 

* Low Maintenance Cost 

* Income Always Certain 

* Readily Seen From a 
Distance 

* Positive Automatic 
Action 

* No Motors to Freeze 
or Slow Down 

* Discourages Vandalism 

* Encourages Customer 
Security 

+ Easily Adjusted 

* Heavy Construction 

* Weighs Only 2 Pounds 


Steel Covering 

Easily Installed 

No Dials to Set 

No Springs to Wind 

Photo tube Operated 
Moisture and Fungus-proofed 


ELECTRONIC INilleT) conreosa om 


Telephone 
Middletown 6 667% 


Factory ond Engineering Office 


Middletown, Conn ORIGINATOR OF SUNSWITCH LIGHTING CONTROLS 
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AUTOMATIC ELECTRIC — LEADERS 


$2 





TECHNICAL 
INFORMATION 
on Type 45A 


CO-ORDINATES — Can be used 


above any 35 kc carrier; will co- 


ordinate with other systems in 
40-150 kc range. 


SAVES SPACE—Two complete 12- 
channel terminals including line 
filters, power supply, and other 
auxiliary equipment mount on sin- 


gle 116” rack. 


SERVES DEPENDABLY—Circuit lev- 
els controlled within one db — 
even under ice conditions. 


INSURES STABILITY — Frequency 
range is 40-150 kc; drift is less 
than one cycle. 


SAVES MONEY With 
changes, channel units (‘plug-in’’ 
packages 10!2” x 34%" x 6%”) can 
be used for any channel — fewer 
replacement units need be stocked 


simple 
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Lenkurt Type 45A Wire Line Carrier Telephone System 
costs less to buy — less to maintain. 
Components are miniaturized, standardized, “plug-in” units; 
complete channel assembly plugs into small space as 

shown above. You can order equipment to fit your 

needs exactly and add channels one at a time, as your needs 
increase. Maintenance is simple — takes little time, costs 
little because any of the components can 
be quickly and easily replaced. 
than 80° on floor space; two 12-channel terminals with common 


equipment can be mounted on one standard rack! 


“plug-in” 
And Type 45A saves more 


Lenkurt’s new Type 45A Carrier will 
carrier could not be used economically before. 
it will pay you to get 


“prove in” where 
Even if 
you have never used carrier, 
the facts on Type 45A. Write us today! 


Manufactured for 


AUTOMATIC 
\e Strowger sp Sng rect oe for Register-Sender-Translator 


Makers of Telephone, Signaling and Communication Apparatus - pesnesnry vinta 08S RES ER 
Distributors in U. ae and Possessions: AUTOMATIC ELECTRIC SALES CORPORATION 





inatony anak Siobalaies of 10 
si Operation 


ional Automatic Electric 


1033 West Van en Street, Chicago 7, U.S. A. 
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IN CARRIER COMMUNICATION — LENKURT 


ONE MAN DOES THE WORK OF 6 


WITH THIS REMARKABLE 


POWER-DRIVEN BRUSHCUTTER 


BrRusnmaAsier 


REDUCES COSTS! . . . INCREASES EFFICIENCY! 


FREE BOOKLET SHOWS HOW TO 
REDUCE BRUSH CLEARANCE COSTS! 


Brushmaster is the talk of the industry ... and is now proving itself 
in the field with many and varied companies which must maintain 
right-of-way clearance. Cuts all brush, from matted grass to saplings 4” in diameter. Operator 
& completely protected, cannot come in contact with blade. One man operated, lightweight, it 
A ek « ee goes anywhere ... reaching overhanging branches and vines...and cropping close to the 
ground! Vibration-free, clutch controlled, positive drive. Send for booklet today! 


eo - SAW, INC. Subsidiary of Harrington & Richardson, Inc., established 1871. 
84N EMERALD ST., KEENE, N. H. Manufactured and sold in Canada by H&R Arms Co., Lid. Montreal, Canada 


It will pay you well to try the Lenz! 
Nylon Switchboard Cords. They have 
been in continuous service for over 
six years. 

Lenz “know-how” plus 49 years ex- THIS MARK oe URI 
perience in manufacturing cords, wire 
and cable for the telephone industry 
explains the high quality of these 
products. 

Maximum service — Minimum cost. 

Send a trial order for Lenz Nylon 
Switchboard Cords today. 


DISTRIBUTORS 


LEICH SALES CORP. H. H. VAN LUVEN 
427 W. Randolph Street 537 Ceres Ave. 
Chicago 4, Ill. Los Angeles 13, Cal. 


LENZ ELECTRIC MANUFACTURING CO. 
1751 N. WESTERN AVE., CHICAGO 47, ILL., U.S. A. 
‘\IN BUSINESS SINCE 1904” 
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A TELEPHONE 
BATTERY CASE 
pals... 


STRONG! 
LIGHT! 
DURABLE! 
COMPACT! 


You can order C&D telephone batteries, 

‘ither PlastiCe IastiCe , £ ; ‘ ‘ . " 

~napruiliaien nie! wieeaCell, sane C&D pioneered in using plastic cases to give tele- 

leading suppliers of telephone equipment. : - 

“a = a ae phone batteries added strength, lightness, com- 

For details and specifications write fo nea 

Bulletins T-526 and T-526A. pactness, and durability. Regardless of whether you 
prefer conventional grids (PlastiCell) or lead-cal- 
cium grids (PlastiCal) you can have the advantages 
of a plastic case in a C&D telephone battery. 


YOU GET THESE ADVANTAGES! 


1 One-piece case. Jar and cover are ‘‘Plastifused’’ — 
permanently sealed together. 


Shock-resistant case is lighter and more compact 
than glass or rubber. 


No sudden leaks due to internal stresses. Case and 
cover are heat-treated after molding to eliminate 
internal stress. 


Easier maintenance, because patented Post Seal 
eliminates acid creepage. Electrolyte level can be 
checked at a glance. 


Lower shipping costs. Lightness of plastic case 
reduces your total ‘‘in-place’’ cost. 


SALES AND SERVICE OFFICES IN PRINCIPAL CITIES FROM COAST TO COAST 
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LYNCH B-37 
TELEPHONE CARRIER 


A completely self-contained 

terminal, the B-37 operates on 

- the frequency-shift principle 

and assures positive operation under adverse weather 

and noise conditions. Available in operating frequencies 

between 3.5 and 62 kcs — five channels as specified, 

each a self-contained unit with its own power supply 

and signaling facilities for dial or ring-down operation. 

Repeaters and automatic regulators are available where 
required. 

Exclusive Lynch construction means substantial sav- 
ings in vertical rack space and lowered installation and 
maintenance costs. Hinged front cover provides ready 
access to tubes, fuses, monitoring jacks, relays and all 
controls. 


LYNCH B-&3 SIGNALING UNIT 


Designed to provide positive, low-distortion dial signaling for ex- 
isting Western Electric Type H-1 carrier terminal installations. 
Steep-slope band elimination filters assure negligible restriction of 
frequency response. Operating frequencies: W-E direction, 7.15 
kcs.; E-W direction 11.5 kcs. (approx.) Keying circuit is such that 
unit transmits dial pulses (on a carrier-on-off basis) with extremely 
low distortion. Unit will not interfere with subsequent expansion 
of the system to include additional higher frequency channels. 


LYNCH B-61 OUTDOOR LINE FILTER ASSEMBLY AND EVEN BEYOND THIS... 


A simply-installed, weatherproof assembly 2 more important carrier equipment developments 

Z for use where line filters and associated equip- designed to further lower the cost per voice channel 

ment must be installed on outdoor poles. — check your Graybar Representative for details on 

Though unusually compact (10%4”x these soon-to-be announced units. 

10%”x 812”) the internal mounting area 

also provides room for inclusion of repeat 

coils and balance networks in addition to the 

two filters. One section of the assembly is 

sealed water-tight to protect filters and other 
components. 


1. Lynch B-99 Compressor-expander — for improved speech- 
to-external noise ratio. 

2. Lynch B-60 and B-60J Telephone Carriers — high frequency 
carriers with up to 12 channels. 


GRAYBAR ELECTRIC CO., INC. 
Executive Offices: 
Graybar Building, New York 17, N. Y. 


Call Graybar tist ror... 


IN OVER 100 PRINCIPAL CITIES 
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RE AD ¥ For IMMEDIATE Deliver 
CHANNELL CABLE TERMINALS 


The CHANNELL TERMINAL and CABLE SUPPORT was designed especially for ANKOSEAL CABLE, how- 
ever, the TERMINAL can be used on any type plastic or lead sheath cable. THE ANSONIA WIRE & CABLE 
CO., ANSONIA, CONN. is the sole distributor of the CHANNELL CABLE SUPPORTS. 
With the CHANNELL TERMINAL, T-SUPPORT and SELF-SUPPORTING ANKOSEFAL CABLE. vou can’t 
beat this combination for a modern and economical cable plant. 

WHY THEY ARE BETTER! 


. The CHANNELL TERMINAL was the first TERMINAL for plastic 
cables. 


. It is covered by TWO PATENTS and OTHERS PENDING. 
. It has been IMPROVED THREE TIMES. 


~ 


They have been in service over 5 years. 


w fF ww 


. It requires no splicing, wiping, testing and can be cut in by one 
man. 
. It requires no sharp cable bends. 


Can be used on strand, pole, house and self-supporting cables. 


. Can be removed at anytime, if required. 


. Can be used as a splice housing for junction box for loading and 
branch splices. 

10. It is made of a corrosive resistant aluminum alloy. 

11. It is a solid aluminum casting, not a split casting, (over 90% of 

the terminals used today, are cut in on new cables and it is not 

necessary that the terminal be split, it would only increase cost 

& maintenance.) 





BPE ts. og fo S Pe ae, a 

WY Cuanneel GABLE TERUINA 

; GE MONEE, CARUE 

 PATEAT Pome Satsivedew 
. ¢ +9 ‘ oe: ae 





12. The face plates are interchangeable so the terminal can be en- 
larged without removing from plant. 





13. It will improve telephone service and reduce your cost of cable 
work about 60%. 


OUR MOTTO: 
IF 1T WON’T SAVE YOU 502, 
WE WON’T MAKE IT. 


NOTE: 

From actual experience we know that cable 
construction is higher than it should be. We 
now offer five items that will reduce your cost 


50°%, or more. 


CHANNELL CABLE SUPPORTS. 
CHANNELL CABLE TERMINALS. 
CHANNELL SPLICERS TESTBOARDS. 
CHANNELL TER. REPAIR KITS. 


#C-3 CHANNELL TERMINAL, SINGLE AND T-SUPPORTS WITH 
ANKOSEAL SELF-SUPPORTING CABLE (Pat. 24318755-2434102, 


others pending) 
CHANNELL SPLICING MACHINE. 





#C-3 FOR THE FOLLOWING SIZE CABLES 


26-Ga. 24-Ga. 22-Ga. 19-Ga. 
11-Pr. 11-Pr. 11-Pr. 11-Pr. 
16-Pr. 16-Pr. 16-Pr. 16-Pr. 
26-Pr. 26-Pr. 26-Pr. 26-Pr. 
51-Pr. 51-Pr. 51-Pr. 

76-Pr. 76-Pr. 

101-Pr. 101-Pr. 


Call or Write for Brochure 
Forrest 0-4411 












— 
ALL PRICES F.0.B. EL MONTE, CALIF. —— 

6-Pr. C-3 TERMINAL COMPLETE . 

11-Pr. C-3 TERMINAL COMPLETE 

16-Pr. C-3 TERMINAL COMPLETE 

BLANK FOR SPLICE HOUSING 






@ 2029 CENTRAL AVENUE 
EL MONTE, CALIFORNIA 
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XANDER GRAHAM BELL 





the FIRST all-plastic telephone cable 








.. and in the independent 
telephone field Ankoseal was 
first with all-plastic cable. It was 
the first to lower the cost of 
installation, to use less materials, 
to be weatherproof, electrically 
superior, resistant to chemicals, 
and virtually moisture-proof. 
These ‘‘firsts’’ have withstood 
the test of time. 


Ankoseal 


They are the result of sound 
design and quality construction. 
Make your next job Ankoseal. 
Write or phone today for 
detailed information. 


THE ANSONIA WIRE & CABLE COMPANY 


Successor to The Ansonia Electrical Company 


ANSONIA, CONNECTICUT Phone — Ansonia 4-3306 
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Rigid selection from choice stands of Southern pine plus meticulous care in 
handling assure strength to an unusual degree . . . 


Higher strength thus obtained permits use of smaller poles with consequent 
savings in purchase and installation costs . . . 


Preservative treatment by highly skilled personnel using the finest mechanical 
equipment and the best creosote so far developed gives long life . . . com- 
bines with timber selection and handling to make Taylor-Colquitt pine poles 
truly Superior. 


Taylor-Colquitt Superior pine poles are distributed to inde- 
pendent telephone companies exclusively by Automatic 
Electric Sales Corporation, 1033 West Van Buren Street, 
Chicago 7, Illinois. 


TAYLOR- COLQUITT CO. 


SPARTANBURG, SOUTH CAROLINA 





PLANTS AT SPARTANBURG, SOUTH CAROLINA AND WILMINGTON, NORTH CAROLINA 





Every anchor man prefers 
the CHANCE 8-WAY 





The plastic insulation injected The most popular types 
between the conductors stays are stocked by our sales 


lid. It covers the edge of the  gsrinutors in U.S, ) M ho te) 
coca shell, positively preventing peiaiiedliniete Not twa:.§ of Ole». oe 


cause of most shorts. Invented 


TEEFON FABRIC AUTOMATIC sumone orey cw |  GUALIGHT 3 blades 


A/S since 1912. These plugs “oa Columbus 6, Ohio 
vide unsurpassed precision in for better load distribution 
machining, solidity of construc- SUTTLE 


tion, and high insulation safety. 


Available as -replacements Equipment Co. Specify Chance Anchors 


for all popular two-and three Lawrenceville, Ill. 
conductor plugs. 


TELEFON FABRIK AUTOMATIC S| BUCKEYE TELEPHONE & SUPPLY CO. 


COPENHAGEN 
| 1250 KINNEAR ROAD COLUMBUS, OHIO 
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NOW READY FOR QUANTITY DELIVERY 





NN 





The new telephone booth roof that GLOWS at night 


—< N 
Reg SN ~ 
te, oe ‘ 





Here’s NEWS — IMPORTANT NEWS to every telephone com- 
pany executive who is concerned with the problem of 
increasing revenue from outdoor (and indoor) booths. After 
more than a year of development, field tests with hand made 


GAWIWSS 





prototypes under varying conditions in all parts of the U. $.— 
and the incorporation of new improvements based on these 
tests, the Gladwin Glo-Dome is now in mass production— 
now ready for delivery in quantity! 


HERE ARE SOME OF THE NEW IMPROVEMENTS NOW 
BEING INCORPORATED IN THE MASS-PRODUCED GLADWIN GLO-DOME! 


* NEW CONSTRUCTION TECHNIQUE — utilizing a Gladwin developed method 


of bonding Fiberglas and Polyester resins into a beautifully translucent high- 
strength material. 


* NEW STABILIZED COLOR RESINS that will not turn yellow or discolor when 
exposed to the sunlight. 


* NEW, IMPROVED TECHNIQUE OF DOME SIGNING — brighter color, larger, 
more legible letters, better detail. 


* NEW TRANSLUCENT PERFORATED BREATHER SECTION under front overhang 
permits air to circulate freely and light to illuminate front of booth 


* NEW BUG SHIELD — keeps interior of Dome free of insects 


Distributors: Automatic Electric Sales Corp., Bohnsack Equipment Co., Buckeye Telephone & Supply Co., Inc., Graybar Electric 
Co., Inc., Kellogg Switchboard & Supply Co., Leich Sales Corp., Western Electric Co 


GLADWIN PLASTICS e 275 HOUSTON ST., N.£. e ATLANTA, GA. © PHONE Alpine 5384 


YOUR OCTOBER, 


Many of the country’s leading telephone companies have tested Glo-Dome on 
location and are now planning full scale installation programs. They have 
found that the Glo-Dome not only increases revenue but also promotes good 
will If you have not yet started on your Gladwin Glo-Dome installation pro- 


gram, write, wire, or telephone for your sample today. 


Write George Phillips for more details. If 
you would like more information about the 
new Glo-Dome, write today to George Phil- 
lips, Jr., the Gladwin specialist on service to 
the telephone industry Ask him to send the 









new Glo-Dome brochure. 


GLADWIN 
PLASTICS 


ATLANTR 


wi 
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for treating 
telephone poles... 








In 1950, 6,200,000 poles were treated with wood 

preservatives . . . 5,380,000, or approximately 90%, were 
pressure creosoted. ‘here are many reasons why the 
preponderance of poles, ties, piles and lumber are treated with 
creosote oil. The chief reason is its low cost per year... 

only creosote has stood the test of time in all types of weather, 
in alkaline or acid soil, in fresh or salt water. 

You won’t go wrong in standardizing on Creosoted wood 

. and you'll be right in relying on Republic as your primary 
source of quality creosoted products. 


[7] Republic Creosoting Co. 


ioc MERCHANTS BANK BUILDING 
PRODUCTS 
INDIANAPOLIS, INDIANA 
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EDITORIAL 


TELEPHONE 


ENGINEER & MANAGEMENT 


OCTOBER, 1953 


The Cost That Does Not Show In Expenses 


T is easy to see why, with operating expenses 

rising, telephone rates must be increased. 

It is likewise easy to see that if such rates are 

not increased, the net earnings of the tele- 
phone company will diminish. 

But there is in this present-day situation 
another condition, not so easy to see, which 
decreases telephone earnings just as certainly 
as does an increase of expenses, unless it is 
offset by higher rates. 

Some call this “attrition of earnings.” It 
affects growing telephone companies sooner 
than others, but it will eventually affect all 
companies, whether growing or standing still. 

It is the effect of the introduction into an 
existing telephone plant, whether for exten- 
sion or replacement, of new equipment and 
plant at a cost much higher than that of simi- 
lar items already in the plant. 

A simple way to illustrate what this prop- 
osition does to net earnings is to calculate 
what happens when a company makes a net 
gain of telephones at the present-day cost of 
adding telephones. 

For that purpose we are using the actual 
figures, in round numbers, of a group of sub- 
stantial Independent telephone exchanges op- 
erating some 93,000 owned stations and mak- 
ing a net gain of about 6,000 stations a year. 

At the beginning of a recent year the aver- 
age investment per station in service at these 
exchanges was $240. But — and here’s the 
rub! — each station gained now requires an 
average investment of about $500. 

Let us assume, for the purpose of calcula- 
tion, that at the beginning of a year these 
exchanges were earning 7% on their invest- 
ment — which, in our opinion, is not enough. 

At the end of that year, after adding 6,000 
stations at an average cost of $500 each, and 
provided there had been no increase of rates 


to correct the situation, this 7% rate of earn- 
ings would have dropped to about 6.4%. 

At the end of the next year, on the same 
basis, the rate of net earnings on total invest- 
ment would have fallen to about 5.9%. And, 
at the end of the third year, it would have 
been about 5.5%. 

These decreases in the rates of net earnings 
would have come from “attrition of earnings” 
alone. They make no allowance for increases 
of expenses, including the higher amounts 
that would have to be accrued for deprecia- 
tion. ? 

This situation affects every telephone com- 
pany, including those of slow growth or even 
none at all, since they will have to replace 
existing equipment and plant at the higher 
costs of today. 

This “attrition of earnings” is in effect a 
cost which does not show up on the com- 
pany’s statement of expense. But it exists, 
just the same, and must be taken into account 
in determining a company’s need for higher 


379 


rates. 

This situation presages a long and gradual 
increase in the investment necessary in a 
telephone exchange plant. That means, of 
course, that more and more money must be 
available for such investment. 

That money can be obtained, in the 
amounts necessary, only provided that the net 
earnings of the telephone company are such 
as to encourage investors to supply such 
funds. 

Investors will not be encouraged to do that 
if the earnings of the telephone company are 
whittled down, year after year, by this at- 
trition. The rates for service must be high 
enough to overcome the effects of this sit- 
uation. 


(The foregoing editorial, although copyrighted, may be reproduced in whole or in part, 
without charge, provided credit is given this publication and a copy of such reproduc- 
tion is filed with this publication. This legend need not appear on the publication.) 
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Hey Boss! - 
take a look from here... 


It’s a sure-fire bet I’m going to be perched up 
here, some time pretty soon, with rain 

on the back of my neck, if it’s a “mild” night 
and more likely 30:degree sleet, slush ) 


and ice all over everything. 


/A guy likes to feel sure of his supplies 
-infa case like that. Climbers that stay put. 
A belt with muscles in it. Pliers with a bulldog’s 
bite even at arm’s length. Wire that’s 


as weather-proof as a polar bear. 


Just like you to know you have been buying 
that kind of material for me. Keep it up, won't 
you, especially with winter coming? And 
if you’ve been getting it from the — 
Stromberg-Carlson Company whose 
name I see stenciled on boxes.and cartons 
at the warehouse, give my thanks 
to them, too. They sure know what 


eM eatebhetncercbelecmentsbemelace ice 





Yours, 
Joe the lineman 


Stromberg-Carlson’ 


Factory, General Offices: Rochester 3, New York. | 
Branch Offices: Atlanta 3, Chicago 6, 

Kansas City 8, San Francisco 3. ES 

In Canida: Stromberg-Carlson Co., Lid.; Toronto. 
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Automatically compute 
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CALCULAGRAPH PRINTED RECORDS 
ARE ACCURATE TO THE SECOND AND 
IMPROVE SWITCHBOARD SERVICE 


CALCULAGRAPH pays its way the moment 

it is installed. Completely accurate, down to 

the last second, these precision instruments 

make it possible to collect all the revenue due ; 
on every toll call. Dial features extreme visibility 

from all angles and lever action is smooth and silent. 
Several models—engineered especially for the telephone 
industry—are fully described in the complete 
CALCULAGRAPH Catalog which is available without 


obligation. Write for your copy today. 


S 


-CALCULAGRAPH a 


b HARRISON, NEW JERSEY © THE STANDARD OF ACCURACY SINCE 1892 ‘= | | 
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in 


the coffee bar before registering. 





(Left) Harold Bollinger, Waconia, Minn., Jay Houghtaling, St. Paul and W. D. Corman, Atmore, Ala., talking shop while they rest during 
USITA convention. (Middle) R. E. Shotts, Chicago; T. H. Moran, Madison; Thomas A. Boyd, New York, and Morris LaCroix, Boston, pause at 
(Left) C. A. Scupi and Ralph Lucier, Warsaw, Ind. and S. J. Flanagan, Louisville, Ky. 


U-S Independent Telephone Association 


Holds 56th Annual Meeting 


HICAGO’S FAMED Conrad Hil- 
ton Hotel went “Independent” 
last week as more than 2850 mem- 
bers of the Independent telephone in- 
dustry moved into the nation’s larg- 
esl hostelery and for three days, Oc- 
tober 12, 13 and 14, participated in 
the 56th of the 
United States Independent Telephone 
(USITA). 


It was a big and important con- 


Annual Convention 


Association 


vention for the Independents a 
convention that forecast further im- 
provements in communications and 


the continuation of cooperative effort 
to whip problems that beset many in- 
dustry members. 

The Association’s membership re- 


elected 12 directors for three-year 


terms. Directors reelected were: G. 
A. Berting, Galion, Ohio: E. M. 
Blakeslee, Santa Monica. Calif: L. 


D. Densmore. Lincoln. Neb.: B. L. 
Fisher, Martinsville, Va.; C. W. Haas, 
Big Timber, Mont.: M. M. Hale, 
Lincoln, Neb.; L. W. Hill, Tarboro, 
N. Oe D. O. Hood. Medford. Ore.: 
R. A. Lumpkin, Mattoon, Ill.: Kelley 
MeNish, Bristol. Tenn.; O. J. Sor- 
doni, Wilkes-Barre, Pa.; and Roy 


Siemund, Chicago. 


YOUR 
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BY JOHN G. REYNOLDS 


Managing Editor 
Telephone Engineer Publications 


Warren B. Clay, manager of the 
Hutchinson (Minn.) Telephone Co. 
was elected president of the USITA, 
succeeding Edwin M. Blakeslee. Don- 
ald H. Campbell, president of the 
Rochester (N. Y.) Telephone Corp., 
was named first vice president, and 
Alden L. Hart, president of United 
Utilities, Inc., Kansas City, Mo.. was 
elected second vice president. 

Reelected to office Clyde 
S. Bailey, executive vice president: 
Richert, Carl 


D. Brorein, president of the Penins- 


were: 


George C, secretary : 
sular Telephone Co., Tampa. Fla.. 
Leola D. 


assistant secretary. 


treasurer: and. Fitzwater. 


Three new members were named 
to the USITA Executive Committee. 
They were: R. P. Shotts. vice presi- 
dent of Telephone Services. Ine.. 
Chicago; Hugh S. Barnhart. Roches- 
ter. Ind.; and R. A. Lumpkin, Mat- 
toon. Ill. They succeed: Frank E. 
Bohn, Fort Wayne. Ind.; Carl Bro- 
rein, Tampa, Fla.. and F. B. Me- 
Henry, Jefferson City, Mo. 

During the business sessions the 
U-S-I-T-A directors: (1) Resolved to 
support the proposed plans for a 
nationwide advertising program and 
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also agreed that a survey should be 
made of the Independent telephone 
industry to determine how many In- 
dependent companies are interested 
and willing to underwrite the pro- 
eram; (2) the Board agreed to ap- 
prove a proposal submitted by the 
Chase National Bank covering a pen- 
sion plan for smaller companies. 
Speakers at the General 
tion Sessions were: U-S-I-T-A Presi- 
dent E. M. Blakeslee; U-S-I-T-A Ex- 
Vice President Clyde =e 
Dr. Robert F. Patterson. 
Dean of the School of Business. Un- 
iversity of South Dakota; U-S-I-T-A 
Secretary George C. Richert, Honor- 
able Ancher Nelsen 
Rural Electrification Administration. 
Washington D.C.; and Dr. Clarence 
Manion, former dean College of Law. 


Conven- 


ecutive 
Bailey; 


administrator 


University of Notre Dame. 


Report From Washington. 
URTHER PROGRESS for the In- 
dependent telephone industry was 
forecast at the first USITA conven- 
tion session by Executive Vice Pre- 
sident, Clyde S. Bailey. Washington, 
.-. 


Looking ahead with solid confid- 
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ence in the industry’s ability to cope 
with and overcome operating prob- 
lems of the day, Mr. Bailey expressed 
his conviction that the existance of 
an Independent segment of the in- 
dustry today, with more than 5,000 
Independent companies providing 
service in upward of 11,000 cities 
and towns, affords continuing as- 
surance that the telephone business 
shall stay as a part of respected priv- 
ate enterprise. 

“It is one thing for big, ambitious 
government to take over a single in- 
tegrated system,” he said. “It is quite 
another to take over a large number 
of individually operated communi- 
cation units.” 

Reviewing a few of the Associa- 
tion’s activities during the past year, 
Mr. Bailey discussed five legislative 
measures in which the Association 
interested itself :- 

(1) Section 2(B)(2) Britt: — 
Prominent in the Association’s legis- 
lative work was sponsorship of the 
Section 2(b) (2) bill. This measure 
would amend the Communications 
Act in such a manner as to preserve 
the exemption of Independent com- 
panies when they use radio in tele- 
phone operations. The bill would 
amend both Section 2(b)(2) and 
Section 221 (b). The bill passed the 
house on July 20 and is now pend- 
ing in the Senate Committee on Inter- 
state Commerce, headed by Senator 
John W. Bricker of Ohio. When Con- 
gress convenes next January, USITA 
shall ask for an early hearing before 
that body. 

(2) Highway Re-Location BILL: 
During the summer, Mr. Bailey had 
an opportunity at a hearing before the 
Public Road Subcommittee of the 
House Public Works Committee to 
speak in support of the enactment 
of legislation to immunize telephone 
companies against pole and line re- 
moval costs made necessary as a re- 
sult of the building or widening of 
federally aided highways. 

U-S-I-T-A is giving its support to 
the necessary amendment of the Fed- 
eral Highway Act. 

(3) TELEPHONE Excise Taxes: 

In August the House Ways & Means 
Committee gave opponents of excise 
taxes on communication and trans- 
portation an opportunity to voice 
their grievances. In an agenda of 40 
tax subjects the general problem of 
excise taxes had been listed as the 
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U-S-I-T-A Prsident-Elect, WARREN 
B. CLAY, manager of the Hutchin- 
son Tel. Co., Hutchinson, Minn. 


concluding item. U-S-I-T-A, the Bell 
System and the Communication 
Workers of America were on hand 
through their representatives to point 
out the injustice of a tax on teelphone 
service. Western presented 
testimony in support of removal of 


Union 


the tax on telegraph messages. 

President Mark Sullivan of the 
Pacific Telephone & Telegraph Co. 
testified for the Bell System. The 
U-S-I-T-A witness was Sam F. Nixon, 
president of the Chatauqua & Erie 
Telephone Co. of Westfield, N. Y. 

(4) DEPRECIATION AND AMORTIZA- 
TION: Mr. Bailey reported that 
U-S-I-T-A_ gave testimony last sum- 
mer at hearings before the House 
Ways & Means Committee on depre- 
ciation and amortization. This prob- 
lem assumes large importance in in- 
flationary times when depreciation 
allowances do not produce amounts 
sufficient to bring new property into 
being upon retirement of old. The 
result is that it is necessary to obtain 
new capital to make up the deficien- 
cies without increasing the produc- 
tive capacity of the business. The 
U-S-I-T-A matter 
was L. W. Hill, president of the 
Carolina Telephone & Telegraph Ce. 


(5) THe D’Ewart Britt: — H. R. 


witness on_ this 


1524, introduced by Congressman 
D’Ewart, of Montana, designed to 
facilitate» the work of the National 










CONVENTION PICTURES 


The photos on the opposite page were 
taken by the TE&M Camera during the 
U-S-I-T-A Convention. Additional con- 
vention pictures will appear in suc- 
ceeding issues. This issue was printed 
immediately following the convention, 
before some of our pictures were re- 
ceived from the engraver. 
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Park Service, proposed to authorize 
the N.P.S. to ‘ erect and main- 
tain fire protection facilities, water 
lines, telephone lines, electric lines 
and other utilities adjacent to areas 
administered by the National Park 
Service, where necessary in the ad- 
ministration of such areas .. .” 

Before the bill was finally passed 
and with the cooperation of Con- 
gressman D’Ewart, it was amended to 
make the concluding clause read, 
“where necessary to provide service 
in such areas.” This amendment 
should make it impossible for the 
government agency to build up tele- 
phone or other utility facilities on 
the outside of public parks except 
to the extent necessary to provide 
service therein. 

Commenting on Minimum Wage 
Bills, Mr. Bailey stated that the pend- 
ing measures are: — (1) H.R. 2340 
by Congressman Roy W. Wier (D- 
Minn.) proposing a minimum of 
$1.20; (2) H.R. 2078 by Congress- 
man Isidore Dollinger (D-N. Y.), 
proposing a minimum of $1.20 and 
repeal of a 750-station exchange ex- 
emption; (3) H.R. 3492 by Congress- 
man Abraham J. Multer (D-N. Y.) 
proposing a minimum of $1.00; 
(4) H. J. Res. 324 by Congressman 
Wm. J. Green (D-Pa.), proposing 
a minimum of $1.00; and (5) S. J. 
Res. 107 by Senators John F. Ken- 
nedy (D-Mass.), Irving M. Ives (R- 
N. Y.), Wayne Morse (Ind.-Ore.), 
Herbert H. Mumphrey (D-Minn.), 
Herbert H. Lehman (D-N. Y.), James 
E. Murray (D-Mont.), Matthew M. 
Neely (D-W. Va.), and John O. 
Pastore (D-R. I.), proposing a mini- 
mum of $1.00. 

Mr. Bailey stated that some of the 
most valuable work done by 
U-S-I-T-A is carried on by hard 
working members of its committees. 
U-S-I-T-A now has 21 regular com- 
mittees with a total membership of 
171 and 14 regional small company 
committees with a total membership 
of 121, making a grand total of 292 
committee members. 

“These committees,” he said, “are 
engaged in a labor of love. The com- 
pensation they derive from their 
work is not in dollars. The association 
would quickly become bankrupt if 
an attempt were made to pay com- 
mittee members for the value of the 
services they render to the industry 
as a whole. Their compensation comes 
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from the sense of satisfaction they 
derive from putting their shoulders 
to the wheel and making a contribu- 
tion in intellectual effort to the gen- 
eral cause of Independent telephony.” 

Mentioning a few of the outstand- 
ing activities upon certain 
U-S-I-T-A committees have embarked 
during the past 6 months, Mr. Bailey 
(1) 


ations procedure; (2) extended area 


which 


mentioned: Simplified separ- 
service; (3) subscriber and operator 
toll dialing and (14) private communi- 


cation systems. 


What’s Worring You? 
OLLOWING Mr. Bailey’s “Report 
From Washington.” Dr. Robert 

F. Patterson, Dean of the School of 

Business, University of South Da- 

kota, told the convention that Amer- 

ican’s are the greatest “worriers” in 
the world. 

“We worry,” he said, “because we 
teachers and others have not done 
a good job of teaching young people 
about the American tradition of free 
men and free markets.” 

He deplored the ignorance of our 
American system and stated the “lib- 
eral press was inadequate to keep 
people truly informed. Emphasiz- 
ing that he does not sanction unbrid- 
led business operations, he comment- 
ed that “young people should under- 
stand business as an institution and 
learn about the system of free en- 


terprise.”” 
The lob Ahead 
PEAKING AT the final conven- 
tion Ancher Nelsen, 
ministrator of the Rural Electrifica- 


session ad- 
tion Administration emphasized that 
his department wanted to work close- 
ly with the Independent industry and 
use every facility to operate with 
the least possible expense to the gov- 
ernment. 

Emphasizing that the REA’s rural 
telephone had 
plans for the coming year, Mr. Nel- 


program extensive 
sen explained that the department 
has 7414 million available for loans 
1953-1954. He the 
partys platform urges 


during said 
Republican 
further expansion of rural telephone 
where private industry is not serv- 
ing. 

said, “should be 
applauded for being so generous and 


“Congress,” he 
farmers owe its members a vote of 
thanks. At the same time we must 


heed directives by Congress that ‘we 
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FRANK S. BARNES, Rock Hill, S. C., 
newly elected president of the In- 
dpendent Telephone Pioneers Assoc. 


suggest and urge you to encourage 
private companies where they exist 
and where they do not, you move 
in?” 
Urging that private industry do 
“all possible to provide good serv- 
ice,” Mr. Nelsen “We ap- 
plaud use of private capital where 
if not available, use REA 
funds and help which is available.” 
“Inferences are made that REA is 


Socialistic.” he said.” but instances of 


said 


possible , 


farmers cooperating to market pro- 
ducts have been proven valuable and 
the objectives have been only to get 
the job done.” 

Stating that it is REA’s duty to 
certify only sound loans, Mr. Nelsen 
said “sound loans are loans that will 
return capital and interest to the 
sovernment. 

“Preserving the economic and fi- 
nancial strength of America.” he 
said, “is America’s biggest problem. 
It requires better government not 
bigger government.” 

Other 
Nelsen 

Despite the fear of 
ment on private industry, he believes 


points emphasized by Mr. 
included: 


enroach- 


the communications system of Amer- 
ica will “hum with expansion” of 
telephone service to all rural areas. 
Many little companies are floun- 
dering without connections 
and REA is “leaning over backward 


proper 


to cooperate and help these compan- 


1es, 

The film “The Telephone And 
The Farmer” has been withdrawn so 
that it might be reviewed and re- 
vamped to highlight and further de- 
velop the idea of cooperating with ex- 
isting companies showing farmers 
how to get telephones. The old film 
stressed that “someone had failed.” 


The new film will take an entirely 
different approach. 

In his closing remarks, Mr. Nelsen 
emphasized that the purpose of REA 
and all government is to “prove they 
are big enough for the job and to 
keep under the debt ceiling which is 
now reaching the danger point.” 


The Constitution 
Is Your Business 


LARENCE MANION, Dean Em- 
eritus, Notre Dame University 
Law School. told the U-S-I-T-A Con- 
“When our protective 
your 


vention 


Constitutional walls are gone 
business will have disappeared too.” 
“the 
Constitution is your business because 


without the enforceable limitations, 


“Fundamentally,” he said, 


divisions, checks and balances which 
the Constitution places upon govern- 
ment your business would disappear 
in the fact 
sovernmental 


threatened 
Liberty 


of actual or 
confiscation. 
lives only where government is strictly 
limited.” 

Warning against the belief that 
- that 
its time-honored checks and balances 


the Constitution is outmoded - 


are archaic and should be by-passed 
in the interest of governmental effici- 
ency, Dean Manion emphasized that 
in certain academic circles it is now 
customary to regard the Constitution 
as an inconvenient roadblock thrown 
across the path of the “governmental 
eravy-train.” 

“It is in this unfortunate spirit,” 
he said, “that the Constitution has 
been disrespected and deliberately 
disregarded by demagogic advocates 
of the welfare states. This weakening 
Constitutional 
particularly unfortunate now when 
our liberty is challenged by that arch 


of our morality is 


climax of Despotism, International 
Communism. To resist the infectious 
plague of Communism we need a 
plentiful supply of its one sure anti- 
dote: a clear knowledge of the truth 
about liberty and government as de- 
scribed in the Declaration of Inde- 
pendence. 

“We shall never defeat Despotism 
in Moscow by the expedient of estab- 
lishing Despotism in Washington. 
That is the way to surrender to Com- 
munism; that is the method by which 
the Communist expect to complete 
their conquest of America from 
the inside...” 
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“We are living in an era of great progress... 





Ld 


THE 





INCE WE WERE last together in 


convention assembled a change 


has come over Washington and its 


reverberations have been heard in 
every city, town and hamlet across 
this mighty Nation. The colors of a 
new captain and crew are flying from 
the vardarm of the ship of state. Our 
confidence in free enterprise has been 
but the 


vears we. as leaders of this 


unwavering during past 
twenty 
ereat industry. have witnessed an en- 
croachment upon the freedoms under 
ur private enterprise system which 
amounted to a near malignancy. 

We have lived and worked in the 


faith that the pendulum would swing 


hack to a more normal position and 


since January 20 we have bent a 
sensitive ear in the direction. of 
Washington to detect the slightest 


signal that free enterprise was suc- 
ceeding in loosening the bonds that 
had held it twenty 
vears. The first this 


had come to pass was heralded by 


captive for 


indication that 


the Government’s decision to stand 
aloof in the matter of employe-em- 
ployer relations and permit unions 
and management to work out their 
problems equitably and honorably 
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without the shadow of federal inter- 
vention standing in the background. 
The 


lands within state boundaries to the 


restoration of the submerged 
states has been another bright spot 
on the horizon. 

There are additional welcome signs 
that Government is being taken out of 
business. We find that five private 
which — supply 


electric companies 


nearly all the homes, businesses and 
New York light 


and power are laying plans to con- 


industries in with 
struct a giant size power producing 
project on the Niagara River — tak- 
ing water from a point three miles 
above the mighty falls — at a cost of 
some $390,000,000. The important 
thing is that they are financing it 
with private capital. 

The economic planners whose goal 
had been to socialize the entire Uni- 
ted States power industry have vigor- 
that Washington 


monies would have to build this pro- 


ously contended 
ject because private enterprise could 
not the 
resources. We can take comfort from 
the thought that this project will be 
financed from the savings of conser- 


muster necessary financial 


vative investors from which a return 


WAY 


IT SEEMS TO ME 


By E. M. BLAKESLEE 


1952-53 President of the 
U-S Independent Tele- 
phone Association, and 
President of the General 


Telephone Co. of Calif. 


will be forthcoming to those investors. 
taken 
from taxes which you and I[ must pay 
would be 


Otherwise money would be 


as individuals or which 
derived out of the operations of not 
only our telephone companies but 
thousands of other private enterprises 
throughout the United States. 

We should be justly proud that the 
telephone industry has remained a 


With 


but few exceptions we have found 


privately operated industry. 
the ways and means of financing with- 
in the limits of private sources and 
the gigantic 


expansion programs to face any in- 


investors funds most 
dustry during each of the years fol- 
lowing the close of World War II. 
But to remain a healthy industry we 
must be a free industry. To be a free 
industry we must not be encroached 
on by Government in any form. Let 
us stand as a monument to private 
ownership and an indestructable bas- 
tion against socialism. Let us demon- 
that back- 


bone as we have jawbone. 


strate we have as much 

There are many people today who 
think that big business because of its 
size alone constitutes a monopoly and 
that as such it is without soul and in 
conflict with our most basic demo- 
cratic principles. Although we do 
not have a duplication of telephone 
facilities in our cities, there is never- 
theiess just as much real competitive 
spirit in the telephone business as in 
any other business in the communi- 
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ties we serve. True we do not have 
the same perplexing problems of 
those businesses which must market a 
product or a service which is similar 
or identical to that of one or more 
competitors. But think for a moment 
how the telephone industry is con- 
tinually striving for the public’s pur- 
chasing power, the lender’s investing 
dollars, and the manpower which is 
required in astronomical proportions 
to run the telephone industry. It is 
our responsibility as management 
peuple to inform users of our service 
and the general public of the basic 
concepts which underlie the conduct 


of our business. 
Public Relations 


HAVE ATTENDED a host of con- 

ventions during the past year and 
I have been thoroughly impressed by 
the number of agenda which have 
carried public relations as the main 
topic of discussion. Many of the 
leaders of our industry have con- 
sidered that one phase of our bus- 
iness to be so important that they 
have devoted their complete address 
to the subject. They have impressed 
their upon who 
would listen to them. I have that op- 
portunity now and I shall not let it 
pass, for I too believe that effective 


message everyone 


public relations is the very founda- 
tion upon which any successful public 
service business is built. Certainly 
it is the grass roots of the telephone 
business. 

I suppose everyone has his own 
concept of what constitutes “public 
relations.” I recall one time when I 
was on the Staff of the Public Utili- 
ties Commission of the State of Cali- 
fornia, I was sent to a small Inde- 
pendent company to investigate and 
review its operations. After I had 
made the usual routine checks I dis- 
closed to the manager that the Com- 
mission was in receipt of a complaint 
concerning his public relations and 
treatment of a specific subscriber. 
When I named the individual he 
quickly responded “Oh, I can ex- 
plain that.” “You see this fellow owed 
me a three months bill and I met 
him on the street and dunned him for 
the money. He replied that he would 
be damned if he would pay it. I 
then asked if he had it on him to 
which he replied ‘Yes.’ After the fight 
I wrote him a receipt.” 

This being a telephone assembly 
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| believe it would be in order to reit- 
erate the words of one of our con- 
temporaries who is a leader in the 
telephone industry and an expert in 
the field of public relations. Mr. 
Keith S. McHugh, president of the 


New York Telephone Company, in an 


address before the American Man- 
agement Association in New York 


City, on June 19, 1953, said: 


“The economic and social his- 
tory of America reflects the right 
of anyone to start a business— 
any kind of business — and 
make it succeed if he can. Every 
school boy knows that this right 
is an essential part of his heri- 
tage. 

“But not everyone seems to un- 
derstand that all business in our 
country begins with public per- 
mission and exists by public sup- 
port. Nor do all in business clear- 
ly understand the natural corol- 
lary of this truth — that what the 
public has given it can also take 
away. The public can do this 
either by refusing to buy the pro- 
duct or service in quantities suf- 
ficient to support attractive 
earnings or by withholding or 
withdrawing its respect and es- 
teem.” 


I do not think anyone will chal- 
lenge Mr McHugh’s statement. It 
seems to me to follow therefore that 
business should graciously tell its cus- 
tomers its policies, its obligations, 
and what it expects to do to meet and 
carry out those requirements. We 
should not conceal ourselves behind 
a hedgerow of secrecy or make the 
conduct of our affairs appear to be 
a cloak and dagger assignment. 

I believe it is safe for me to say 
that the Independent industry has 
provided telephone service to more 
people and better service during the 
past twelve months than ever before. 
Everywhere throughout the Nation 
telephone have found 
themselves continuing to experience 
the same dramatic growth as_ has 
been their good fortune since 1947. 
As we look back over the records and 
study the trend charts it gives one a 
feeling of satisfaction and confidence 
of decision. But we must be ever 
mindful of our obligation to seek 
ways and means of improving an al- 
ready good service. We must be con- 


companies 
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structive in our thinking and ever 
critical of the level of service which 
we are now providing our customers. 

It is not sufficient that we alone 
give good service. The public must 
be made aware of the fact that this 
is so. We must tell our story com- 


pletely, effectively and forcefully. 

It is not enough to have good sound 
5 & 

company policies — the public must 


be reminded constantly of that fact. 
If there are good reasons why we 
cannot give the applicant the type of 
service he wants and when he wants 
it, he is entitled to know the nature 
of the shortages or inadequacies and 
the reasons for them. The public al- 
ways has us under close scrutiny — it 
is comparing the quality of our ser- 
vice with the quality of service of 
other companies and it is weighing 
the soundness of our policies against 
the policies of other concerns with 
which it does business. 

Good public relations is a versatile 
tool of a wise, astute management. 
It can speak in a tremendous voice 
to create attention, or speak ever so 
softly to attain calm and tranquility. 
It can sell for you in times of plenty 
or create an understanding and ac- 
ceptance of inadequacies in times of 
shortages. It can bring about an ap- 
preciation on the part of the customer 
that company management is operat- 
ing in the public interest. It can build 
wider and greater public acceptance 
of the company’s services. It can aid 
the company in financing its con- 
struction program by instilling confi- 
dence in the minds of present share- 
holders and by enlightening others 
who desire to place their savings in 
a stable and well managed business. 

I would like to have you look at 
your relations with the public as a 
great responsibility and as a tre- 
mendous opportunity. We as leaders 
of the industry must accept this re- 
sponsibility and take full advantage 
of the opportunity. We must have a 
better understanding than we now 
have of what are 
thinking about us and what they are 
saying about us: I know of no better 
way to search the complex minds of 
our customers than to get the an- 
swers to our questions by asking 


our customers 


those who use our service. 


Public opinion surveys and _ polls 
will help you to analyze the effective- 


ness of your present policies and prac- 
tices and to evaluate the level of ser- 
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vice now being furnished to your cus- 
tomers. This need not be an expensive 
undertaking. 
to employ a 


There is no necessity 
firm of professional sta- 
tisticians to get the answers. Do it 
yourself. Each company regardless of 
size should develop some type of pro- 
gram to measure customer reaction 
from which it may draw conclusions 
about the public acceptance of its 
selling and services. 

I have touched only briefly on the 
importance of public relations to the 
telephone industry. [ do not want 
you to construe this brevity as any 
indication that it is of any less im- | 
portance than of the other 


problems which I am bringing before 


many 


you. 


Employe-Employer Relations 


I HARDLY NEED remind you that 
as a service industry a goodly 
proportion of our costs are made up 
of wages and salaries paid to our 
employes. We have a sizeable and | 
significant investment in our trained 
personnel. It behooves us therefore to 
take stock of our processes for se- 
lecting. training and supervising the 
work of our employes to the end that 
the investment therein and the dollars 
paid thereto bring about the greatest 
good to the stockholders—collective- 
ly known as the company, to the em- 
ployes themselves, and to the public 
which we serve. There is probably 
not one telephone man here among 
you who does not from time to time 
take stock of himself and ponder as 
to just what is his role in employe- 
employer relations. 

There are others in this room bet- 
ter qualified to discuss this subject 
than I and I shall not do more on this 
occasion than to attempt briefly to 
set forth some of beliefs as | 
have been able to develop them from 
the study of the work of others. | 
don’t know that anyone has found a 
short cut to attain top flight employe- 
employer relations nor does it ap- 
pear that there is unanimity of opin- 
ion as to what constitutes good em- 


my 


ploye-employer relations. 

I like to call it “harmony of as- | 
sociation.” If management is to | 
meet its responsibility to its employes | 
it must continually study the entire 
broad field of management relations. | 
When management finds a_break- | 
down in the harmony of association 
the first place it looks for trouble is 
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Independent Telephone Pioneers 
Elect Frank Barnes ITPA President 


EMBERS OF THE Independent 

Telephone Pioneer Association 
had a big afternoon on Tuesday, 
October 13. Meeting in the Grand 
Ballroom of Chicago’s Conrad Hil- 
ton Hotel with Pioneer President Ray 
W. Smith presiding, the Pioneers 
elected four new directors: Genevieve 
M. Sauerage of the General Tele- 
phone Co. of Illinois, Springfield; 
Dan McNulty, president of the Tele- 
phone Repair & Supply Co., Chicago; 
Foster B. McHenry, president of the 
Capital City Telephone Co., Jeffer- 
son City, Mo.; and Paul S. Cowan 
of the General Telephone Co., Erie, 
Pa. Mr. named to the 
board to fill the unexpired term of 
Harold V. Bozell, New York City. 
resigned. 

Frank S. Barnes, president of the 
Rock Hill (S.C.) Telephone Co., who 
started his telephone career in 1914, 
was elected president of the Pioneer 
association. J. B. Haley, executive 
secretary of the Texas Telephone As- 


Cowan was 


sociation, Austin, Texas, was elected 
Mr. Haley entered 


Ray 


vice president. 
the telephone industry in 1902. 
Dalton vice president and general 
manager of the West Coast Telephone 
Wash., 
vice president. Executive Secretary 
Mrs. Mayme Workman, Springfield, 
Ill., and Secretary J. K. Johnston, 
Indianapolis, Ind., were also reelec- 
ted. 

During the annual business meet- 


Co., Everett, was reelected 


ing the Pioneer members: 


Congratulated Wesley M. Angle. 
Rochester, N. Y., who completed 50 
years of telephone service on October 
1, 1953. 

Honored the memory of the 53 
members who died during the past 
year. 

Honored members who had per- 
formed outstanding services for the 
Pioneer association: H. H. Butler, 
Erie, Pa.; Paul S. Cowan, Erie. Pa.; 
Garold E. Slusher, Johnstown, N. Y.; 
Louis H. Meyer, Johnstown, N. Y.; 
Genevieve M. Sauerage, Springfield, 
Ill.; Katharine A. Bauer. Jefferson 
City, Mo.; and the General Telephone 
Company of Illinois. 

Heard a report from Executive 
Secretary Mayme Workman which 
revealed that membership in the Pi- 


oneer organization reached a new 
high of 3952 on September 30. 
Honored four members who 


were named winners of the Pioneer's 
Sth Annual Hobby First 
prize for the women was won by 
Blanche Majdanik, Oil City, Pa. Sec- 
ond prize for the women went to 
Esther F. Young, Columbia, Pa. 
Thomas Scott Risser, Lincoln, Neb., 


Show. 


won first prize in the men’s division. 
Arthur S. Watson, Oil City, Pa., won 
second prize in the men’s division. 

Following the business session the 
Independent Pioneers were royally 
entertained by the Varsity Glee Club 
of Purdue University. This was the 
third time the Purdue organization 
had appeared before the Pioneers. 





Clyde McFarlin, Montezuma, la., a director of the Independent Telephone Pioneer Association 

presents a certificate of appreciation from that association to retiring President Ray W. 

Smith, Chicago, following the election of Frank S. Barnes, Rock Hill, S. Car., to head the 
Pioneers for the current year. 
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in the non-management group. This 
is proper up to a point. But, as 
sometimes happens, if it is disclosed 
that the trouble is not in the non- 
management group then management 
must not stop there but instead it 
must diligently press on to make a 
complete and unbiased investigation 
of the management level. Yes, even 
if it requires a self-reappraisal. 

Harmony of association cannot be 
attained by means of weekly. staff 
meetings and spotty investigations. 
It is management's responsibility to 
review the situation from day to day 
and from hour to hour. It is an as- 
signment which is never completed. 
The final answer is never recorded. 

We must find then the way to this 
harmony of association. Years ago 
most of us worked in the ranks and 
since we were rubbing elbows with 
our fellow employes. so to speak, we 
knew what they were thinking: we 
knew their problems; we were mind- 
ful of their failures and proud of 
their successes. Today, however. 
there is a new picture on the screen. 
Too frequently the executive places 
himself in a protected position sur- 
rounded by a staff of well trained 
secretaries, administrative assistants, 
technical experts and legal advisers 
and evades all personal contact with 
the men and women in the ranks. 

It is my firm conviction that you, 
as the top executive of your organ- 
ization, must assign duties so as to 
free yourself of the mechanics of 
the business and make every effort 
to visit in person the offices, the 
plants and yards to meet and be 
met to hear with your own ears 
and to see with your own eyes just 
how things are going. You will be 
surprised at the lift to morale just 
your personal appearance will stim- 
ulate. Good employe-employer re- 
lations do not start at the bottom. 
They emanate from the very top. 
Top management is responsible for 
the harmony of association in any 
organization and the motivating 
force that generates it must come 


from that direction. 


The Big Story 
WAS AMAZED some time ago 


upon being told by a professor of 
agronomy at one of our leading un- 
iversities that more than 600 tons 
of water are evaporated from the 
soil for every ton of hay produced 
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CONVENTION PICTURES 


The pictures on the opposite page 
were taken by the TE&M Camera dur- 
ing the U-S-I-T-A Convention. Addi- 


tional pictures will appear in suc- 
ceeding issues. This issue was printed 
immediately following the convention, 
before some of our pictures were re- 
ceived from the engraver. 





thereon. No doubt there are a 
ereat many facts about any man’s 
business which are so commonplace 
to him that he fails to impart them 
but which are both enlightening and 
engrossing to the individual hearing 
them for the first time. We have a 
big story to tell but the telling of it 
has been sadly neglected. It is a 
dramatic story one that is inter- 
esting, easily understood and, if pre- 
sented properly and completely, will 
go a long way in achieving the co- 
operation and understanding of those 
whom we serve. 

! am most proud of the exciting 
new booklet “dn American Story” 
and [ should like to commend Clyde 
Bailey and those who worked with 
him on this masterful job of setting 
forth the informative chronicle of 
the achievements of the Independent 
industry in the United States. Be- 
tween its covers is information of 
consequence which I should like to 
May | 


suggest that Independent companies 


see broadcast universally. 


secure and make wide distribution 
of copies of this story throughout 
the territory which they serve. 

But we must tell our story by other 
means too. The Association’s Ad- 
vertising Committee has given and 
is continuing to give attention to the 
matter of making our industry bet- 
ter known to our customers and the 
investing public. At the Spring Con- 
ference | reported to you that I had 
appointed a Task Force to’ explore 
the feasibility of embarking upon a 
nationwide program of advertising 
calculated and designed to bring in- 
formation to the American people 
respecting the very existence of In- 
dependent telephone companies, the 
service job they have done and the 
coals they are seeking to achieve. 
Even this will not be enough. Each 
Independent company must help hold 
high the banner of the industry. 
There are virtually thousands — yes. 
millions — of Americans who have 
not even heard of Independent tele- 


phone companies. I urge you to re- 


view your local publicity and ad- 
vertising programs taking a critical 
look at the extent to which you are 
carrying the Independent story to 
your employes and customers. Let's 
introduce ourselves to them and pass 
in review carrying the colors of the 
Independent industry. The combined 
voices of the national and local pro- 
grams will insure its being heard 


throughout the land. 


Looking Toward the Future 


W/" IN THE industry take pride 
in the fact that our progress 
in telephony has been commendable 
over the past years. In spite of one 
depression, one recession, two world 
wars and a police action we have 
found the ways and means of push- 
ing ahead despite the obstacles that 
had to be overcome. Independent 
telephone companies across the Na- 
tion are finding strength in unifica- 
tion and through their state and na- 
tional organizations are in a_ posi- 
tion to speak on equal terms with the 
jell System. We must accept the 
full meaning of good telephone serv- 
ice and not try to “short cut” any 
phase thereof because of our status 
as Independent telephone companies. 
Customers cheerfully paying for serv- 
ice rendered by an Independent com- 
pany have the right to expect the 
highest level of service possible. They 
are entitled to the most modern. up- 
to-date telephone facilities which the 
market has to offer. 

Van achieves that which he sets 
out to do. Since man has inhabited 
the earth there have always been 
those dreamers and visionaries who 
possess the irresistible desire to im- 
prove their circumstances. As_ the 
world grows older the most fantastic 
dreams of long ago have become the 
realities of the present. Man sought 
for and has achieved ways of trans- 
mitting intelligence over great dis- 
lances sometimes [ think all he 
needs now is some “intelligence” to 
transmit. Man sought to imitate the 
birds and now giant planes wing their 
way across the ocean between day- 
light and dusk with their cargoes. 

Man sought to live longer and the 
medical profession with its wonder 
drugs has increased the span of life 
by many. many years. Man sought 
to enjoy life more fully and now the 
automatic washing machine, for ex- 
ample, has taken the dull drudgery 


1953 TELEPHONE ENGINEER & MANAGEMENT 











a 
a 


adi) 


“PiQ0ucr; 5, 





out of the housewife’s daily chores. 
If man wants to do inter-planetary 
Mars, Jupiter, 

I am no go- 


travel — to visit 
Venus or the Moon 
ing to be the one to say he shall not 
some day do it. 

Why then should we be dismayed 
by or reluctant to enter into the 
program which is apparent upon the 
horizon whereby this Nation will be 


served by an integrated telephone 


service providing for the dialing of 


this con- 
tinent from coast to coast? 

We are living in a mechanized age. 
I am only asking you to face reality 
and the inevitable, and to start your 
long range planning now if you have 
not already done so. Telephone users 
must not be faced with the barriers 
of exchange boundaries, company 
boundaries or system boundaries. 
You may be assured that the pro- 
gram of full mechanization of the 
telephone industry, including univer- 
sal customer dialing, will be brought 
to fruition just as rapidly as the 
supply of men, money and materials 
will permit. 

To attain nationwide customer dial- 
ing will require many radical changes 
in plant design and operating pro- 
cedures. The end result will be felt 
in every department throughout your 
organization. Management must be 
ever mindful of this important con- 
clusion if it is to have a realistic ap- 
proach to future planning. A de- 
tailed analysis of your present sys- 
tem should be made to determine if 
it will work in conjunction with the 
full mechanized program, and if it 
will not, the steps must be taken now 
which can be taken for its easy con- 
version to fit into the integrated 


across 


connections great 


system. 

May I submit to you therefore that 
all managers should very 
closely with the designers and manu- 
facturers of their systems. They are 
the experts who have the technical 
know-how to help you lay the long 
range plans today which will become 
the realities of tomorrow. To pro- 
tect your customer, yourself and your 
investment begin thinking right now 
— not tomorrow — about convert- 
ing your manual exchanges to dial 
operation, your dial exchanges to 
operator toll dialing, to customer toll 
dialing within a limited area, and 
ultimately to customer dialing on a 
nationwide basis. 


counsel 
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EDWIN M. BLAKESLEE 


In his U-S-I-T-A Convention address 
Mr. Blakeslee urged members of 
the Independent telephone indus- 
try to — 

(1) INFORM USERS of telephone 
service and the general public of 
the basic concepts which underlie 
the conduct of the telephone busi- 
ness. 

(2) LOOK AT RELATIONS with the 
public as a great responsibility and 
as a tremendous opportunity. 

(3) MEET THEIR RESPONSIBILITY to 
employes by continually studying 
the broad field of management re- 
lations, 

(4) REVIEW LOCAL PUBLICITY and 
advertising programs, taking a crit- 
ical look at the extent to which the 
Independent story is being carried 
to employes and subscribers. 


Lay the Reins Down 
ND NOW I WANT to talk to you 


who were born before the turn 
of the century. During the early 
days of your career the outfit was 
run by you alone you made all 
of the policies, you gave all of the 
orders, and for the most part you 
did all of the work. But the tempo 
of our business world has been step- 
ped up tremendously there has 
been more activity and advancement 
packed into the last ten years than 
in all of the time which has gone 
before. We are running the gruel- 
ling mile at the blistering speed of a 
dash man. 

The time has come, for some of 
us at least, when in all fairness to 
ourselves and our associates we must 
relinquish some of the burden so 
that we may enjoy the pleasures and 
rewards which have been so justly 
earned. You who have been around 
for a long time have had a full, ac- 
tive and productive life but the time 
will come, if it has not already done 
so, when the load must be limited. 
Why not plan for the continuity of 


the successful business which 
have created by training your suc- 
cessor in your ways? 

There is no such thing in these 
modern times as a “one man” bus- 
iness. How can a good manager be 
made unless he is thoroughly train- 
ed, given responsibility and allowed 
to exercise the responsibility which 
is his? Don’t then be the only 
champion of your organization. Let 
yourself share the responsibility, the 
problems and the glory that go along 
with running a successful business. 
The key to high service standards, 
good production records and compe- 
tent employes is making each em- 
ploye mindful of his responsibility 
and permitting him to carry it out 
with the least possible interference 
from top side. 


you 


Yes, I say begin now to slack off 
on the reins against the day when 
you will have to lay them down al- 
together. 


Conclusion 


_ NOW IN conclusion let me 
stress how happy we should all 
be to have lived and be living in this 
age. It is an era of great progress. 
There are few in this room who do 
not remember the kerosene lamp 
hanging from the sitting room ceil- 
ing, the walnut shell and leather 
thong portieres that separated that 
room from the dining room — yes, 
the wooden box wall magneto tele- 
phone, and how proud we were of 
our progress when we drilled holes 
in the floor and extended chains from 
the draft on the round oak furnace 
so that it would not be necessary to 
make a trip to the basement to 
change the dampers. Who would 
have thought then that this job was 
soon to be done for us by the ther- 
mostat and the telechron? 


The past which has been arrayed 
before us has indeed been a panor- 
ama of achievement and advance- 
ment but the dynamic vista which is 
to unfold before our eyes will be one 
of kaleidoscopic grandeur. 

In closing my remarks today and 
soon my tenure of office, I want to 
tell you that it has been a pleasure 
to have served you. My earnest 
hope is that the success of this As- 
sociation in the past will be far out- 
shadowed by its success of the fu- 
ture. —THE Enp. 
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FOR MILLIONS OF OPERATIONS! 


THEY perform all the operations on your Leich Dial System 


The Leich relay switch has been tested for operations equal to 100 years of 
service. At the end of this test, there were no signs of wear, no need for-adjustment. 


Similarly, the Leich 900 relay has been tested for millions of operations. These 
two thoroughly proven elements perform a// the operations on your Leich Dial System. 


There are no ratchets, pawls or moving parts to wear or require oiling or 
adjustment. The Leich Dial System was designed so there would be less to go 
wrong, so you could depend on it to give efficient dependable dial telephone service 
with a minimum of maintenance and adjustment. 


Today, Leich Dial Systems, because of their faithful performance, are being 
operated profitably in more than three hundred independent telephone exchanges. 


When you plan a dial conversion, be sure and ask us for full information on 
the Leich Dial System. Write today for our 28 page catalog which gives complete 


details. 


LEICH SALES CORPORATION — 427 W. Randolph, Chicago 6, Ill. 
SOUTHWEST — 1227 Slocum St., Dallas 7, Texas 
PACIFIC COAST — 2611 Sawtelle Blvd., Los Angeles 64, Calif. 
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GEORGE W. ROSE 
Tampa, Fla. 
Chairman U-S-I-T-A 
Traffic Committee 


SERVICE GOALS STUDIED 
AT TRAFFIC CONFERENCE 


‘ .. service is our bread and butter. ” 


EORGE W. ROSE, Tampa, Fla., 

chairman of the U-S-I-T-A 
Traffic Committee presided at the 
Traffic Conference on Monday, Oct. 
12. The meeting. held in the South 
Ballroom of the Conrad Hilton, Chi- 
cago during the recent U-S-I-T-A 
Convention featured addresses by 
Mr. Rose; Adam J. Schwartz, Ro- 
chester (N.Y.) Telephone Co.: Allen 
W. Pyrke, General Telephone Co. of 
Pennsylvania, Erie; Art Lambert, 
California Water & Telephone Co., 
San Francisco, Miss Ruth E. Rich- 
ards, General Telephone Co. of TIIl- 
inois, Springfield; and Frank C. 
Laver, Peninsular Telephone Co.. 
Tampa, Fla. 


Traffic Committee Report 
RESENTING the U-S-I-T-A Traf- 
fic Committee Report, Mr. Rose 

stated that plans are under way to 

reuse the discontinued 30 IPM sig- 
nal (formerly NC hold) to indicate 
the unavailability of intertoll trunks. 

“The 60 IPM irregular signal pres- 
ently denoting NC conditions will be 

discontinued,” he said. “The 60 

IPM regular signal indicating the 

called line busy and the 120 IPM 

signal indicating all other blockages 
are to remain. This move appears 
to us to be a good one as it will 
make the type of intertoll dialing 


Other developments reported by 
Vir. Rose were: 
(1) Outdoor 
strategic points are proving to be 


booths located at 


money-makers — some have directory 
walls and still others are air-condi- 
tioned. Over 75% of the nation is 
now paying the 10-cent local coin box 
charge. 

(2) Several Independent compan- 
ies extended TV facilities in their 
areas by coaxial cable and micro- 
wave including studio links (stu- 
dio to transmitter). 

(3) While some congestion. still 
remains on Christmas and Mothers’ 
Day it is a fact that toll service on 
these days is being steadily improved 
by new toll operating methods. Use 
of directionally-divided circuit groups 
and elimination of call orders has 
helped do the job. It is the com- 
mittee’s belief that service’ on these 
days could be further enhanced by 
the establishment at large sectional 
switching centers of a special bureau 
to asisst in the completion of “lost” 
ealls those experiencing unusually 
heavy delays. 

(4) More and more Independent 
offices are joining the nationwide op- 
At the 


latest counting some 1900 exchanges 


erator toll dialing network. 


in the nation are in the network — 
about 25% of them belong to Inde- 


gaged in the development and test- 
ing of equipment for customer dial- 
It is the 
committee's opinion that this develop- 


ing of long distance calls. 


ment is progressing at much more 
rapid rate than was believed possible. 


“Service Our Bread and Butter’’ 


LLEN W. PYRKE, general traf- 

fic superintendent, General Tele- 
phone Co. of Pennsylvania, told the 
U-S-I-T-A_ Traffic Conference that 
service consists primarily of three 
broad elements known as: (1) Speed, 
(2) accuracy, and (3) tone. 

“We have found the speed with 
which operators answer line or re- 
cording signals is a most sensitive 
service barometer.” he said. “As 
far as I know, it is traditionally ac- 
cepted within the industry that an 
operator answer to these signals over 
10 seconds is considered slow. On 
auxiliary service calls, such as in- 
formation, intercept. and repair, the 
interval usually is 20 seeonds. 

“We know that to provide a service 
in which there would never be a‘ slow 
answer, it would have to be priced 
out of this world. Therefore, to 
keep costs and service in balance, 
we gear the number of positions and 
operators to the anticipated traffic 
volumes in such a way that the slow 
answers per hundred calls, by hours 
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cord light supervision more recog- pendents. and by total day, are at a point that « 
nizable. (5) Manufacturers are busily en- is reasonable. Here also reasonable- 
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ness must, of course, comprehend 
cost and favorable customer accept- 
ance.” 

Pointing out that experience has in- 
dicated that a standard acceptable in 
one community may not be in an- 
other, Mr. Pyrke stated that the smal- 
ler communities are demanding a 
grade of service that compares fav- 
orably with that given in larger 
places. 

“There are many, more or less, 
self-evident reasons as to why this 
is so,” he said. “It is, I believe, a 
trend that will continue and we 
should take a strong look at this in 
all our planning. 

“I feel it is important that we de- 
cide, based on adequate judgement 
factors what standards in relation to 
speed of answer we are going to 
meet within a community. These 
standards may vary from an allow- 
able of three to four calls slow out 
of every hundred answered to a high- 
er figure, depending on such factors 
as class of service, hour of the day, 
etc. Also it is important to main- 
tain a reasonably even speed of an- 
swer. Customers 
storms and other evident conditions 
will affect speed of service but they 
do not react well to fast service one 
day and slow the next, and so on.” 


recognize that 


To determine if established stand- 
ards are being met, Mr. Pyrke sug- 
gested that it is desirable to go on 
something more concrete than cas- 
ual personal observation or a well- 
intentioned statement of the chief op- 
erator. In moderate sized and larg- 
er local manual and toll offices he 
recommended _ systematic logging 
speed of answer results through the 
use of a stop watch or other measur- 
ing device. This should be done on 
a carefully-planned, sampling basis 
by some one other than a working 
operator. In small offices it may be 
necessary to limit these observations 
to periodic checks made by a travel- 
ling supervisor. Continuing records 
of these results should, of course, be 
maintained and closely followed. 


“Another measurable item in re- 
lation to speed,” he said, “is speed 
of completion on toll calls. Gener- 
ally, all of us have been improving 
our facilities by making toll circuit 
groups adequate, moving along the 
path of operator toll dialing and 
taking other steps to improve speed 
of completion. But unless we period- 
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ically check results, we will have only 
impressions to go on.” 

Describing accuracy as the next 
major service item, Mr. Pyrke stated 
that in this phase of service, there 
are four primary opportunities to get 
in trouble by cut offs, wrong num- 
bers, double connections. and inter- 
ruptions, such as noisy lines, fading 
out of conversation, etc. 

“On local service,” he said, “these 
may be detected and appraised by the 
supervisor regularly listening in with 
each operator and relating faults to 
total calls observed.” 

Mr. Pyrke recommended the same 
procedure for toll. 

“In addition,” he said, “at peri- 
odic intervals all double-stamped tick- 
ets may be referred to the supervis- 
or, or chief operator. She then can 
tally by reason what the failure was 
on the initial connection. By relating 
these failures to the total calls han- 
dled during the study period, a meas- 
urement of results will be obtained. 
This result can be appraised against 
the standard that has been set, and a 
continuing record will detect any ad- 
verse trends.” 

Stating that tone is so fundamental 
to good service that it does not lend 
itself to a thumb nail sketch, Mr. 
Pyrke said — “tone is everything an 
operator does and says — with it 
service sparkles without it cus- 
tomer enthusiasm will be pretty flat.” 

“Here again,” he said, “the high 
points of good tone may be listed on 
a sheet of paper and listening-in ob- 
servations made on each operator. 
It goes without saying that it is high- 
ly important that chief operators and 
supervisors use good tone at all 
times with operators, if we, expect 
good tone to go out over the lines 
by the operators. If speed or accur- 
acy are a little on the weak side due 
to any reason such as inadequate 
positions or force, outstanding tone 
will to an appreciable degree help to 
forestall severe customer reaction.” 

Emphasizing that tone is by no 
means limited to traffic presonnel, 
Mr. Pyrke commented that (1) an 
installer who makes a neat installa- 
tion and cleans up any dirt he has 
caused is using good tone; (2) cour- 
teous driving, and orderly trucks 
are good tone; and (3) a cashier’s 
or operator’s “thank you” presents 
the opportunity to convey good or 
bad tone. 
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“There is one phase of good tone,” 
he said, “that sometimes is overlook- 
ed and it has particular relationship 
to the standards of service we are 
talking about. Good tone on the 
part of traffic management is keep- 
ing the operating force fully inform- 
ed as to why service standards are 
set, why they are set where they are, 
and perhaps most important of all is 
keeping the force fully acquainted 
with service results. 

“Probably no operator ever vol- 
untarily welcomes observations be- 
ing made on the quality of her work 
unless the way is paved most care- 
fully. Experience has shown that 
people do like to know how they are 
doing when they fully understand 
that the objectives make sense. Add- 
ed interest can be stimulated by in- 
troducing the competitive approach 
where appropriate, between units of 
people, or offices, or districts. Good 
management tone certainly is not call- 
ing only faults or failures to the at- 
tention of the operating forces. Never 
overlook the tremendous stimulating 
effect that sincere compliments will 
have on an individual or group.” 

Mr. Pyrke suggested the record- 
ing of all verbal and written criti- 
cisms regarding service as related to 
traffic handling. 

“If each such criticism is recorded 
carefully on an analysis sheet,” he 
said, “and related to the item con- 
cerned such as poor ringing, fail- 
ure to give reports, slow answers on 
local or toll, etc., it will be easy to 
spot bad trends before they get out 
of hand. Proper corrective action 
may then be applied and _ results 
watched to see if the cure takes. This 
measurement device in my opinion is 
important since it evaluates service 
from a customer viewpoint, rather 
than from our own.” 


Stating that management will ob- 
tain its objectives through super- 
vision, Mr. Pyrke said, “The super- 
visor, man or woman, is the essent- 
ial connecting link between manage- 
ment and employes.” 

“Supervision and training,” he 
said, “are to me almost synonymous. 
Good supervision can only come from 
good supervisors and good supervis- 
ors can only come frome careful se- 
lection and sound training. These 
supervisors in turn will produce a 
well rounded force capable of meet- 
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TO FIND OUT FAST if an item is 
carried in stock, a sales clerk merely 
dials the stock clerk’s number and... 
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A Private Automatic Branch Exchange 
works wonders in speeding store operations. 
It provides “quick-as-a-wink” internal com- 
munication and fast contact with the outside 
which step up service and build trade for 
the store. ‘That’s why every sizeable store in 
your area is a potential source of P-A-B-X 
business. 


Want help selling P-A-B-X? Our represent- 
ative will be glad to work right with you as 
you call on stores, factories, schools, and 
other prospects. He'll suggest sales strata- 
gems, help you approac h your prospects, 
produce sound solutions to communications 





THE CONNECTION IS MADE IN.- 
STANTLY by Strowger Automatic 
P-A-B-X, so that... 
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problems, and help you clinch orders for 


P-A-B-X service. 


Here’s more help, too! We've prepared an 
attractively illustrated 28-page catalog with 
a handy guide that makes it easy to pick the 
right P-A-B-X for each prospect. It describes 
our complete P-A-B-X line—from small 
models serving 10 telephones to large ones 
serving over 200. It also gives a full list of 
auxiliary services, such as Night Watchman 
Service, and Secretarial Answering Service. 
Other telephone men are building their 


revenue with P-A-B-X—why not you? Start 
by writing for Catalog 4060-B today! 






















IN A FLASH, the stock clerk gives 
the necessary information. 


—— samy 
CM 


CALLS TO AND FROM OUTSIDE ARE 
HANDLED QUICKLY at a modern attend- 
ant’s cabinet. (In smaller systems, no 
attendant’s cabinet is needed. Calls can be 
“picked-up” at any non-restricted telephone 
and transferred.) 
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ing service objectives, by again fol- 
lowing the same principle of care- 
ful selection and sound training. 

“Supervision these days is premis- 
ed on the fact that people are indi- 
viduals. The good supervisor gets 
results by knowing and using all the 
techniques that will bring forth from 
each operator the best that is in her. 
And then bringing the individuals in- 
to systematic coordination as a whole, 
so that there will be cooperative ac- 
tion without conflict, with the entire 
group of employes working with in- 
terest toward the accomplishment of 
a common goal.” 

Emphasizing that most of plan- 
ning has to be done on a long range 
basis, Mr. Pyrke warned that it is 
easy to be lured into short range econ- 
omy that will prove expensive in 
the long run. 

“Examples of false short range 
economy can be inadequate training,” 
he said, “or too few people trained. 
insufficient or unqualified supervis- 
ion, skimping on proper tools or 
methods required to do a good job, 
curing surface difficulties rather than 
digging into fundamentals, provision 
of inadequate quantities of positions. 
circuits, switches, and there are many 
other examples that come to the 
minds of all of us. 

“To sum this all up 
me we must face up to the fact that 
the day and hour has arrived when 
we can no longer substitute excuses 
for service, and continuously good 
service at that. It must not only be 
good enough to satisfy our present 


it seems to 


subscribers, it must be so good that 
it is an essential necessity for every 
American home. 

“To accomplish this, we must set 
adequate standards, we must be sure 
that these standards are being met. 
we must be able to raise these stand- 
ards as time goes on. We must do 
all these things within the framework 
of sound internal economy. A large 
order — sure — but I have faith 
that if it can be done, it will be the 
people in this industry that will do it 

it is our bread and butter.” 


Methods of Controlling 
Traffic Costs 


HE IMPORTANT subject of cost 
control was capably handled in 
a paper by Miss Ruth E. Richards. 
Drawing from her own experience as 
methods supervisor of the General 
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Telephone Co. of Illinois, Spring- 
field, Miss Richards told the confer- 
ence that cost control is related to 
operators’ schedules and overall loads, 
training and supervision. 

“Perhaps your company, as mine,” 
she said, “thinks of traffic costs on 
a ‘cost per thousand unit’ basis. It 
is the control of this cost figure 
which prompts our attention to force 
assignment on a planned basis. That 
force adjustment will save money, 
that it is the prime factor in giving 
good service, and that the attitude 
of the operating force is one of ‘better 
service, where it is practiced, has 
been proved many times.” 

The saving, she explained, is 
achieved by adjusting the number 
of operators assigned to the traffic 
expected. Since “traffic expected” 
will always be predicated on “traffic 
past,” proper force assignment and 
adjustment can only be based on 
accurate peg counts. 

“Much has been said about peg 
counts in the past,” she said, “and 
much will be said in time to come 
for ‘peg counts’ are peculiar to our 
industry, but here I would stress the 
word ‘accurate,’ for accuracy is all 
important in this connection. Oper- 
ators must understand the import- 
ance of what to count and when to 
count, for a peg count that does not 
correctly indicate traffic is of little 
or no value.” 

Stressing that a better grade of 
service is achieved through force ad- 
justment, Miss Richards emphasized 
that operators’ schedules prepared 
from good peg counts will have a 
minimum of shortage or surplus of 
operators during any period of the 
day. Thus operators will be called 
upon to work at the same level of 
speed and effort each hour. Rush 
and slack periods will be avoided. 

“Employe morale is improved.” 
she said, “for operators favor a 
schedule which will keep them busy 
but not too busy all hours of the day. 
They feel that their efforts are used 
to best advantage.” 

Discussing force adjustment for the 
small exchanges, Miss Richards stated 
— “From the standpoint of economi- 
cal operating and good management 
you cannot afford to disregard the 
advantages of force control in some 
form in any exchange serving 1000 
stations or more and a schedule based 
on accurate peg counts is a must. 


“The overall term ‘force adjust- 
ment’,” she said, “applies to all the 
phases of operating room methods 
designed to provide the proper num 
ber of people for a given volume of 
traffic or calls offered. It takes into 
consideration classes of traffic off- 
ered, the physical layout of the 
switchboard and the experience of 
the operating force. 

“Calls offered are converted into 
work units by a formula adapted to 
each particular office. An objective 
load of work units per operator hour 
is determined; this load will be the 
highest number of units which can 
be carried consistent with good per- 
formance. 

“It may be a little difficult to re- 
cognize what may be accomplished 
through force planning in smaller 
offices, but experience has proved 
that some form of regulation is ne- 
cessary to maintain service at a cost 
consistent with the amount of traffic 
offered. 

“By using the traffic unit basis 
for comparison, it will be found that 
the work time required will vary day 
by day to the extent that a half or 
whole trick less may be scheduled 
on certain days with a consequent 
saving in operators’ wages.” 

Miss Richards explained that in 
her company a large part of the re- 
sponsibility for force control rests 
with the chief operator. 

“She is provided with estimates of 
expected traffic for a four week per- 
iod,” she said, “together with an ob- 
jective load and the estimated hours 
required to handle this load. Possibly 
this seems like short range estimating 
to you. It will if you practice the 
16-week projection system. That was 
formerly the method we used, but we 
have found that equally satisfactory 
performance is achieved on a monthly 
basis. Chief operators are given auth- 
ority to adjust schedules by adding 
or deducting hours to cover variations 
in traffic offered. She is provided 
with a basic schedule. and supple. 
mentary tricks to be used as required. 
As an aid in force adjustment we 
have found it desirable to have part- 
time operators on most of our forces. 
Most effective use can be made of 
people who are available for an 8- 
hour day but who do not wish to 
work a full week.” — To Be Con- 
cluded in the November issue of 
FORTNIGHTLY TELEPHONE ENGINEER. 
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K. L. LAWSON 


Lincoln, Neb. 


Chairman U-S-1-T-A 


Commercial Comm. 


U-S-I-T-A COMMERCIAL GROUP 
TACKLES TODAY'S PROBLEMS 


\ 


ENNETH L. LAWSON, chairman 
of the U-S-I-T-A 
cial Committee and general commer- 
cial superintendent of the Lincoln 
(Neb.) Telephone & Telegraph Co.. 
presided at the Commercial Confer- 
ence, October 12. Meeting in the 
Lower Tower room of the Conrad 
Hilton Hotel, commercial representa- 
tives of Independent telephone com- 
panies heard speakers Warren B. 
Clay, Hutchinson, Minn.; G. E. Krie- 
ger, Everett, Wash.; Frank Davies 
and Leland J. Mast, Chicago; and 
George P. Norton, New York City. 
Following greetings from _ the 
U-S-I-T-A Vice President Warren B. 
Clay, Mr. Lawson told the conference 
that during 1953 the Commercial 


Commer- 


Committee has undertaken several ac- 
tivities. 

“We believe,” he said, “a partial 
answer at least has been found to that 
troublesome problem of getting cus- 
tomers to give up a party line in case 
of an emergency. The states of Mich- 
igan and Washington have recently 
enacted legislation making it a mis- 
demeanor for anyone found guilty 
of wilfully refusing to yield or sur- 
render the use of a party line to an- 
other person for the purpose of re- 
porting a fire or summon police, med- 
ical or other aid. The legislature of 
the state of New York passed a simi- 
lar law which was vetoed by the Gov- 
ernor for the sole reason that the pen- 
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_.. the pace is fast, the goals are large.” 


alty provided was too severe. In the 
state of Michigan at least two success- 
ful prosecutions have been carried 
out which proves the value of such 
legislation. In addition, these laws 
carry a provision that makes a party 
equally guilty of asking for the use 
of a party line on the pretext that an 
emergency exists when in fact, none 
exists. There is likewise a require- 
ment that the alphabetical telephone 
directory shall contain notice explain- 
ing the law.” 

Mr. Lawson reported that members 
of the Commercial Committee have 
contacted State Associations urging 
that the organizations sponsor similar 
legislation in the several states. 

Discussing communications for 
right-of-way companies, Mr. Lawson 
said the U-S-I-T-A subcommittee has 
concluded that the Independent In- 
dustry must join in wholeheartedly 
and vigorously with the Bell System 
in developing to the fullest extent the 
service potentiality afforded by Right- 
Of-Way Companies. It has been esti- 
mated conservatively that the annual 
revenue possibility from furnishing 
service to these companies will exceed 
a quarter billion dollars annually. 

“The Bell System policy,” he said, 
“is to encourage and assist Indepen- 
dent companies in every way possible 
to enable them to share in this busi- 
ness. In doing so, we should recog- 
nize at the outset that we must enter 
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unhesitatingly into the electronics 
field in the broadest sense. The re- 
quirements of Right-Of-Way Com- 
panies are so varied that many differ- 
ent forms of communication, signal- 
ing and control devices are necessary. 
A complete and well integrated com- 
munication system for a Right-Of- 
Way Company may involve the use 
of voice frequency circuits, teletype- 
writer and telemetering circuits, pri- 
vate line channels, microwave-radio, 
mobile-radio and relay control sys- 
tems.” 

Mr. Lawson emphasized that in 
order to overcome a natural reluc- 
tance on the part of Right-Of-Way 
Companies to give up their own pri- 
vate systems, it has been necessary 
to modify the policy of telephone 
companies with respect to the inter- 
connection of facilities with those 
owned by Right-Of-Way Companies. 
In general, telephone companies will 
find it necessary to agree to such in- 
terconnection where it is impractical 
to provide certain portions of the 
Right-Of-Way facilities and where 
time is required to permit the Right- 
Of-Way Company to dispose of its 
own facilities and where the Right- 
Of-Way Companies wish to continue 
the use of their privately owned facili- 
ties. Where such connection is per- 
mitted, the usage will be restricted to 
the conduct of the business of the 
Right-Of-Way Company and not for 
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exchange and toll use, except in bona 
fide emergencies. 

“Contracts covering these various 
situations have been prepared and 
there should be no hesitancy on the 
part of any company to set aside any 
limitations against. facility intercon- 
nection,” he said. 

Mr. Lawson also reported that the 
Commercial Committee has given 
some thought and study to the pre- 
paration of a manual which would 
set forth certain principles and meth- 
ods to be taught to business office 
personnel in their dealings with the 
public. 

“Such a manual,” he said, “might 
well deal with such important factors 
as personal appearance, proper hand- 
ling of all types of customers, how to 
cope with siutations requiring more 
than normal skill, how to justify our 
own policies and many other situa- 
tions and conditions requiring special 
training for commercial people.” 
Communications For 
Right-Of-Way Companies 
seeping the opportunities 

which lie within easy reach of 
the telephone industry to meet the 
complete communications needs of 
right-of-way companies, R. T. King, 
right-of-way sales engineer, American 
Tel. & Tel. Co.. New York City, said 
right-of-way company communica- 
tions are generally of two kinds. 

“One involves.” he said, “ordin- 
ary day-to-day business transactions 
between the public and the utility 
company and within the utility or- 
sanization, over telephone and _tele- 
eraph facilities similar to those every- 
body uses. The other concerns highly 
specialized requirements relating to 
the utility’s internal operations. In 
both cases these needs can be and in 
many cases are being met completely 
by the telephone companies. 

“Tt must be recognized, however, 
that the vast majority of pipe line 
power companies and railroads are 
not sitting idly by waiting for the 
telephone companies to do the job. 
They already have a substantial in- 


vestment in customer-owned com- 
munications facilities along their 


rights-of-way over three-quarters 
of a billion dollars. Naturally, such 
large amounts of capital tied up in 
non-revenue producing communica- 
tions plant, in some cases as much as 
one percent of a utility’s gross plant 
investment, are becoming more and 
more a matter of concern to the 
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right-of-way company managements. 
Exceedingly large amounts of capital 
are needed to meet the expansion 
and technological improvement in 
these public welfare undertakings. 
Specialized communications are just 
one of the many constant and vigil- 
ant controls indispensable to suc- 
cess.” 

Stating that 
every right to expect the telephone 
industry to help them solve their com- 
munications problems, Mr. King em- 


these utilities have 


phasized that to provide better com- 
munications, the telephone compa- 
nies are endeavoring to meet indi- 
vidual customer requirements with 
the “tools” that will furnish the best 
and most dependable service at rea- 
sonable cost to the customer. 
“Recognizing the importance of 
better 
“Bell Telephone 
sentatives made 60,000 visits during 


communications.” he said, 


Company _ repre- 
the past 22 months to the pipe lines. 
power companies and railroads to 
offer them 
their changing communications re- 


assistance in meeting 
quirements. Such visits have been 
supported by Bell Telephone Com- 
pany officers and operating heads 
who have, through personal contacts 
with executives of the utilities, af- 
firmed the desire of the telephone 
companies to meet their communica- 
tions need fully.” 

As a result of these efforts, Mr. 
King reported. comprehensive stud- 
ies of message traffic and operational 
requirements are now under way 
with more than 100 major pipe lines, 
power companies, and __ railroads. 
These studies are designed to help 
the customer obtain the best use of 
exchange. toll message services, and 
private line facilities. They require 
many man-hours of intensive study 
and analysis by experts. ; 

“The impartial findings of this 
study,” he said. “clearly supported 
the decision of the utility company 
to devote its capital and manpower 
to the bread and butter items of its 
business and to rely on the specially 
qualified organization of the tele- 
phone companies to meet the in- 
creasing complexities of its com- 
munications. 

“While these studies often lead 
to changes, additions, and rearrange- 
ments of the utility’s facilities, they 
are conducted primarily as a_ part 
of the telephone companies’ contri- 


bution to better communications and 
do not place these industries under 
any obligation to make the changes 
or accept the recommendations sug- 
vested. 

“These studies and the over-all ef: 
forts of the telephone companies are 
especially timely since they recog- 
nize the complexities of pipe line, 
power company, and railroad com- 
munications, and make available the 
‘know-how’ of the telephone indus- 
try. backed by years of experience, 
at a time when the utilities face many 
problems of growth.” 

Similar effort is being expended 
to meet the communications require- 
ments of the air lines and the Civil 
Aeronautics Authority. 

Commenting that the telephone 
companies offer a dependable and 
economical communications service, 
Mr. King said, rates are reasonable, 
and the utility contracts for only the 
services it needs as it needs them, 
require- 


tailored to its individual 


ments. 

“There is no need to invest capital 
in communications equipment,” he 
said, “set up reserves for obsoles- 
cense, and provide manpower for en- 
vineering, installation, and mainten- 
ance. Furthermore, changes in the 
customer's operational requirements 
will not leave him with facilities he 
no longer needs — as is sometimes 
the case when he owns his communi- 
. . But above all, the 
telephone companies’ program in this 


cations plant. . 


field first depends on selling, eng- 
ineering, installing, and maintaining 
communications services to these in- 
dustries. They will never know how 
dependable — how economical - 
our facilities are by merely hearing 
about them across a desk.” 
Emphasizing that right-of-way 
companies are at the crossroads in 
their decision either to extend cust- 
omer-owned communications — by 
radio, carrier and wire or to look to 
the telephone companies to meet their 
requirements, Mr. King’ recommend- 
ed that 
call on each pipe line, power com- 
pany or railroad in their territory 
and assure each company of their 


telephone representatives 


sincere interest in meeting its com- 
munications requirements. 

“Now,” he said, “is the most fruit- 
ful time to take effective action 
while they are buying. By effective 

Please Turn to Page 66 


1953 TELEPHONE ENGINEER & MANAGEMENT 


_ a, 








D DROP WIRE 


invites you to prevue.... 








ALPHADUCT WIRE & CABLE CO., MILLTOWN, N. J. .. . MANUFACTURED TOSS .. 


ALPHADUCT 








.. dated on the 
neoprene jacket 


ALPHADUCT 


NATIONAL DISTRIBUT 
REGIONAL DISTRIBUTORS @ LINDSAY 


YOUR OCTOBER, 1953 TELEPHONE ENGINEER & MANAGEMENT 65 











action is meant presenting the need, 
use and value of telephone company 
services clearly and understandably 
to the customer or prospect at fre- 
quent intervals and helping him in 
a friendly, helpful manner.” 


Pay Station Development 


Ciamaeons THAT a real 
money maker and revenue pro- 
ducer appears to be public telephone 
service and particularly public tele- 
phone service rendered through out- 
door locations, G. E. Krieger, vice 
president of the West Coast Tele- 
phone Co., Wash.. stated 
that with good planning and care- 


Everett. 


ful continuing supervision it appears 
that the bottom line of income state- 
ments can be greatly improved by an 
aggressive public telephone program. 

“One of the long range objectives 
of the telephone industry,” he said, 
“is to provide service for anyone 
wherever he might be if it is eco- 


With 


man becoming more mobile as trans- 


nomically possible to do so. 


portation means for him advance, 
this objective becomes in some re- 
spects a sort of ‘Buck Rogers’ pro- 
position. Our subscribers not only 
need their 
places of business, but also at the 
many other spots that they visit in 


service in homes and 


their shopping, social, recreational 
and other activities. Even our busi- 
néss activities take on a mobile as- 
pect. The nation’s league of traveling 
salesmen and the great highway 
trucking industry have to rely on 
public telephone service to a large 
degree. Public pay station service 
is even available at present on rail- 
road trains. Public telephone service 
also meets many emergencies.” 

Mr. Krieger stated that with coin 
box telephones costing approxim- 
ately $165, booths costing from $200 
to $325, and with the cost of special 
pay station equipment in dial ex- 
changes, an outside pay station could 
cause an investment of $550 or more. 
Making an allowance for the normal 
station equipment cost supplied on 
a flat rate telephone, a company 
might have an excess investment of 
nearly $500 which 
proximately $12.50 per month in ad- 


would cost ap- 


ditional carrying, and operating 
charges. 
“We should,” 


secure at least this amount of money, 
plus the equivalent individual line 


he said “therefore 
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business rate as a minimum revenue 
from the station. Similar computa- 
tions can be made for inside public 
telephone locations. 

“To determine whether the loca- 
tion is justified,” he said, “you can 
estimate your toll receipts and 
determine what your originating 
toll compensation will be and take 
an appropriate portion of that to 


credit back to the station. For 
practical purposes one might use 
25% of the gross. This amount 


plus the estimated local call revenue, 
less the equivalent of your individual 
line business rate, should equal or 
exceed the carrying and_ oper- 
ating charges on the additional in- 
station and 


vestment in the coin 


booth equipment.” 

Mr. Krieger stated that a public 
telephone service development pro- 
gram for any company involves four 
principal steps:- 

(ac) Selecting locations for 
installations. (Market Surveys) 


new 


(2) Improving service, therefore 


and therefore revenue, of 


usage, 
existing public telephones by im- 
proving the convenience, comfort, 


and attractiveness of the service 


with adequate booths, location 


signs, and similarity of booth de- 
sie 
9 
0 


(3) Assuring prompt service by 


n. (Product Design) 


eliminating customers waiting at 
busy existing public pay stations 
and thereby improving revenues 
by providing additional telephones. 
(Point-Of-Sale Merchandising) 

(4) By discouraging the abuse of 
flat rate where 
accessible to the public and en- 


business service 
couraging the public to place calls 
at nearby public telephones. 

“If we summarize all the presently 
known facts about public telephone 
development and usage,” Mr. Krieger 
said, “we will come to the conclu- 
sion that our own public telephone 
programs can be expanded to a great 
degree with the result that we shall 
substantially improve net revenues. 
Any improvement in net 
makes _ the 
come statement that much better. The 
make that bottom line 
appear, the easier it is for us to go 


revenues 


bottom line on our in- 


healthier we 


to the investing public for assistance 
in providing funds for meeting the 
expanding demand for telephone 
service in this great and growing 


country of ours. We have passed the 
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luxury barrier. Telephone service. 
both local and toll, is now a necessity 
and no longer a luxury.” 

“In bettering and expanding all 
of our services including public tele- 
phone service so as to improve our 
net revenue, we fully meet the three 
parts of our overall service obliga- 
tion; namely, the best of service to 
our customers which is aided by the 
expansion and improvement of our 
public telephone service; payment of 
adequate wages to our employes by 
having funds available for that pur- 
pose through adequate net revenues; 
and last but not least, the payment of 
a reasonable return on the funds 
which the investing public have put 
into our business.” 


The Directory Story 
N CONTINUING the theme of in- 


without _ in- 
creasing rates, Chairman Lawson told 
the Commercial Conference — “It is 
a strange contradiction in many tele- 
phone companies the directory sales- 
men talk to the owners and managers 


creasing revenues 


of almost every business place in an 
exchange. They tell a convincing 
story to all of these business men, 
that is, to all of those except the of- 
ficials of the Telephone Company. 


and I sometimes believe that we tele- 


phone people actually know less 
about the value of Yellow Pages 


than anyone in town.” 

“T learned,” he said, “that the 
General Telephone Directory Co. has 
been presenting a recording of its 
‘Directory Story’ at various telephone 
meetings. Believing that this record- 
ing would be of particular interest 
to all of us here, | have asked that 
it be presented at this Commercial 
Conference.” 

Following his announcement Mr. 
Lawson introduced Leland J. Mast, 
assistant vice president of the Gen- 
eral Telephone Co., who presented 
“The Directory Story.” 

Expressing his hope that the re- 
cording would contribute to the 
theme of the Mr. Mast 


stated, “It has been our experience 


meeting, 


through the years that many tele- 
phone people generally do not at- 
tach much importance to the ‘Yellow 
Pages’ of their directory because 
they do not believe that the public, 
outside the larger cities, actually use 
the Classified Section as a reference 
medium or Buyers’ Guide.” 
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“And further.” he said, “some 
believe selling of advertising in the 
smaller directories can only be done 
through the use of high-pressure, 
hokus-pokus methods . . . This think- 
ing could not be further from the 
facts. We know that when the ‘Yel- 
low Pages’ of the directory are prop- 
erly developed through careful, well 
thought out planning that the dir- 
ectory becomes an important factor 
in any community: (1) By produc- 
ing results for the advertiser, (2) 
Fulfilling a definite convenience need 
for the public and (3) Increasing 
revenues for the telephone company.” 

The recording presented by Mr. 
Mast justified his three points and 
at the same time better acquainted 
industry members with their own 
directories. 

The final Commercial Conference 
speaker, George P. Norton of the 
General Telephone Corp., New York, 
described the purposes and objectives 
of the U-S-I-T-A Personnel Commit- 


tee. 


General Telephone Co. of S. W. 
Moves To San Angelo 

SEPTEMBER 22-26 was “Moving 
Week” for the general office of Gen- 
eral Telephone Co. of the southwest. 
Normal operations were suspended 
after 5:00 p.m. Thursday, Sept. 24, 
in the Dallas, Texas, headquarters 
and were resumed Monday, Sept. 28, 
in San Angelo, Texas. 

The company is occupying temp- 
orary space in the Amacker Build- 
ing, 342 South Chadbourne St., San 
Angelo, pending construction of a 
new, single-story building on a 10- 
acre site in southwest San Angelo. 
The move into permanent quarters 
is expected to take place within the 
next 18 months. Post Office Box 
1001 is the new, permanent mailing 
address of the company. 

The move fulfills the long-standing 
desire of the company to locate its 
headquarters in a city in which it op- 
erates. 

San Angelo, which was included in 
the purchase of the San Angelo Tele- 
phone Co. by the General Telephone 
Corp., early this year and which only 
recently was consolidated into the 
Southwest subsidiary, was selected 
on the basis of its size and its central 
location in the five-state area over 
which the company serves. The San 
Angelo exchange now is the largest. 
by number of telephones served, of 
any of the company’s 238 exchanges. 










THE 
CHANGED 
OUTLOOK 





CLYDE S. BAILEY, 
U-S-I-T-A Executive 
Vice President 


A’ WE SURVEY the broad general problems confronting us 
as citizens of a great nation and view the enigmas of the par- 
ticular business in which we are engaged, it is easy to see that 
time and events have a way of altering our perspective. 

Less than a year ago, we were engaged in an undeclared 
war, one undertaken without Congressional authorization, in a 
distantly located country called Korea. For two decades we were 
a spendthrift nation, with a federal gravy train that was grow- 
ing bigger and bigger. We labored under a confiscatory system of 
taxation which in its application was depriving the citizens of 
our country of the initiative and incentive which had made the 
nation the envy of all mankind. We were told that salvation de- 
pended upon spreading our national largess from the aurora 
borealis to the Southern Cross. We had brought home to us in 
bludgeon blows the tragic fact that history was again recording 
that government when administered unwisely tends to become 
a conspiracy against liberty. 

The unvarnished truth is that for 20 years the country was 
going down the dangerous road to socialism as fast as certain 
scheming enemies of the American system could make it. Too 
many people were willing to listen to the siren song that has 
lured many another nation to its sorrow. In more recent years 
we were given a practical demonstration of wrong doings by 
faithless public officials who gave all the appearance of having 
taken post graduate courses in crime and corruption. 

Something unusual finally happened. Without regard to 
politics, which I never discuss at a telephone convention, many 
people after November 4 felt that a dark cloud had lifted and 
that the morning dew again sparkled like polished diamonds 
as the morning sun burst in resplendent glory over the eastern 
hills. 

Many events have taken place during the past few months which 
are persuasive that American business is no longer in the idealogi- 
cal doghouse. The pent-up tension that came from two decades 
of statism seems now to be relaxed. Business is again inspired 
to think and plan ahead, to build and create firmer foundations 
upon which a brighter, bigger, greater era can be constructed. 

Political and economic morality no longer seems to be in a 
state of suspended animation. The compulsory drinking of 
economic hemlock has been succeeded by a decanter of crystal 
clear water that appears at last to have been drawn from the 
fresh springs of old-fashioned Americanism. 

Yes, there are signs of a return to sanity in government, signs 
of a convalescence of common sense. — Abstract from address 


presented by Mr. Bailey at the U-S-1-T-A Convention. 
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E. J. WARD 
Lima, Ohio 
Chairman, U-S-1-T-A 
Accounting Comm. 


NEW DEVELOPMENTS STUDIED 


AT ACCOUNTING MEETING 


“... practice, hard work, and patience. ” 


Committee Chair- 
' man E. J. Ward, Lima, Ohio, 
presided at the U-S-I-T-A Account- 
ing Conference on October 12. Pre- 
senting the Commercial Committee 
report, Mr. Ward said the Account- 
ing Committee had been called upon 


CCOUNTING 


at various times during the year to 
give specific advice to member com- 
panies concerning the treatment of 
accounting problems. 

“We of the Committee,” he said, 
“feel that this is a very important 
reason for the existence of our com- 
mittee. To that end, we solicit the in- 
quiries of member companies, con- 
cerning the solution of any account- 
ing problems that may come up. 
While we, as the members of the 
committee, do not claim to have a 
corner on all of the wisdom associ- 
ated with proper telephone account- 
ing, we do have on our committee 
many of the outstanding telephone 
accountants of the Independent in- 
dustry who are always willing to give 
of their time and experience in the 
furnishing of a solution to the ac- 
counting problems of our member 
companies.” 

Explaining that during the past 
year, it had been his privilege as 
Chairman of the Accounting Com- 
mittee, to have special assignment 
in two other fields of activities, Mr. 
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Ward said one of these was member- 
ship on a Special Toll Dialing Com- 
mittee headed by L. W. Hill. 

“This Committee,” he said, “met 
with representatives of the Bell Sys- 
tem on March 2 and 3, 1953, at which 
time, the various aspects of customer 
toll dialing were discussed. It is ex- 
pected that many such meetings will 
be required before a full and com- 
prehensive program can be arranged 
covering the operation of this inno- 
vation in the rendition of telephone 
service. It is safe to say that the 
accounting departments along with 
all other departments of the telephone 
companies are vitally interested in 
this new program. 

“It was also my privilege as Chair- 
man of the Accounting Committee, 
to be the Chairman of a Special Task 
Committee made up of Thomas A. 
Boyd, vice president of General Tele- 
phone Corp. and Rupert E. Shotts, 
vice president of Telephone Services, 
Inc., to revise the form of the statisti- 
cal report issued by our Association. 
This report is due for delivery to the 
reporting companies soon.” 

In closing the report, Mr. Ward 
said that members of the U-S-I-T-A 
Accounting Committee feel that in- 
creasing attention must be given to 
the accounting problems of the In- 
dustry. 


“We are living in a world in which 
changes are rapidly being made,” he 
said. “New techniques and changed 
thinking on the part of the regula- 
tory groups present a challenge to the 
accounting departments of our tele- 
phone companies. We must meet 
this challenge with renewed efforts 
to evaluate these changes for the 
management people of the member 
companies of our Association.” 
Economic Depreciation 

TATING original cost is the basis 

which has been commonly used 
in determining depreciation, Frank 
Denier of Arthur Anderson & Co.., 
New York City, told the Accounting 
that this 
practicable and useful standard for 


Conference basis was a 
measuring depreciation expense in 
times of relative stability. 

“There is no doubt.” he said “that 
depreciation on original cost in times 
of stable currency approximates the 
economic cost of property exhausted 
or consumed in operations over its 
service life. 

“However, where there has been a 
drastic decline in the purchasing 
power of the dollar, such deprecia- 
tion on original cost no longer serves 
cost. of 


to measure the economic 


property consumed in operations. 


Original cost depreciation is then 
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AUTOMATIC ELECTRIC — LEADERS IN CARRIER COMMUNICATION — LENKURT 












Soe es ee eee ene 


Automatic Electric will give us 
Switchboard-to-Switchbeard 


Engineering Help” 





If engineering worries make you hesitate to tackle microwave call Automatic 
Electric! Our switchboard-to-switchboard engineering plan takes care of every 
detail lor you, relieves you from worry, guarantees satisfaction. 

Our engineers will survey and recommend the best route and work out switch 
board-to-switchboard toll circuits that properly tie-in Lenkurt microwave with you 
switching equipment to be sure it will function smoothly. They show what you 
need and tell you why. They install your microwave equipment or supply full in- 
stallation information written in easy-to-understand language. Then, throughout 
the life of your microwave equipment, they're always available for consultation and 
to give assistance. 

Buy Lenkuit microwave from Automatic Electric the only company that’s pre- 
pared to give you switchboard-io-switchboard microwave system engineering, based 
on years of telephone experience. Wheth:r you are confronted with ordinary or 
with unusual toll problems, Automatic Electric is prepared to engineer the best 
type of toll system to meet your needs. 


Manufactured for 


Wha Walmcom aaa ea ol 





Originators and Developers of the Strowger Step-by-Step ‘'Director’’ for Register-Sender-Translator 
Operation . . . Machine Switching Automatic Dial Systems 


Makers of Telephone, Signaling and Communication Apparatus - Electrical Engineers, Designers and Consultants 


Distributors in U. S. and Possessions: AUTOMATIC ELECTRIC SALES CORPORATION 
Export Distributors: International Automatic Electric Corporation 
1033 West Van Buren Street, Chicago 7, U. S.A. 
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TELEPHONE ENGINEER presented door prizes of matched luggage to the lucky lady and gentlemen visiting its room during the Conven- 
tion. (Left) filling out cards before the drawing on Wednesday. (Middle) The winner of the ladies matched luggage Mrs. M. R. Bishop, Cen- 


tral lowa Telephone Co., Cedar Rapids, lowa. 


Arthur Gibson, Rochester, N. Y., is pictured presenting the luggage. 


R. W. Robb, Automatic 


Electric Sales (Can.) Ltd., Toronto won the men’s matched luggage. (Right) The drawing was superintended by H. T. McCaig, Chicago, while 
host Roy F. Smith prepares to read and post winners being drawn. 


neither sufficient to maintain the 
service capacity of the plant nor to 
maintain the purchasing power of 
the capital committed to the enter- 
prise.” 

Emphasizing that a regulated util- 
ity sells at prices which recover cost 
plus a return on investment, Mr. 
Denier said if the utility neglects to 
ask for recovery of all costs in seek- 
ing rate approval from its regulatory 
body, either the stockholders will 
suffer through impairment of their 
equity in the business and service to 
the public will deteriorate. 

“It can be claimed,” he said, “that 
it is just as ridiculous to measure 
depreciation on 1940 costs, let us say, 
as to price operating and mainten- 
ance costs on the basis of 1940 levels. 
There is a major body of opinion that 
become structuralized 


inflation has 


and imbedded in our economy and 
utilities especially are entitled to re- 
cognition of this fact.” 

To meet this problem, Mr. Denier 
stated it is proposed that charges be 
made to sufficient to 


vide for that portion of the economic 


expense pro- 
cost of the property presently con- 
sumed represented by the stockhold- 
ers’ equity therein. 

| ae 


in view of all 


“In other words,” he said. 
fair capitalization 
risks 


equity and 50% debt, a provision 


for a company were 50% 


for depreciation would be inadequate 


under present conditions if com- 
puted on the basis of 100% of the 
original cost of plant consumed plus 
50% of the excess of economic over 
original cost. The excess of economic 
depreciation over original cost de- 
preciation should then be taken to 
a capital adjustment account. Thus, 
the integrity of the stockholders’ in- 
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vestment is preserved, and funds are 
made available in part to provide for 
replacement of the property presently 
consumed in service to customers. 
The balance of the amount required 
to replace property at inflated prices 
may be provided through issuance 
of debt with the result that the ori- 
ginal capitalization ratios are pre- 
served. 

“The mention of a 50% equity. 
50% debt ratio is obviously just for 
the purposes of example, but what- 
ever ratio is required, it is import- 
ant in setting rates. The equity por- 
tion of capitalization will generally 
be greater in a telephone company 
than an electric company due to the 
nature and risks of the 
business. The electric company will 


inherent 


require greater equity than a gas 
pipeline. 

“If a company does not take steps 
to rectify an improper capitalization 
ratio, its commission may well force 
adjustment in determining allowable 
elements in rate negotiation. This 
brief mention of capitalization prob- 
lems has been made to highlight the 
distinction between equity and debt 
money in a utility, since the condition 
of permanent debt is relatively unique 
to regulated business and has an im- 
portant effect on concepts of recog- 
nizing economic depreciation.” 

Stating that the question has been 
raised as to whether there is a dup- 
lication of charges to the consumer 
when a fair value rate base is used, 
Mr. Denier said, “the contrary is 
true.” 

“A return on fair value,” he stated, 
“represents earnings on economic 
cost. An adjustment of depreciation 
for price level changes is a recovery 
of economic cost. There is logical 
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symmetry in matching the increased 
revenues provided by a return on 
fair value with increased deprecia- 
tion based upon cost of 
plant consumed. There is a incon- 
sistency in permitting a return in a 
fair value state on a rate base higher 
than book cost, permitting this fair 
return to be paid to the stockholders 
in dividends, and then failing to 
preserve such rate base through 
proper charges for maintaining and 
replacing the capacity presently con- 
sumed in service to the customer. In 
other words, if a fair value rate base 
is the regulatory standard, it must 
be maintained for the stockholder 
before a return, after all costs of serv- 


economic 


ice, is in fact earned.” 

Mr. Denier that the 
great majority of accountants recog- 
that methods of 
recording amortization of original 


commented 


nize conventional 
cost fail to recognize the economic 
cost of depreciation. 

“The controversies that have aris- 
en,’ he said, “relate only to the 
question of what should be done 
about the problem in formal account- 
ing statements. A research group of 
the American Institute of Account- 
ants, including lawyers. businessmen 
and economists. favored accounting 
for economic depreciation. The Com- 
mittee on Concepts and Standards 
Underlying Corporate — Financial 
Statements of the American Account- 
ing Association has furnished auth- 
ority for recognizing it. There should 
be no question as to what should be 
done in the case of regulated utilities 
where costs are an integral element 
of pricing the product. 

“Utilities, through regulation, have 
a ceiling on profits but no floor in 
times of recession. Further, they are 
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particularly exposed to the evils of | 
inflation due to their relatively large | 
investment in plant of long service | 
life. Under present-day conditions, | 
it is minimum justice to see that the | 
stockholder who takes all the risks | 
is compensated for the economic cost 
of the property to which he has com- | 


mitted his investment.” 


Accelerated Depreciation 


ISCUSSING THE effect of Rapid 

Amortization both 
wise and rate-wise on a well-regulated 
utility, Philip R. Potter, chief accoun- 
tant of the Michigan Public Service 
Commission, Lansing, stated that Sec- 
124A of the 


Code provides for issuance of Certifi- 


accounting- 


tion Internal Revenue 
cates of Necessity under which part 
or all of the cost of emergency facili- 
ties may be amortized, for income tax 
purposes, over a 60-month period. 
“It is apparent,” he said, “from 
the that 
taken place that confusion exists per- 


some of discussions have 
haps as a result of the percentage of 
cost certificates that have been issued, 
the probable life of the facility, the 
manner in which to record the data 
on the records of the company. 

“Tax accounting does not necessar- 
ily coincide with that prescribed by 
regulatory authority and some regula- 
tory authorities require as a part of 
the annual report that a reconciliation 
of income statements be filed. 

“There is no great problem either 
accounting-wise or rate-wise if there 
The 


accounting and rate problems brought 


is a sincere desire to do equity. 


about by the exercise of Certificates 


are not new we faced these same 
problems back in the mid 1940's and 
didn’t find them insurmountable . . . 
To engage in avoidable rate litigation 
just doesn’t add up some one has 
to pay the bill . . .” 

Explaining that in his opinion Con- 
2 the 


Tax Law to encourage expansion of 


ress amended Federal Income 
production facilities by the companies 
themselves, rather than have the Fed- 
eral Government build the facilities, | 
Mr. Potter stated, “the exercise of 
Certificates generates cash in the bus- | 
iness through reduced Federal income 
taxes for a five-year period and it is 
my belief that Congress intended the 
cash so generated to be used for ex- 
pansion of production facilities.” 
“The exercise of Certificates,” he 
said, “merely postpones the tax pay- 
ment date resulting in an interest- 
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the new 


6" FIELD RANGEFINDER 


1. A precision instrument for instantly determining 


2. 


3. 


distances, either direct or overhead 


Overall accuracy — 2% 
Range covered — 8 to 100 feet 


Two models available 
FRF-1 (direct vision) ...... . $32.50 


FRF-2 (prism assembly for 
overhead wire work) ..... 43.00 


Prices include fine grain leather carrying case 


Other MEYER Products 


Hugo Meyer rangefinders and lenses for photography 
Meyer stereoscopes 
Meyer optical benches and scientific apparatus 


For descriptive literature write 





39 West 60th Street New York 23, N. Y. 
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free loan to the company. _Interest- 
free money does not increase the over- 
all cost of money.” 

Commenting that he had listened 
to the argument that the classification 
of accounts does not provide for any- 
thing to be charged “in lieu of taxes” 

that the classification provides for 
the actual tax liability for the period, 
Mr. Potter emphasized that a quick 
answer to that is — “the classification 
was designed and prescribed before 
we were faced with this situation; but 
let us look a little further —- most 


classifications of accounts provide 


that if there are items not covered by 
the classification, that the company 
seek approval of accounting proced- 
ures from the regulatory body hav- 
ing jurisdiction .. .” 

Explaining that there are several 
ways in which accounting and rate 
problems presented by rapid amorti- 
zation may be solved, Mr. Potter stat- 
ed the following procedures are his 
preference: 

(1) To charge to Provision for 
Deferred Federal Income Taxes as a 
separate sub-account under taxes and 
to credit to Reserve for Deferred In- 
come Taxes as a separate sub-account 
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under Miscellaneous Reserves an 
amount or amounts in total for each 
year equal to the reduction in Fed- 
eral Income Taxes arising out of 
special amortization, as provided in 
Section 124A of the Internal Revenue 
Code. 

(2) After such amortization under 
each Necessity Certificate is 
pleted, or is discontinued by the com- 


pany, and thereafter during the life | 
of such property or until the earlier | 
exhaustion of the portion of the Re- | 
Income 


serve for Deferred Federal 
Taxes related to such property: (a) 

to charge to Reserve for Deferred 
Federal Income Taxes and to credit 
to Portion of Current Income Taxes 


Deferred in Prior Years, (a separate | 


sub-account under Taxes) an amount, 
or amounts, in total for each year for 
each Certificate equal to the increase 
in Federal Income Taxes payable for 
that year due to the fact that normal 
depreciation cannot be deducted be- 
cause of provious amortization of the 
property under such Certificates; and 
(b) to charge to Reserve for De- 
ferred Federal Income Taxes and to 
credit to Portion of Current Federal 


Taxes Deferred in Prior 


Income 


Mh 





com- | 








sear 
. 


| 





ee /) 


Years an amount, or amounts, equal 


to any balance in said reserve at 
December 31 of each year, for plant 
retired during said year which had 
been amortized under such Certifi- 
cate. 

“As a result of the above.” he said, 
“| think the income statement is prop- 
erly stated. Provision has been made 
for a liability known to exist. The 
rate payer has not been disturbed. 
The company’s public relations have 
not been disturbed. There should not 
be any sizeable fluctuation in the 
market place as to price of stock. All 
known items of current cost of service 
are prperly being incorporated in the 
The intent of Con- 


gress has been fulfilled, at least my 


income statement. 
interpretation of Congressional in- 
tent, and certainly the company’s cost 
of money has not increased as a re- 
sult of an interest-free loan.” 


North-West Telephone 
Seeks Rate Rise 

NortH-West Telephone has ap- 
plied to the British Columbia Public 
Utilities Commission for a rate in- 
crease which would result in $66,000 
additional annual revenue. 
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The only cable terminal with 


PUSH BUTTON 


PROTECTION” 





All terminals are supplied with 3'’%2 foot, 24 gauge cable stubs, 
which are soldered to heavy Everdur studs imbedded in a special 
unsaturated Polyester thermal setting plastic with fibre-glass filler, 
which provides indestructible, moisture-proof, gas tight potting of 
the terminal core. 


Additional flexibility is provided in that the il and 16 pair cable 
stub and core are interchangeable in the standard 
housing. Left and right hand cable entrance to the terminal box is 


terminal 


also possible. These alternate arrangements are accomplished by 
the removal and reinserting of one screw. 


Drop wires are dressed and supported by means of three heavy 


stainless steel wire rings. 


*The Stranterm is the only Strand 
Mounted Terminal which permits the 
installer to apply protection to the 
pairs requiring dischargers, or to 
install the same terminal unprotected 
as determined by the outside plant 


engineers. 
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The quick opening cover lock and weatherproof cover design, 


sockets, spring 


bronze ground strip, and the neoprene self adhering drop wire 


coupled with the embossed Minigap snap-in 


entrance seal, evidence the result of Cook Research and Develop- 


ment as applied to telephone apparatus. 


Stranterm also features an ingenious bell shaped cable nozzle 


which eliminates cable breakage due to excessive right angle bends. 


We suggest that you order a sample Stranterm today and investi- 
gate the economies and improvements now made possible in your 


outside plant construction. 


MINIGAP 


ACTUAL SIZE 





CHICAGO 14, ILLINOIS 














W. M. DRIGGS 
Sherman, Texas 
Chairman, U-S-I-T-A 
Plant Committee 


Plant Committee Stages 
OUTSTANDING CONFERENCE 


"let's set our sights ahead” 


DRIGGS,  chair- 
U-S-I-T-A Plant 


and 


ILLIAM M. 


of the 
vice-president 


man 
Committee and 
general manager of the Texas Tele- 
phone Co., Sherman, Texas, presided 
at the plant conference Monday Oc- 
tober 12 and presented an outstand- 
ing program that was aimed and de- 
benefit all 
telephone companies. 


Independent 
The 1953 con- 
ference continued the high goals set 


signed to 


by previous meetings and the Plant 
Committee’s plan to take a more ac- 
tive approach to current plant prob- 
lems and new developments. 

Plant Committee exhibits in Room 
523 at the Conrad Hilton Hotel in- 
cluded the latest in materials, ideas 
and tools. Of special interest was 
the working exhibits assembled by 
Plant Committee Member Dan S. 
Seitz and his Sub-Committee. 

In his report on Plant Committee 
activities, Mr. Briggs stated the 
U-S-I-T-A Plant Committee is given 
the responsibility of keeping pace 
with new developments in the field, 
and its members are always ready to 
exchange ideas, assist U-S-I-T-A_ of- 
ficers and the Washington office on 
plant problems and generally keep 
the industry informed of develop- 
ments during the year. 

He reported that as the result of 
observations made by committee 
members while participating in State 
Association work and by associations 
with smaller companies, it is apparent 
that one of the primary factors 
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which is lacking in the Independent 
industry is that of plant training. 
“These smaller companies,” he 
said, “need training help and the ma- 
jority of them are eager for it. A 
number of the larger companies con- 
duct plant schools and have adopted 
formal training programs. In some 
cases the smaller companies in ad- 
jacent areas have been invited to at- 
tend This not 
and will not solve the problem. It is 
the responsibility of the management 


these schools. does 


of each company, regardless of its 
size, to properly train its employes, 
particularly if good, efficient work is 
to be expected. In this connection, 
I would like to also mention the fact 
that we probably have not devoted 
enough time to selling the value of 
the company to the employe. Too 
many employes have yet to be given 
the serum which makes goqd service- 
That is 


our job as managers of telephone 


minded telephone employes. 
properties.” 

Commenting on Mr. 
Driggs said the subject is of major 


“Service,” 


importance to the telephone industry, 
yet about the only time it is mention- 
ed is in a rate hearing. 

“We, in said, 
“have only one item for sale. We 
don’t sell telephones, poles, crossarms, 
We sell 
We sell 
service in our own little area or com- 
pany and quite often we have not 
realized the part each company plays 


our business,” he 
wire, cable or switchboards. 


service and service alone. 
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in our world-wide telephone system. 
We sell service in our own communi- 
ties for a small monthly rate, yet any 
telephone in the area can reach prac- 
tically any telephone in the world in 
a few second or minutes. Keeping 
your plant house in order increases 
the value of the service. 

“1 would like to have you remem- 
ber one thing — The service can be 
no better than the condition of the 


plant over which the service is 
rendered.” 
Toll Dialing 

ECIL C. DONLEY, chief engi- 


neer of the Lincoln (Neb.) Tele- 
phone & Telegraph Co., told the 
U-S-I-T-A Plant 


“Customer toll dialing is about out 
oD 


Conference that 


of swaddling clothes.” 
“It’s a pretty husky youngster and 
pretty y young 
will grow up rapidly, much sooner 


“This 


newcomer is a very important de- 


than most expect,” he said. 


velopment in the telephone industry. 
Operator toll dialing has made and 
will continue to make important con- 
tributions to better toll service. Cus- 
tomer toll dialing will go even fur- 
ther, much further in this respect.” 

Mr. Donley reported that in 1952, 
of the 2.250 million toll and multi- 
unit messages, 455 million were cus- 
tomer dialed. Most of these were of 
the zone or short haul variety. How- 
ever. in one exchange, on an experi- 
mental basis, sufficient toll calls were 
handled to yield 


sig- 


customer 


MANAGEMENT 








nificant data. For example, the 
speed of service on customer dialed 
calls was 18.2 seconds; on opera- 
tor handled about 100 seconds; 95 
to 96% of the dialable calls were 
customer dialed. 

“Apparently,” he said, “the users 
like this service. A notable instal- 
lation of customer toll dial equip- 
ment initially intended as a trial or 
an experimental unit has now been 
made permanent, influenced, in part 
at least, by the reluctance of users 
to give up this new type of service. 

“It seems reasonable to expect that 
the customer dialable toll calls will 
increase as station-to-station is more 
and more used and, too, perhaps a 
mechanized means of handling per- 
son-to-person traffic is developed. In 
any case, the resulting improvement 
in service will lead to greater use of 
toll service which will swing the cost 
of customer dial equipment into equi- 
librium with manual handling costs. 

“If there is a point to this for 
those of us in the Independent field 
it is that in our future planning we 
should give consideration to this new 
development. Both toll and local ex- 
change plant is involved. The ob- 
jective, as you know, is to ultimately 
merge all local exchange and toll 
plant into one integrated system or, 
as someone has said, one multi-office 
area covering our country and Can- 
ada. When this is achieved, and I 
have no doubt it will be, telephone 
users everywhere will rightly expect 
this type of service.” 

Mr. Donley explained that local ex- 
change plans are concerned because, 
2-5 numbering is believed essential to 
successful customer toll dialing and 
extremely useful in operator toll dial- 
This involves 
rather than 
Transmission 


ing also exchange 


names town or. city 
requirement 
the 
contemplated extensive use of multi- 


In the past 


names. 


will be more severe due to 
switch alternate routes. 
the end links have provided the echo, 
crosstalk and singing margins lack- 
ing on the long low equivalent sec- 
tions. Under the new plan each part 
will be worked at its maximum effici- 
net loss. 


will be 


ency or lowest working 


Maintenance requirements 
more complex when operators are no 
longer present to assist by reporting 
faults. 

“If we are to participate in this 
new service,” he said, “proper plan- 
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ning for the future is imperative. | 
Even the arrangement necessary a | 
permit our customers to receive di- | 
rectly incoming dialed toll calls re- 

quires the institution of the 2-5 num- 

bering system at least for toll pur- 

poses. Customer toll dialing should | 
receive consideration in all new ex- 
change conversions, numbering 
schemes, exchange names and in the 
planning and construction of toll 
plant. 

“Of course, what a particular com- 
pany may elect to do is a matter to 
be decided by that company. 2-5 
numbering may be used on toll only 
or on both toll and local. In either 
case it is probable that drop back 
selectors or special switch trains will 
be required. Whether selectors with 
director access should be provided 
on new installations and major ad- 
ditions is a pertinent question in large 
exchanges. The answer to these and 
many other questions which may be 
encountered in connection with cus- 
tomer toll dialing, it seems to me, 
must rest on sound engineering econ- 
omy.” 

Mr. Donley emphasized the im- 
portance of securing the latest in- 
formation. 

“I appreciate,” he said, “only too 
well, the difficulty of doing this. Out 
Neb.) are just 
finishing a large operator toll dial 
It is not ar- 


home (Lincoln, we 
equipment installation. 
ranged for 2-5 numbering because 
when planned and manufactured we 
knew only of the first two letters of 
the town name plus 5-digit system. 


We do 


tor 


have selectors with direc- 


access and building — expan- 
sion space to provide housing later 
for the ticketing and other equip- 
ment required for customer toll dial- 
ing. To make information on oper- 
ator and on customer toll dialing 
available to the Independent opera- 
tors and manufacturers, our Associ- 
ation dial 


committees which, it is hoped, will 


has set up two intertoll 
regularly secure and issue up to date 
information. The publication and is- 
tribution will be through the Associ- 
ation’s Washington Office. I sug- 
gest you forward your questions to 
Clyde Bailey, our executive vice-pres- 
ident, or to Engineer, George Rich- 
ert.” 

Mr. Donley explained that each 
Bell System associate company has 
an intertoll dial committee. 


1953 TELEPHONE 


One of | 


ENGINEER & 





—<z 







® CUTS COSTS 


KATO light 
Pusable POWER 


ryour crews! 









KATOLIGHT has __ portable 
dolleys and carrying brackets 
making Katolight 
available to 
equip- 


available, 
Plants easily 
plug in_ time-saving 
ment such as light saws, 

man-hole heaters, and be 


- 





Flood or Spot Light 






drills, 

other electrical tools. Nee 
Gasoline models from 350 Chan Tree Saws 
Watt through 42 KVA. DC 

Models available 500 watt 


through 15 KW in standard 
voltages for continuous and 
standby service. 


Qrills ond Toole 





Also Multi-frequency 
Ringing Power Equipment 


WRITE TODAY 


KATOLIGHT corporation 


Box 491-18 Mankato, Minnesota 





Manhole Heaters 





— JUST A SAMPLE — 


of the Bargain Offers to be found in our 
Fall Stock List No. 37 just off the press. 
If you haven't one, write today—for it 
will save you money on supplies and 
equipment. 


#325 Simplex Pole Jacks $15.49 
Dicke Light Tackle Blocks 4.69 
Dicke No. 1 Buffalo Grips 1.39 
Lineman’s Bell System Wrench 1.49 
Klein 132-15 Wire & Sleeve 

Clamps : 2.45 
Cope Sag Gauge 98 
Buckingham Pole Climbers 4.95 
Ground Tents, Complete 49.50 
Shave Hook, Splicers 19 
Oshkosh 10’ Pike Poles 1.49 
W. E. Co. Terminal Strips ao 
Plymouth Rubber Tape, Roll AW 
Paraffin Drip Pans 1.23 
Wall Big Brute Furnace 5.00 
Kellem Cable Pulling Grips 39 
Men Working Signs . 4.70 
Bell System Dynamometer 59.00 
3/8” x 4” Lag Screws 2.25 C. 
Dillion Temperometers 3.95 
Manhole Guard Rails 6.95 
Furnace Wind Shields 1.59 
Waxed Cotton Sleeves 14 Ctn. 
Salisbury Line Hose 79 
Salisbury Insulator Hoods 1.98 
Hubbard 3 Bolt Guy Clamps.... 26.40 C. 


All merchandise listed above is new sur- 
plus, or good used material. Subject to 
prior sale. F. O. B. Chicago. 


LINE EQUIPMENT SALES 
The House of Bargains 


537 S. Dearborn St. Chicago 
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The choice of tree men 
for generations 





Pruner Head 


“TELEPHONE” TREE PRUNERS 


The very finest of tree pruners! Virtually un- 
breakable heads, selected spruce poles with 
positive locking, seamless aluminum joints. 
Simple, powerful action. No. 11-18, 1” ca- 
pacity, $16.00. No. 12-18, complete pruner, 
12" capacity, with 18 foot pole, $24.75. 
Extension sections available. 


4 POLE PRUNING SAW 


/ No. 20 SAW HEAD 
] Hand only $4.20 
| with 18 ft. pole $16.00 


16” needie-tooth saw blade fits in 3 
different positions. Extra large hook 
for pulling out loose branches. Paint 
brush holder. 








LOPPING SHEARS 


6 models to choose from. Cut up to 2” 
branches with ease. 


NEW, FINEST EVER 
PRUNING SAWS 


- t= 

im: = sil 

A new Seymour Smith development — the 
fastest, easiest cutters on the market. Com- 
plete line of 6 models covering all require- 
ments up to chain saw work. 


FREE: Send for full descriptive matter and 
aaa prices on all Seymour Smith prod- 
ucts for professional pruning and tree care. 


Seymour SmitH 





OUR 104th YEAR 





SEYMOUR SMITH & SON, INC., 251° Main St., Oakville, Conn. 
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| the principal functions of this com- 










mittee is to provide the information 
Independents desire on these subjects. 

Concluding his paper, Mr. Donley 
warned — “Don't sell Customer Toll 
Dialing short. The Independent in- 
dustry has an important part in this 
progressive step and as Red Barber 
says, ‘Progress is our most important 


product. ’” 


Technical Workers 


ISCUSSING the existing short- 

age of technical workers, T. De- 
Witt Talmage, U-S-I-T-A Plant Com- 
manager Cust- 
omers Training Kelloge 
Switchboard & Supply Co., Chicago, 
listed the following important phases 


mittee member and 


Program, 


of the manpower problem:- 

(1) There is little or no slack in 
Nation’s labor pool. 

(2) There is a critical shortage 
of technical and semi-techni- 
cal workers. 

(3) The short supply of technical 
workers will get shorter be- 

fore it improves. 

(1) The demand for technically 
educated men has outrun the 
supply. 

(5) The industry is in a_ period 
of fewer people to hire in 
the lower or beginning 
brackets. 

(6) The labor market is the tight- 
est since World War II. 

7) The 


and 


demand for technical 


semi-technical workers 
may double in the next 10 to 
12 years. 

(8) The telephone industry's prob- 
lem is recruiting capable 
workers in the face of active 
competition when the “pick- 
ings are lean.” 

(9) Many companies could profit 
by using more technicians in 


relation to engineering per- 


sonnel. 

(10) Companies should © stretch 
present manpower, if they can- 
not increase it. 

(11) Concentrated training can ac- 
complish in a few weeks or 
months, that which otherwise 
might take years to accomp- 
lish. 

(12) Vocational education boards 
can assist in schooling that 
will complement on-the-job 
telephone plant training. 

(13) Various Independent _ tele- 
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equipment manufact- 





phone 


urers sponsor customers’ 
training programs. 

In all successful training plans 
the plant employe’s supervisor 
plays a vital part. 

Competent, enterprising work- 


(14) 


ers and management indicate 


to bankers an able. stable 


telephone company organiz- 
ation. 

“The steady trend for telephone 
plants to become more technical and 
complex.” Mr. Talmage stated, 
“means that what considered 
minimum knowledge and skill for the 
plant man to have had in the past. 
now has to be revised to meet pres- 
ent-day standards and requirements. 
The job of increasing the plant man’s 
basic knowledge and usefulness is 


was 


one that with proper coaching, us- 
ually can be handled over a period 
of time. However, the problem quite 
often is made more urgent, if not 
more difficult. by the fact that the 
time available to get acquainted with 
new techniques and equipment is 
often limited. One answer to this, of 
course, is a concentrated training pro- 
eram which does, say. in a few weeks 
or months, that which might norm- 
ally take years to accomplish.” 
Reporting that the increasing need 
for telephone plant schools to bolster 
up and expedite on-the-job training 
is generally recognized, Mr. Talmage 
said the larger telephone companies. 
both Bell and Independent, are con- 
ducting systematic — training 
grams. Over 100.000 plant employes 
in the Bell System last year attended 


pro- 


training courses for an average time 
of 514 days each. Various state tele- 
phone associations are intensifying 
their efforts in staging plant demon- 
strations, clinics, and schools at their 
district and state meetings, as_ well 
as sponsoring longer — specialized 
training courses for companies who 
do not have organized training pro- 
crams. This does not mean that our 
telephone associations’ plant sessions 
in the past have been inadequate. 
but rather that it is timely to expand- 
such training work designed parti- 
cularly to be of assistance to the 
smaller companies. 

“The welfare of Independent tele- 
phone operating and manufacturing 
companies,” he said, “is closely 
bound together. For this reason, as 
well as the fact that the manufactur- 
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20" TELEFRAME © 


. a new concept in Distributing Frame Wire with these 
improved features at lower cost: 


* Superior insulation resistance 
¢ Unaffected by humidity 
¢ High Compression strength 
¢ Excellent resistance to abrasion 
¢ Easy to pull 
¢ Flame retardant construction 
¢ Non-fading colors 
¢ Non-fraying 


* No enamel coating to remove 


This wire is available in twisted pair and triple styles with 4422 AWG tinned 
copper conductors. Insulated with semi-rigid Plastite insulation color coded 
black and white or red and white for twisted pair; black, white and red for 
triple. Jacket is of transparent nylon. 


For low cost, easy handling, long service, use Whitney Blake 22 DFN 
Teleframe for all your distributing frame wiring needs. 


WELL BUILT WIRES WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT 
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Brano New! 


UTICA “Cushion Throat” 
holds short end of wire 
tight after wire is cut! 


It's simple but plenty effective! The 
cushion is tough, rubbery red Plastisol 
bonded right beside the cutting edge. As 
the pliers close, the cushion grips the short 
end of wire, holding it tightly. 

The “Cushion Throat” is specially 
valuable in electronics work...makes cuts 
inside chassis without danger of wire snips 
falling into set. Grips spring or hard wire 
too—safety feature keeps wire from flying! 
Order from your distributor! 


Only $1 list additional— applied 
to most UTICA diagonal or 
side-cutting pliers. 


EXCLUSIVE 
UTICA PATENT 


YTICA 


“Cushion Throat” 
Pliers 


UTICA (when refer- 
ting to hand tools) is 
a trade mark regis- 
tered in the U. S. 
Patent Office. 


* > 


DROP FORGE AND TOOL 


CORPORATION 


UTICA 4 NEW YORK 


IT PAYS TO BUY QUALITY TOOLS 


The world’s best tools are made in U.S.A. 
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ers of telephone apparatus have a 
vital and continuing interest in the 
satisfactory their 
manufacturers 
sponsor customer training programs. 
Usually this training is conducted at 
the to take 
advantage concentration of 
experienced in- 
structional manpower, demonstration 
facilities 
ices which materially aid in making 


performance of 


products, various 


manufacturer’s factory 
of the 
factory ‘know-how’ 
and other supporting serv- 


the school effective as well as keeping 
the time required for learning down 
to a minimum.” 


Explaining that most of the manu- 
facturers’ schools naturally have per- 
tained to the proper care and opera- 
tion of major products such as central 
Mr. Talm- 
may last from 
a few days to 10 weeks or more de- 


office switching systems, 
age said these courses 


pending upon the objectives of the 
course, type and amount of apparatus 
studies, and other variable factors 
such as the background of the stud- 
ents and the size of the class. 

’ he said, “that 
a technician can be trained in a few 
weeks or months, if he has aptitude 
for the work, by breaking the work 


“Experience proves,” 


into a systematic series of steps or 
parts and training the worker so he 
is an expert on one particular part 
or phase of the work. However, some 
| training attempt 
to turn out a finished or completed 
those further 
training on the job then continues 


programs do not 


‘product.’ In cases, 
under the guidance of the employe’s 
foreman or supervisor. The training 
in this case gives the employe a ‘fly- 

| ing start’ on his work, and he is thus 


/encouraged to use his training and 


knowledge.” 
Mr. Talmage pointed out that in 
all successful training plans the plant 
employe’s supervisor plays a very 
vital part in developing each indi- 
vidual to the fullest practical extent 
to attain maximum job effectiveness. 
Consequently, training programs are 
| held by many companies for plant 
supervisors. These courses include 
such basic subjects as vocational in- 
conference lead- 
relations, planned 
supervisory 


'structor training, 
human 
‘supervision, planning 
|jobs, planning a job, and safety-on- 
'the-job, an understanding of which 
| obviously facilitates the teaching and 
| development of plant technicians and 
craftsmen. 


ership, 


“It is important,” he said, “that we 
realize that this shortage situation 
is not going to take care of itself. 
There is at least one logical answer 
for employers facing this experienced 
manpower shortage problem, and 
that answer is to use the help avail- 
able to the best possible advantage. 
We must re-examine our entire job 
situation and (1) try to find ways 
and means of economically develop- 
ing our plant employe’s job know- 
ledge and skills and (2) put each 
trained person in a position which 
will permit him to use everything he 
has to offer to battle rising plant 
costs and keep the plant construction 
and maintenance work on schedule to 
meet the pressing demands for more 
and better telephone service.” 

In his closing remarks, Mr. Tal- 
mage emphasized that the Independ- 
ent telephone industry —- manufact- 
urers and operating companies alike 

have a well-deserved reputation 
for meeting their problem in a real- 
istic and effective fashion. 

“The portents of coming events,” 
he said, “leave us no. choice but to 
keep up the good work if we expect 
to retain and make even more secure 
our hard-earned position in the tele- 
phone picture. A progressive and 
foresighted program based on facts 
and the use of well-trained employes 
will make the going smoother, more 
acceptable to our subscribers, and 
more profitable. Need we ask for a 
better set of reasons to justify the 
continuation of our taking part 
in systematic plant training pro- 
grams?” 

Helping Small Companies 
UTLINING the job the telephone 


industry has done in Nebraska 
in assisting many of the smaller 
companies in making and financing 
needed plant improvements, James 
L. Morrison, secretary-treasurer of 
the Nebraska Telephone Association, 
Lincoln, said, the help furnished has 
been more than advice and counsel: 
It has included active promotion, 
engineering assistance 
when lines were being rebuilt, use of 
tools and other equipment, and a 
host of other practical aids. 

“T wish,” he said, “that we had 
a magic formula for preserving and 
strengthening free enterprise in the 
telephone industry, but none exists. 
The results accomplished have come 
from hard work, miles of travel, long 


assistance, 


1958 TELEPHONE ENGINEER & MANAGEMENT 





hours, and much patience. Our com- 
panies are slowly converting to dial 
operation and the conversions will 
run at a high rate for the next sev- 
eral years. Still, there is much that 
remains to be done and our efforts 
are continuing.” 

Mr. Morrison explained that as a 
part of the industry’s over-all pro- 
gram of mutual cooperation to pro- 
vide and maintain better telephone 
service, Nebraskans have been work- 
ing with plant training ideas and 
methods. 

“We have made experi- 
ments,” he said. “We have been en- 
couraged by what we have seen and 
done and it is my purpose to bring 
to you our thoughts on plant train- 
ing, what we have done about it, and 
our hopes and plans for the future.” 

Discussing the four plant training 
meetings sponsored in May, 1953, by 
the Nebraska Association, Mr. Mor- 
rison stated the following system was 
used at each meeting: — 

(1) Instructors prepared and de- 
livered a four to five-hour lecture 
and demonstration on “Testing, Lo- 
cating, and Repairing Trouble in 
Subscriber Station Equipment.” Ord- 
inarily such a course would require 
up to 40 hours. 

(2) At the beginning of each meet- 
ing a 3 page outline of the material 
to be covered was furnished to each 
man in attendance. The outline was 
designed to aid the listeners in fol- 
lowing the course and later provide 
suitable reference material. 

(3) The instructors lectured with 
the aid of blackboard drawings and 
demonstration equipment. The equip- 
ment consisted of a portable unit 
upon which two telephones were 
mounted. These telephones were 
wired through a number of key 
switches, the use of which enabled 
the instructor to throw various cases 
of trouble into the sets. A public 
address system was installed in order 
that everyone might hear the reac- 
tions obtained when the instructor 
began testing for the type and loca- 
tion of the trouble. 


some 


“This type of presentation,” Mr. 
Morrison said, “was well received 
and seemed to be effective. We did 
not attempt to do a thorough job in 
such a short time, but we did try to 
stimulate thinking and offer practical 
help. We also were trying to stimu- 
late a demand for more training. 
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Thorughout the sessions many men 
took notes and asked a number of 
questions. Some difficulty was en- 
countered because of the wide var- 
iety of type and make of sets which 
are in use, but-the instructors did an 
excellent job of confining themselves 
to general principles. There was no 
indication that the material was too 
deep, too technical, or too vague.” 


Mr. Morrison reported that the 
Nebraska Telephone Association is 
charting a program for the winter 
months. It hopes to offer schools in 
at least six different areas. The asso- 
ciation will obtain meeting sites, 
provide materials if needed, and ar- 
range for equipment or other appar- 
atus. Emphasis will be placed upon 
the practical application of the ma- 
terial presented. The number per- 
mitted to attend a particular course 
will be regulated in order that each 
man may receive the maximum bene- 
fit. Instructors will be qualified and 
will be given an oportunity to det- 
termine whether or not each appli- 
cant has the necessary basic quali- 
fications to enable him to keep up 
with the course. There will be no 
charge for the training. The Associ- 
ation hopes that an appropriate certi- 
ficate can be presented to each man 
who successfully completes a course, 
and the association will maintain per- 
manent records so that training may 
be certified to employers. 

“It is a program,” Mr. Morrison 
said, “designed to help as many peo- 
ple as possible, in even the remotest 
corners, providing they are willing 
to help themselves. From information 
we have obtained it appears that an 
increasing amount of the expense 
dollar of the larger and medium size 
companies is being spent for main- 
tenance. This provides some indica- 
tion of the degree of importance 
these companies attach to proper 
maintenance of their telephone plant 
in the interest of furnishing depend- 
able, economical and satisfactory 
telephone service. 


“The interest manifested in our 
training activities by Nebraska com- 
panies regardless of size has shown 
that our Independent telephone peo- 
ple are ready, able and willing to do 
the needful in order to obtain the 
training necessary for proper plant 
maintenance. —T'o Be Concludede in 
the Nov. FORTNIGHTLY TELEPHONE 
ENGINEER. 


START 


NEW 


Telephone subscribers like fo use tele- 
phones equipped with Koiled Kords. 
This is one of the best reasons why 
more and more independent tele- 
phone companies are specifying 
Koiled Kords as standard equipment 
on new phones. 

Koiled Kords make sense on tele- 
phones. They don’t kink, are much 
less likely to catch or break. Damage 
to equipment falls off sharply when 
Koiled Kords are used. 

The simplest way to have your tele- 
phones equipped with Koiled Kords is 
to buy them with Koiled Kords 
already attached. Follow the trend 
towards Koiled Kords as standard 
equipment by specifying them for all 
new telephones. 

Remember, it’s your business to give 
good service. Use Koiled Kords to 
help keep customers satisfied, keep 
maintenance costs down. Koiled 
Kords for replacements are also avail- 
able from independent telephone 
suppliers trimmed to fit all standard 
hand sets. 


Kolled. Kords 


'NCORPORATED 


ARRAS 


BOX K 
NEW HAVEN 14, CONN. 
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‘Small Company Talk 


By BILL CORMAN 


I, NEIGHBOR! Not long ago | 

received a very thought provok- 
ing letter from a young man who has 
had 13 years experience in the plant 
department of one of the larger tele- 
phone companies and who has de- 
cided that he wants to buy a small 
Independent and, as he says in his 
letter, “to get into the business be- 
cause I think I have something I can 
give to continue building the Inde- 
pendent business to the highest stand- 
ards.” 

But he has run into some difficulty. 
Quoting again, “My major complaint 
is the insincerity of the people who 
claim they want to sell their plants. 
The other complaint is the refusal of 
the people who want to sell to face 
the fact that their plants are finan- 
cially too large for a young interested 
fellow to buy outright and their re- 
fusal to offer some help in getting 
young people into the business.” 

What he has said there, what he 
has implied, and what causes the sit- 
uation is something that has given 
me cause to make statements along 
these lines in previous articles. It is 
a situation I have decried before, but 
have given few if any answers to the 
problem, if, indeed, there are answers. 

The problem of going into business 
for yourself in the telephone industry 
is getting harder and harder all the 
time. That is something I have said 
before, and the young man’s letter 
gives it specific point. The per sta- 
tion cost of building a telephone ex- 
change, and the minimum require- 
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Many Problems Confront The Prospective 


Purchaser Of A Small Company 












“The problem of going into business for yourself in the 

telephone industry is getting harder and harder. Per 

station costs and minimum requirements have risen several 
fold in the past several years.”’ 


ments as to income of a going tele- 
phone company have risen several 
fold in the past few years. In dollars 
and cents, it can be said this way. 
If you are going into the telephone 
business now, and have, say, a po- 
tential of 400 stations, it will cost you 
from $120,000 to $200,000 to build 
those 400 stations and all the allied 
lines and equipment. And unless you 
have that money in sight, or know 
where you can get it, you are in rough 
water before you even get started. 
And few, if any, young men that I 
know have that kind of cash or 
credit. 

Another angle of the same _ prob- 
lem is this. Let’s assume there is a 
small run-down telephone company 
of 300 stations that is for sale at, for 
sake _of argument, $15,000. Let’s 
further assume that there is a po- 
tential of 500 or 600 stations, pro- 
vided the service is expanded and 
improved. Now what is involved for 
a young man who has saved up some 
money going in and buying that 
company ? 

“The Down Payment” 


H* FIRST problem is how much 

has he to pay down on the 
$15,000. And here one of the facts 
he must face is this. Everything that 
he does not pay down will have to 


be paid out of his own salary income 
from the company the company 
will not be able to pay it off for 
him, even if it is spread over several 
years, and especially if the amount 
is very much, for all of the spare 
cash that the company has will be 
needed for improving and expanding 
service. And not only all the cash that 
the company has, but a lot more be- 
sides. 

Anyone who buys a telephone com- 
pany with the idea of paying off the 
purchase price out of earnings from 
the company has started on the wrong 
foot. Because if he has to take all of 
the extra cash that is left over after 
direct expenses are paid to pay off 
the purchase price, his subscribers 
are going to become more and more 
dissatisfied, his potential but unserved 
customers will become more and 
more urgent in their demands for 
service, and his personal satisfaction 
in owning and running his own com- 
pany will diminish to the vanishing 
point when he has to keep telling 
these people, “No,” over and over 
again. 

The point of all of this is — no 
purchaser should put himself into a 
financial straight jacket before he 
even starts operating. If, every time 
you meet one of your townspeople on 

Please Turn to Page 82 
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(P| STRANDLINK 


folate. 






available 
ecccccccccccece in three €&)) sizes— 
for all grades of 
Tigelile, 






e@eeeeece STRANDLINK 


Field performance over two years 
now confirms original test claims 


for this Reliable method of splic- 
ing and dead-ending steel strand 
messenger, static and guy wires. 


g eececccosecs STRANDVISE Coececccccccccos 


VY ‘Installed Costs” go down as guys go 
up fast, safe and sure. The feed-thru 
Strandvise, at anchor eye, permits all 
degrees of tension. Slack guys are 
tightened in ‘’no time”. 


V The greater the load, the tighter they 
hold. Gripping jaws do not damage the 
zinc coating of the strand. The Preece 
Test supports this claim. 





V Shaking and vibrating of even a slack 
guy does not loosen the grip of the jaws 


To 6 ASK FOR © ooo ooo if there was real original tension. 
1. Detailed Test Reports / 


2. Actual Sample For Examination 

3. Prices — without obligation Easy speed makes a splice or dead-end 
with this Reliable method. Most cable 
spinning machines pass the Strandlink 
with ease. Some require only that trac- 
tion rollers be opened. 





For 4", Ve” and ¥" strand. 


Telephone Protective and RELIABLE ELECTRIC COMPANY 
Terminal Equipment for all 3145 CARROLL AVENUE 


Station, Line and Central 
Office Needs. CHICAGO 12, ILLINOIS 





OVER 45 YEARS SERVICE TO THE TELEPHONE INDUSTRY 
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HUBBARD 











<k tao ta ata eee 


Hot Galvanized 





No. 7125 








No. 7235 Lag and Plate 
No. 7236 Detachable Step 








The Plate is attached to the pole by 
means of a single special lag, and a 
nail to keep the plate from turning. The 
step is slipped over the head of the 
lag and removed when the job is done. 







Four or five Hubbard Detachable Pole Steps at the bottom of 
the pole discourage unlicensed climbing. For the upper pole, 
Hubbard Pole Step No. 7125 has gained well deserved popu- 
larity. Made of new Open Hearth Steel, it is regularly tested 
for strength far in excess of any possible human load. It has 
fetter drive threads and a drive head for easy driving without 
bending or injury. The Pole Step provides ample foot room, 
and a marking ring indicates correct driven depth and forms 
a tight seal against water seepage. Both Steps are universally 
used by the largest telephone companies. 
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OVERHEAD 
Cable Suspension Material—Wireholders 
Pole Seats and Balconies—Clevises 
Braces—Drive Hooks—Messenger Dead 







terial~Pins—Clamps—Guards—Stubbing 
Bands—Guy Protectors—Guy Clamps 
PoleStruts—Clips—Straps—Hangers 
Carriage Bolts—Rings—Transposition 
Brackets—Eye Bolts—Pole, Corner and 
House Brackets—Guy Hooks—Strain 
Plates—Storm Guy Straps—Lags—Ma- 
chine and Hubeye Bolts—Sidewalk Guys 
REA Telephone Hardware 


UNDERGROUND | 
Cable Racks—Manhole Ladders and Steps 
Pulling-in Irons—Expanding Anchors 
Cable Shields—Screw Steelwing Anchors 
Anchor Rods—-Ground Rods and Clamps 














HUBBARDaxyo» COMPANY 


OAKLAND, 







PITTSBURGH CHICAGO CALIFORNIA 
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Ends—Extension Arms—Long Span Ma-’ 








the street, you know he wants some- 
thing or is going to complain even be- 
fore he opens his mouth, and if you 
have to stay awake nights wondering 
how you are going to pay the bills at 
the first of the month, there is little 
if any satisfaction in running a tele- 


phone company. 


Very well, so we want no financial 
straight jackets. How is a young fel- 


\low to ever get started on his own 


business then? He has to have help of 
course. And where is that help to 
come from? My correspondent seems 
to think that the people who presently 
own the property he wants to buy 
should be willing to help. Well, may- 
be they should and maybe they 
shouldn't. The very fact that they 
are contemplating selling means that 
they want to get out of the tele- 
phone business, or that they want 


| their money for something else. The 





kind of help my friend seems to 
want from them would neither get 


'them out of business nor get them 


their money. And even if they would 
offer it to him, liberal “‘terms” on 


| the sale would be doing him no favor. 


About the only favor he can con- 
scientiously ask from the people he 


| buys from is not to “stick” him on 





| more 
|sources. What sources? Let’s go at 


|should I go about it? 
would try to use, at least generally, 


the amount of the sale price, or at 
least agree with him on what is a 
fair price to both parties. He should 
no more expect a gift than they 
should expect several times the ac- 
tual worth of the property. 


Evaluation Pointers 


ATHER THAN from present own- 
ers, it would be my thought that 
the help a young fellow needs should 
logically come from other 


it like this. Let me suppose that I 
were starting out to buy a telephone 


| company to operate, and that I were 


in my correspondent’s shoes. How 


I believe I 


the following plan. 
Locate some companies that are 


for sale, and then try to evaluate the 
relative desirability of them — that 


'is. which is the best, next best, etc. 





Personally, in this evaluation, I 
would put major emphasis on how 
good the town and_ surrounding 
area is, and on how good the poten- 
tialities for future growth are, rather 
than on how good the telephone plant 
is, for the chances are that in most 


companies for sale the plant is in rel- 
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atively bad shape anyway, and 
whether it is just simply bad or ex- 


tremely bad makes no difference in | 


the long run. In fact, if the plant 


has to be torn down and replaced. | 
the less there is of it, the less it will | 


cost you to get it out of the way. 


I believe I would then concentrate | 


on what I thought was the best one 
until, for one reason or another it 


has been eliminated (too large to | 
handle — price out of reason, etc.) | 
and then concentrate on the next best. 


When I had picked out what I con- 
sidered the best one, I would get one 
of my friends in the business who 


knows something about inventory | 
and appraisal procedures and get him | 
to spend say a_ half-day riding | 


around over the property and ask him 
for a rough estimate of the depreci- 
ated original cost. This will give at 
least a rough idea of the value, and 
sort of a starting point for bargain- 
ing over the price. 

My next step would be to evaluate 
as carefully as possible a five year 
construction and expansion program. 
How many phones can I gain? How 
much of the existing plant will I have 
to replace? How much new plant will 
| have to add? Will I have to have a 
new switchboard? Even if I don’t 
have to have one, would it be better 
to go ahead with plans for one? And 


on down through the list. When I | 
had all of this information down in | 


fairly detailed form, I would take it 
to one of my friends in the account- 


ing department and get him to apply | 
some present day material, labor and | 
overhead costs to my information | 
to see how much it will cost. And | 
with his help, I would prepare a | 
prospectus for the five year period: | 


A statement showing how the balance 


sheet will look at the end of each year | 
for five years, and another showing | 


the profit and loss statement for 


each of the five years. It is an ex- 
cellent idea to prepare detailed sched- | 
ules, or supporting statements, show- | 


ing the basis on which each figure 


was determined. Each figure in both | 
of these statements will be based on | 
either a guess or a decision or both, | 
and these should all be noted care- | 


fully for future reference. 


When this job is finished, it will | 


furnish a large amount of informa- 
tion. It will tell about how much 





For Easier Installation 


eee GREATER HOLDING POWER 


USE 


HANCE Alchoor 


SCREW ANCHORS 


The famous Chance “Blackfoot’’ Screw Anchor has 


a more accurately pitched, faster cutting blade than 


any other type of screw anchor. The method of 


manufacture—rod and helix are formed sepa- 
rately and then double arc welded together— 
puts no limitation on the pitch of the helix. 
Every size anchor is individually “pitch 
controlled” for fastest installation and 


greatest holding power. 


This method of manufacture also permits 
a small hub that creates less friction 
and means easier installation. The small 
hub also reduces earth disturbance 
during installation and increases the 


holding power of the anchor. 


Csa-7B 


Vou know 113 FLIGHT when you spectiy CHANCE 


A-B-CHANCE CO- 


CENTRALIA, MISSOURI 
SAN FRANCISCO, CALIFORNIA 


money will be necessary. It. will 
y ANCHORS © GUYING FIXTURES © LINE CONSTRUCTION TOOLS ® CONDUCTOR CLAMPS 


Please turn to page 86 GROUNDING EQUIPMENT ® HOT LINE TOOLS @ HIGH VOLTAGE SWITCHES ® CUTOUTS 
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With one quick zip, this ‘‘gun’’— developed 
jointly by Bell Telephone Laboratories and 
Western Electric—wraps wires on telephone 
equipment so tightly that solder isn’t needed. 
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BOUT THREE-QUARTERS ACTUAL SIZE 





Now, for example, 36 terminals can be connected quickly 
and easily even in the small space provided in the relay 
above. That leads to savings in our job as manufacturing 
unit of the Bell System. 






It’s new tdeas 


like this... 
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doesnt solder 
any more... 











At Western Electric, where we make a billion wired con- 
nections a year, this new method speeds production and 
cuts costs. Such savings help to hold down the cost of tele- 
phone equipment—and in turn help hold down the price 
of Bell telephone service. 
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Such small units are multiplied thousands of times in dial 
switching systems made by Western Electric...and the new 
solderless connections are being used to make other Bell 
telephone equipment also. 


...constantly being applied at 
Western Electric, that help your 
Bell telephone company in its 
battle with rising costs. And 
that’s one reason why your Bell 
telephone service has gone up 
in price so much less than most 
other things you buy. 
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The development of telephony depends, on countless individual 
contributions from every part of the industry. 


The new solderless connection method has tremendous 
potential. It is made possible by the new wire-wrap tool 
developed jointly by Western Electric and Bell Telephone 
Laboratories. In order to make this tool available to the entire 
telephone industry—and industry in general— 

tool manufacturers are being licensed to produce it. 


Western Electric publishes advertisements like “Sally doesn’t 
solder any more” in selected general magazines to inform 

the public about developments which hold down costs 

or help provide better telephone service. 
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Small Company Talk 
Continued from page 83 

eee ee © © © @ @ 
give a rough idea of where that 
money must come from — equity 
(investment by the owners); debt 
(borrowing from others); profits. 
It will probably indicate, at least 
roughly, if and how much of a rate 
increase will be necessary. 
Type of Organization 

T THIS POINT I should give 


consideration to the type of or- 


epee mee 


Why: the Hub 







@ The illustration shows how the 
hub of the Neale Spinner wire spool is 
tapered and how Neale lashing wire is wen tn, 
coiled—so it will fit on this tapered hub 
This design prevents 
reverse pay-out and back-lashing, and is 
your assurance of fool-proof operation. 


only the right way. 


Though not recommened, it is easy to 
modify lugs for wire coiled on straight 


hubs. 


See Your Jobber 


FE pINNING 
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CABLE SPINNING 


yon gk er Company — 
100~ 3100 TOPEKA AVE. 


ganization —— proprietorship (sole 
owner) ; partnership; or corporation 

- and again my personal preference 
would be for the corporation. If 
any considerable amount of bor- 
rowed money is contemplated, the 
lender will probably insist on incor- 
poration anyway. In a corporation, 
there are three principal types of 
capitalization —- common stock, pre- 
ferred stock, and long term notes or 
bonds (debt). 


loans should be strictly avoided un- 


Short term notes or 


less they are comparatively very 


is Tapered! 


Lashing Wire 
Coiled 3s = 
to Fit Taper : 
Taper Formed. 
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FOR BEST RESULTS 
...use Neale lashing wire, 
coiled to fit the tapered 
hub. Every type and qual- 
ity available. 












234 
TOPEKA, KANSAS 





small, or unless they are of the “con- 


struction loan” type — a special- 
ized type of short term bank loan 
whereby the bank advances money as 
it is needed during the construction 
period with the idea of refinancing 
either by stock or long term notes or 
bonds at the time the short term notes 
come due. 

The common stock is the voting 
stock. Whoever controls the common 
stock controls the company in nor- 
mal circumstances. Dividends have 
either maximum or minimum fea- 
tures — that is, a company can pay 
as large common dividends as it 
| makes the money to pay, but it does 
not have to pay any. Common stock 
is part of the equity investment in the 
| business. 

Preferred stock is usually non- 
| voting — that is, whoever owns it 
|usually has no voice in the running 
‘of the business. Dividends however 
|are usually specified as to amount, 
|and these must be paid each year. 
| Dividends on preferred stock must 
| be paid before dividends on common 
stock can be paid. If preferred divi- 
|dends are not paid, there is usually 
a cumulative feature which provides 
| that they must be paid later; also, if 
‘the non-payment of preferred divi- 
'dends continues over an extended 
| period of time, the preferred stock- 
'holders, through another usually in- 
'cluded_ provision, become voting 
| stockholders. Preferred stock is also 
part of the equity investment in the 
| business. 

Bonds are simply evidences of 
money which the corporation has bor- 
rowed. They have no vote, of course, 
unless the company defaults and the 
bondholders foreclose. Bonds receive 
interest, which also of course, must 
be paid each year; and most bonds 
have some retirement features re- 
quiring that so much be paid off or 
put into a sinking fund each year. 
| Bonds are part of the debt investment 
‘in the business. 





I would now try to work out what 
sort of capital structure my corpora- 
tion will or should have — how 
/}much common; how much, if any, 
preferred; and how much, if any, 
| bonds or debt. Your own money, of 
course, all you can get to put into the 
| business, will be common _ stock. 
How much more common you need 
| to sell, and how much preferred and 
| bonds need to be included, will be 
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determined by your figures, and by 
the agency you borrow from. Most 
private lenders will not go over 60% 

that is, supposing your total capi- 
talization (common, preferred and 
bonds) must be $100,000.00, private 
lenders will usually require about 
40 to 50% equity (common or pre- 
ferred or both together), meaning 
that they will lend you $50,000.00 
to $60,000.00. REA will go as high 
as 80% perhaps shaded some one 
way or the other depending on the 
circumstances. Thus on $100,000.00 
capitalization, you would need about 
$20,000.00 in common and preferred. 
and REA would lend you about 
$80,000.00. The arguments pro and 
con on private money versus REA 
money [| will not go into here, leav- 
ing that up to the individual directly 
concerned. 


Raising The Equity 

Y NEXT STEP would be to get 

some idea if I could raise the 
necessary equity, whatever I decided 
the amount should be. This means 
finding someone willing to invest 
their money in your telephone com- 
pany for common or preferred stock. 
If I ran into some difficulty here, 
I might worry about it some, but it 
wouldn’t stop me. Remember that 
you are working on a five year pro- 
gram. All your needed money does 
not have to be in hand the first year 
under some plans you could work out, 
under others, it would. 

Now I would again contact the 
owners of the company I was con- 
templating purchasing, and try to 
make a deal with them — agree on 
the amount of the price and how it 
is to be paid, etc. It may be that they 
will be willing to take some common 
or preferred stock as partial payment. 
Whatever deal can be worked out, I 
would ask for an option on the pro- 
perty, and I would certainly let my 
lawyer write or approve the option 
before I signed it. 

After you get the option, you can 
really get down to cases. Bring your 
figures all up to date by making a 
thorough study of your future com- 
pany. 

Make a thorough commercial and 
plant survey, and get some of your 
friends in the commercial and plant 
or engineering departments to help 
you. Contact prospective lenders, 
show them your picture and find out 

Please Turn To Page 102 
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| tight, sound guying. Proved by years of successful 
| use with expanding, cone, and screw anchors. Write 


| now for prices on Thimbleye Rods (¥-34” diam., 





Avoyelles Tel. Co. 

REA HAS approved a $350,000 
supplemental loan for the Avoyelles 
Telephone Company, Cottonport, La. 
The loan funds will cover increased 
construction costs involved since the 
first loan of $404,000 was approved 
in Mar., 1951, and will finance the 
construction of 50 miles of additional 
line and other facilities to furnish 
modern to 457 subscribers 
not provided for in the first loan. 

Eight automatic central offices will 
be constructed, additional commercial 


service 


OLIVER 


office facilities will be provided, and 
improved and expanded central of- 
fice equipment will be installed in 
the existing central offices. With the 
two REA loans, the borrower plans 
to construct a system consisting of 
315 miles of line. This will be located 
at Mansura, Moreauville, Plauche- 
ville, Simmesport, Cottonport, Mang- 
ham, Big Cane and _ Bordelonville. 
As a result of both REA loans, the 
company will be able to serve 2,551 
subscribers including 1.596 now with- 


out telephones. 


Thimbleye Anchor Rods 







give you 


STRONGER guy 


BER 
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GALVANIZED COAT 
stops rust 


“Thimbleye” makes slack pulling easy; assures 


5-9’ lengths), and our full stock of Oliver 


Pole Line Hardware. 


Recommended and sold through our distributors 










BURR-FREE THIMBLEYE 
won't cut strand 


STURDY SHANK 
takes tremendous load 





ACCURATE THREADS 
insure firm grip 


CLEANLY-TAPPED NUT 


holds securely 










<p ELECTRIC | 
AUTOMATIC RY ELECTRIC 





® 


Distributors in U. S. 


and Possessions: AUTOMATIC ELECTRIC SALES CORPORATION 


Export Distributors: International Automatic Electric Corporation 
1033 West Van Buren Street, Chicago 7, U. S. A. 
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Conducted By JAY G. MITCHELL 


Question: The company has re- 
cently bought me a fine universal 
tester for use in the maintenance of 
this company’s telephone system. We 
have one common battery office in 
the county seat and three smaller 
magneto offices in neighboring towns. 
The common battery equipment ts 
still giving good telephone service but 
the experienced man, employed by 
the company for many years, has 
moved to California and his former 
position has been given to me. I find 
that | have many things to learn and 
welcome the technical articles and 
advice that is found in TELEPHONE 
ENGINEER. At this moment I am 
puzzled to make an application of the 
decibel scale of the new testing in- 
strument. The other scales check out 
fairly well for us but a little help on 
the decibel scale and the way it is 
used will be very much appreciated. 

Answer: The original inquiry is 
reproduced to serve as the introduc- 
tion to the following continuation of 
the previous installments on this sub- 
It will be recalled that in the 
previous last installment an imagi- 


ject. 


nary telephone line, consisting of four 
different line 
described. — In 


sections each one of 


characteristics, was 
this imaginary telephone circuit line 
losses were set up so that the original 
input-of transmission power at one 
terminal was 100 watts and the out- 
put at the other terminal of the imag- 
This 


condition, which it must be remem- 


inary circuit was 63.9 watts. 
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In this issue Mr. Mitchell continues the 
discussion of the decibel calibration of 


the multitester. 


bered is entirely imaginary and illus- 

trative of one set of facts only, re- 
100 

sulted in a power ratio of 1.565 

63.9 

for the entire circuit. 

Now a power ratio of 1.565 corres- 
ponds to a transmission loss or gain 
(in this case a loss) of 1.9451 deci- 
bels as stated. 

If the individual segments of the 


imaginary telephone circuit are simi- 


larily considered the results are as 
follows: 
100 
First Section power ratio ———' 1.111 
90 


a loss of 0.4571 decibels 


90 
Second Section power ratio ——— 1.111 
81 
a loss of 0.4571 decibels 
81 
Third Section power ratio ——— CF ii 
72.9 
a loss of 0.4571 decibels 
72.9 
Fourth Section power ratio ——— 1.141 
63.9 


a loss of 0.5735 decibels 


Now if the losses in decibels in the 


several sections of the imaginary tele- 
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phone circuit are added together the 
result should be the loss in decibels 
as computed for the entire circuit. 
This is shown as set out below. 


First Section 
Second Section 
Third Section 
Fourth Section 


0.4571 decibels 
0.4571 decibels 
0.4571 decibels 
0.5725 decibels 


Total Circuit 1.9438 decibels 
(Compare with 1.9451 above) 


In other words the use of the 
decibel method involves only addi- 
tion when the data as to the trans- 
mission components are known. If 
they are not known the decibel meth- 
od offers the possibility of listing 
transmission losses or gains for in- 
dividual components and parts of 
telephone plant for ready reference 
and for easy application in the in- 
itial rough blocking out of new con- 
struction to meet predetermined trans- 
standards. Without a 
scheme like the decibel method the in- 
dividual the 
components of a transmission circuit, 


for 


mission 


efficiencies of several 
have to be 
after the 
basic efficiency data had been la- 
boriously computed. 

In order to illustrate this marked 


illustration. would 


multiplied in succession 
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superiority of the decibel method it 
is sufficient to make an illustration 
of the imaginary telephone circuit 
which was described in the illustra- 
tion given above. To begin with the 
computation it will be necessary to 
have a knowledge of the proportion 
of transmission loss in each distinct 
component of the entire circuit. This 
we have but the factors to be applied, 
which are the same as those used in 
the decibel computation, of course, 
would be difficult to determine ini- 
tially. Assuming, however, that they 
are available the operation would 
be as follows: 


Loss in First Section 10% of the input 
Power 

Loss in Second Section 10% of the input 
Power from Section 1 

Loss in Third Section 10% of the input 
Power from Section 2 

Loss in the Fourth Section 8.77% of the 

input Power from Section 3 


this basis 


The 
would be as follows: 


1x 09 x 09 x 0.9 x 0.877—0.639 

100 watts x 63.9=63.9 watts as ob- 

tained by adding the decibel losses for 
the four sections together above. 

It is obvious that the first method 


is simpler and in the case of an in- 


computation on 


volved situation would be much to be 
preferred. 

It is possible to compile data show- 
ing the permissible loss, on an aver- 
age basis, for each component of the 
equipment and plant required for 
telephone communication. 
troduces the thought of determining 


This in- 


the loss (or gain) resulting from the 


insertion into or withdrawal from 
any communication circuit of an item 
of plant or equipment. This sentence 
must be read very carefully because 
an understanding of this statement 
is essential. The ratio of the Powe 
in the load of a telephone circuit, for 
instance, when a portion of the cir- 
cuit is entirely removed from it to 
the Power in the load when the same 
item of equipment or plant is rein- 
serted is the Power Ratio that de- 
termines the loss in decibels duly 
chargeable to the item of plant or 
equipment that was removed and re- 
inserted. Because telephone voice 
carrying currents are of low strength 
and for other reasons it is impossible 
to devise a wattmeter that can be 
used to measure them. However they 


can be measured more or less direct- 


ly. This is done by measuring the 


voltage in a circuit that presents a 
constant known impedance. This is 


Please turn to page 90 
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HOW TO HANDLE 


ANGRY 
SUBSCRIBERS 


By DAVE MARKSTEIN 


Look At The Question From His Point Of View 


After all, you think you are in the right in most disputes with 
customers. Even if it’s been your experience that the customer 
is in the wrong at least ninety percent of the time, that is no 
excuse for handling him as if he were altogether wrong. Remem- 
ber that there is always some right—even if there is only a tiny 
grain of it-—on the customer’s side. 

Keeping that in mind allows one to take his point of view. 
Looking for the ground on which he is right—as he spills his 
woes--allows you to see the whole thing from his standpoint. 
And that is an important step in reaching an agreement which 


will be of benefit to both of you. 


Then, Try The “Yes .. . But” Trick 


A flat “no” answer, or a bald contradiction of the angry 
customer's statements, has one result. Nine times out of ten—it 
makes him boiling mad. Failing that, it at least solidifies his ideas 
because, by making him come to the defense of his statements, it 
convinces him they have merit. The “yes . . . but” technique is 
simple. You agree with what the customer says by telling him. 
“T can see what you mean .. . but” or “yes, what you say is very 
true ... but there is this to consider”; or “you may be correct . . . 
But let me just point out to you that.” 

In using this trick, you take the raw, sharp edge off the 
statement you are about to make in disagreeing with his stand. 
You mollify him by seeming to agree. Then, launching your 
counter-attack from the springboard of the “yes . . . but” answer, 
you are in a position to make the irate customer see your side 
without prejudice. 

The “Yes ... but” method can’t be beaten as a way to turn 
the customer’s wrath, and smoothly tell your own story while 
appearing to sympathize with what he has said. 


Next, Look For a Spot of Agreement 


“IT have found that there is always some point on which a 
complaining customer and I can agree one hundred percent,” a 
southern sales executive once told me. “That point is the first 
one I stress.” 

Every good salesman knows how important it is to get the 
customer into a “yes” frame of mind, by prasing questions so that 
the natural answer he gives will be in the affirmative. That goes 
for smoothing down the angry customer, too. 

Usually, complaints, adjustments and disagreements are settled 
by finding a middle path, a course that both the company and 
the customer are willing to take. Beginning with the points, or 
even the one point, on which both already agree, makes it easy 
to find that important middle path. 
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“My PORCELAIN” 
PRODUCTS 
KNOBS 


PARAGON 
KNOBS 


@ 
—© 


SCREW EYES 


iS 


T KNOBS 


For decades Porcelain 
Products C and S knobs 
have set the standards for 
insulator quality and 
service in the telephone 
industry. They help you 
maintain your reputa- 
tion for reliability. The 
same is true of Porcelain 
Products complete and 
diversified line of tele- 
phone insulators. Avail- 
able through your jobber 
Ask him for your copy of 
our reference booklet on Ne. 6062 
telephone insulators, or 


— 
write direct. = 
Ee “a No. 6061 


STRAINS TREE KNOBS No. 4-2 GR. are 


PORCELAIN PRODUCTS, INC. 
FINDLAY, OHIO 


MEET USUAL SINGLE OR MULTIPLE 
FREQUENCY REQUIREMENTS WITH 


KATO RINGING 


POWER 


e 
PROVIDES 
6 


5 or 
ae DIFFERENT 
REQUENCIES 
SIMULTANEOUSLY 


has fre- 
16-2/3, 
50 and 


So | CThis unit 
~ / quencies of 
yy $6.2 ge 
Powered by a 3-phase synchronous speed AC 
motor. Many other frequencies available such 
as 20, 30, 42, 54, 66 cycles. Also single frequen- 
cy units. Can be supplied with DC motors. Tone 
commutators. Coin collect generators. 
KATO also manufactures AC Generators 500 
watts to 300 kw, DC to AC Rotary Converters, 
15 to 400 cycles. Motor Generator Sets. Motor 
and generators of odd frequencies are a 
specialty. 
Write for Complete Information! 


131 Maxfield Ave. @ Mankato, Minnesota 
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Write for Catolog ond Somples 


COMMERCIAL 
CORD and SUPPLY CO., Inc 


. e 
MANUFACTURERS OF CORDS FOR ALL MAKES 
AND TYPES OF TELEPHONE INSTRUMENTS 


26 E. Main St., CLIFTON SPRINGS, N. Y. 


Phone CLIFTON-SPRINGS 189 


BARTLETT 
TREE TOOLS 


TREE 
our 


3 Q 


Write 
PAIN TI 


complete 


for prices of 
ask 


catalog, 


for 


No. 


and 


TREE SURGERY 
SUPPLIES 


BARTLETT MFG.CO. 
3052 E. GRAND BLVD 
DETROIT, MICH. 
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use of the decibel scale in the multi- 
testers. It will be found that the de- 
cibel calibration the multitester 
| type of measuring instrument is of 
| great value in everyday work. 
Curves will be presented in the next 
installment that will enable the ex- 
| perimenter to make rough determin- 
ations of many communication plant 
| conditions with the aid of a standard 
| multitester. While there are differ- 
ences in the design of such instru- 
ments as produced by various manu- 
facturers the principle of operation 
| is the same in all cases. If the basic 
| data pertaining to your individual 
| instrument in unknown to you it is 
| suggested that you write the manu- 
facturer and ask for it to the end 
that you may intelligently use the 
equipment in your daily tasks. While 
the mathematics are somewhat in- 
volved practical results are obtainable 
without a complete understanding of 
| the theory of the instrument. 

In reading the roughly computed 
tables for showing the relation be- 
tween volts and decibels for both the 
500 Ohm loop, zero reference level 
| 0.006 watts (6 milliwatts) and the 
| one for the 600 Ohm loop, zero re- 

ference level 0.001 watts (1 milli- 
| watt), it is to be remembered that the 
| volts column lists effective (R.M.S.) 
| volts and the amperes column lists 
| effective (R.M.S.) amperes. This is, 
| of course, obvious but it is repeated 

here in order to prevent any misun- 
| derstanding from interfering with the 
successful use of your universal tester. 
In a category similar to the deci- 
bel meter is the Volume Meter. Elec- 
the decibel meter and the 
meter are very similar but 
there are certain mechanical diff- 
erences that will be briefly discussed 
in a future installment. 


| the basis, as has been stated, of the 
| 
| 


in 








trically 
volume 


A. E. Carlson Appointed 
To School Post 
ALBIN E. CaRrLson, executive 
vice-president of Associated Tele- 
phone & Telegraph Co., was recently 
appointed to the Board of Trustees 
of National College of Education, 
Evanston, IIl., after serving for one 
year as a member and chairman of 
the college Associates. A graduate of 
Northwestern University, Mr. Carl- 
son has been associated with the 
Gary Group since 1929, and serves 
several of the Group companies as 
' secretary, treasurer and director. 
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ITEMS SOME COMPANIES ARE USING TO MAKE 
LINE CONSTRUCTION WORK EASIER 


Cat. No. 260084A1 


itd ah a jethateen Here’s a strong, compact, gal- 
a vanized-steel clevis which 
provides a most practical 

method for dead-ending. May 

be attached to either pole or 

iwsuator §=—s Crossarm, with a % "-diameter 

= carriage bolt. Square hole 

keeps clevis from turning. 

Clevis has ultimate strength 

. of 2500 pounds. Spool insula- 

- bul tate tor (must be ordered sepa- 

rately) will take up to 1500 


Biss one 
ension. 


pounds wire t 


L-M STEEL INSULATOR PINS 
WITH WOOD COBS 


For wood crossarms: Cat. No. 9740, V2" diam. 
Cat. No. 9741, 5,” diam. 


Cat. No. 9740S, 2” diam. 
Cat. No. 97415, 5/4,” diam. 


asoned oak cobs thor- 


For steel crossarms: 


alvanized, with se 


Strong steel pins, hot-dip g 
oughly impregnated with par 
holes. Pin for wood arm has square 
steel arm supplied with square nut only. 


affin and thre 
nut and clippe 


aded for 1” insulator 


d washer; pin for 






Notice the additional area inside the center of 


gravity of two opposed bl 
orea for increased holding 
balance of the onchor. 
Heavy steel, with skirted 
mation. A nut retainer strap We 
side reinforces the hole so tha 


through the base plate. 






Do You Have a Line 


ds of L-M line construc- 
tion problem, 
al items in 


ectric or Kellogg 


These are just a few of thousan 


tion specialties. 
let us know. We may have st 
stock that will solve it. Ask the North El 





ades which gives utmost 


power, without sacrificing 


edge to prevent defor- 
Ided to the under- 


t the nut cannot pull 


If you have a line construc 
andard or speci 


ATERIAL 
Line Construction Marenale » 


L-M 4-WAY PRESSED STEEL 


EXPANDING ANCHORS 
DESIGNED FOR EXCEPTIONAL STRENGTH 


ee a een ee ve 

| | | | | Minimum Me- 

Expanded | Nominal chanical Strengths 
Anchor Rod Without Notice- 


| 
Catalog | Diameter— | Area | Holding Power | 
Diameter able Deforma- 


Number | Closed Square | Class 
Inches Inches Pounds Inches tion —Pounds } 
110 | 6,000 %, | 16,000 
8 125 | 8,000 ‘ 4 21,000 | 
3 32 «| ~=«*210,000Ss | 24,000 | 
8 132 | 10,000 %, Ve 24,000 


— ——— 


200026B1 8 
20002682 | 
20002683 | 
20002684 


All 3 sizes are REA-approved, and have been thor- 
oughly tested and approved by major utility com- 
depend on them to hold! 

. The four blades are 


of steel, and are 
















panies. You can 
Two-piece design .. 
formed of a single piece 
held to the base plate 
which simply shear © 
center hole is extruded 
extrusion provic 
the rod to prevent binding; it rein 
tamping area, an¢ 
signal when the extrusion 
indicating full expansion. 
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Construction Problem? 
representative, or the L-M Field Engineer. O 
Material Company, Milwaukee 1, Wisconsin 
Electric Company Division). 

Sold for L-M 
to the independent telephone industry 
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—~ 
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by four small bolts, 
ff by tamping. The 
downwards. This 
jes a bearing surface against 
forces the 
1 it provides an audible 
strikes the base, 


r write Line 
(a McGraw 


y 
Kemoce xy Switchboard and Supply Company 


) THE NORTH ELECTRIC MANUFACTURING COMPANY 
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UNITED STATES AND CANADA 
28 telephones per 100 people 


INDUSTRY 


NEWS 
BRIEFS 


Delaware Rate Boost 
Termed “Inadequate” 
AN INCREASE in rates 
$517,000 a year, compared with the 
$1,514,000 asked by the Diamond 
State Telephone Co., has been ap- 
proved by the Delaware Public Ser- 


totaling 


vice Commission. 

In a statement, a company spokes- 
man declared, “We regret that the 
(commission) failed to grant us the 
financial relief we so urgently need. 
The amount granted is utterly inade- 
quate. The company has no further 
statement to make pending a study 
of the order. 


British Telephones Double 
In Past 15 Years 

Britain has 6 million telephones, 
compared with 3 million 15 years 
ago, the postoffice reported last 
month. There is a telephone to every 
eight Britons and_ the _ installation 
rate is 50 pet. higher than before the 
war. 

The waiting list for telephones 
totals 408,000 or 60,000 fewer than 
a year ago. 

Inland calls in the year ended 
March 31 numbered 314 billion com- 


pared with 797 million in 1913. 


Home Telephone Co. 
Completes Cutover 

THe Home Telephone Co., St. 
Jacob, IIl., cut over to dial from 
magneto service, September 3. The 
system was completely rebuilt and 
serves 340 stations in and around 
St. Jacob. Roland Schmidt has been 
owner of the exchange for the past 
27 years. 


Houston Furr Joins 
Lincoln Tel. & Tel. 


THE APPOINTMENT of 
Furr as assistant to the president of 


Houston 


HOUSTON FURR, newly-appointed as- 
sistant to the president of the Lincoln 
(Neb.) Tel. & Tel. Co. 
the Lincoln (Neb.) Telephone & Tele- 
graph Co. has been announced by 
Thomas C. Woods, president. 

Mr. Furr was graduated from the 
University of Nebraska in 1940 with 
a Bachelor of Arts degree and then 
attended Harvard Law School, where 
he graduated in 1943. 

He was a pilot instructor with the 
Army Air Force for three years dur- 
ing World War II. holding the com- 
mission of First Lieutenant. 

For the past seven years he has 
been an assistant professor of Law 
at the University of Nebraska and has 
been associated with Archie Furr & 
Co., where he was engaged in aud- 
iting, accounting and tax work. 


Court Defines Directory 

Number Responsibility 
ConpiTIonNs which permit — the 
changing of telephone numbers may 
be determined in a ruling on an 
opinion given last month by Judge 
Please Turn To Page 94 
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| for TELEPHONE 
RINGING POWER 


Model "'R" 
4”x4%2"x 10” 
Wt. 7% Ibs. 


is bestin @ PRICE 
@ PRINCIPLE 
@ PERFORMANCE 


An excellent ringing machine for telepho 
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systems large or small, civilian or in militat 


service. 

ALTERNATING and DIRECT CURR 
operated units. 

Rated output of standard unit, operating 0 
110-115 V, 60 CPS is Approx. 9OV, at 4 
CPS, 30w. Data on units operating on oth¢ 
voltages and frequencies furnished on reques 
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“You will be pleased with your investmeme 
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product of actual 
field study 


The Reliable B27 Protected Cable Terminal has re- 
l} sulted from basically sound engineering, supported 


Avant eases 
the moder, all- 

iiaien taal 
telephone cable... 


Saves three ways— 


1. Lower first cost 
B27 CABLE TERMINAL 2. Lower installed cost 


seg eg ‘ sox gannegaes sooner 


as i 3. Lower maintenance cost 























by actual field experience. It places all connections 


within convenient reach of the lineman without ne- 





cessity of removing fuses or reaching around the ter- 


minal—also a decided advantage in inspecting. 


Detachable mounting bracket permits one-man in- 





stallation. Ground connection is made directly to 


MUAHHH 


fes: 


ground strip, reducing possibility of high resistance 


hole tninteliet AAR oa ef 


ground. Reliable Self-cleaning Sawtooth Discharge 


Blocks are standard—insuring dissipation of static 


< 


discharges without danger of unnecessarily ground- 





ing the line. 





Available for aerial, duct and direct 
burial use. For complete informa- 


/ 
9 0 [| | (| p | a fl t e ‘ hs tion contact your nearest Stromberg- 


Carlson Field Office. 


For long life and uniform dependable service, no 
other telephone battery equals the Gould Planté. It 
has rolled up amazing performance records, remain- 
ing in active full-float service for 20 years, 30 years 
and longer! 


THE ANSONIA 
¢ WIRE & CABLE 
COMPANY 


In the Planté, a// of each positive plate is pure lead, 
containing no antimonial impurities. Thus, Gould 
has eliminated the primary cause of self-discharge, 
capacity losses and shortened battery life. Planté 
batteries float at constant voltage and maintain rated 
capacity all their life. Because they almost never 
need service, maintenance is negligible. If you would 
cut battery costs to a minimum, choose Planté. 





Made by GOULD-NATIONAL BATTERIES, INC 





| oe Distributed by 


Rochester, N. ¥. 


income, = | STROMBERG-CARLSON 


Kansas City, Mo. 
Atlanta, Ga. 
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News Briefs 
Continued From Page 92 


Noel P. Fox, Muskegon, Mich., in a 
case brought by the Muskegon 
Agency against Michigan Associated 
Telephone Co., now the General Tele- 
phone Co. of Michigan. 

The opinion denies a petition for a 
rehearing of the court’s order to dis- 
miss an affirmative defense of the 
company. 

Muskegon Agency last year 
brought suit against the telephone 
|company, asking damages up to 
| $50,000. The action grows out of the 
| alleged assigning of the same number 
| to the insurance agency and the Na- 





P & H Penta Treatment was developed and 
tested in the laboratory, proven by fifteen 


years use in the field. Rigid inspection stand- | tional Lumberman’s Bank. As a re- 

. . | sult of the duplication and the assign- 
nta Pole quality. bes | 

ards insure P & H Pe ne | ing of another number to the agency, 


| plaintiff claims it did not receive all 
| calls it normally would and that it 
| lost $18,000 in new business as a 
| result. 

One of the propositions set forth in 
| asking a rehearing of the affirmative 
| defense is that the circuit court does 
|not have jurisdiction and the case 
should be before Michigan Public 
Service Commission (MPSC). 

Judge Fox held the court does have 
jurisdiction. The MPSC has jurisdic- 
tion to regulate rates and the na- 
ture, kind and quality of service, he 
sets forth, “it does not oust the circuit 
court of jurisdiction pertaining to 
contract liability,” the court said. 
He held a contract existed. 

The telephone company held the 
customer had no property right in 
telephone numbers or any right to the 
establishment or continuance of ser- 
vice through any particular central 
office and the telephone numbers 
and the central office designation or 
| both, may be changed by the tele- 
phone company whenever the exi- 











~ 
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gencies of the business so require. 
The change in the number and kind 
aS ws adie -ubaailli . | of service to the insurance firm after 
en a ere June 1. 1950, was not occasioned by 
ters—Armstrong’s Glass Insula- | “exigencies of the business,” Judge 
tors can take them. Molded of Armstrong Cork Co., Glass and Riese gata Mie Bail Wi oul oiaelhl a 

tough industrial glass, these in- Closure Division, 295 inapplicable in the present case. 
sulators are extra resistant to Fifth Avenue, New Reasonable application of the rule 
weathering and surface leakage. York 16, New York. “does not give the company an un- 


| qualified right to change or cancel 
| telephone numbers at any time,” the 
Aa YC AS A RRS NS RW IRS 'court pointed out. “The rule gives 

| the company the privilege of chang- 
ing numbers “whenever exigencies 


g 
of the business so require. It would 


for communications . . . for power 
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SOIL DAY, sponsored annually for Central Illinois farmers by the Daily Pantagraph, Bloom- 


ington, IIl., 


attracted approximately 10,000 persons who witnessed demonstrations of contour 


plowing, and visited exhibits of farm implements and other items of interest to rural 


residents. 


Telephone Co. pitched a tent on the Withers farm, scene of this years’ 
Bloomington, and exhibited a display of telephone equipment throughout the day. 


In furtherance of its efforts to tell the telephone story to the pubic, the Illinois 


Soil Day, near 
Demon- 


strations of dial switching equipment by company employes attracted hundreds of interested 
spectators who thronged through the tent during the day. 


be an unreasonable interpretation 
and application of the rule to hold 
that the company could change num- 
without liability for damages 
whenever the company is guilty of 
either gross or ordinary. 


bers 


negligence, 
Such an interpretation and applica- 
tion would open the door to great 
A rule of this kind ought to 
construed.” 


abuse. 
be strictly 

There 
situation, 
it is expected the present case will, 


are no rulings on a similar 


the court explained, and 
in all probability, be appealed to 
the State Supreme Court. 


Ewers Named Gen. Mgr. 
Morrison (Ill.) Tel. Co. 
THE APPOINTMENT of 
N. Ewers as general manager of the 
(TIl.) 
announced last month by J. A. 
don, president of the company. 
He will fill the vacancy caused by 
the recent death of Fred Haines, 
eral manager for the past 15 years. 
A lifelong resident of the Morrison 
Ewers joined the tele- 
1948, as 
and has 
company 


Larry 


Morrison Telephone Co. was 


Rior- 


gen- 


community, 
phone company in April, 
the manager, 
with the 


assistant to 
connected 
since that time. 

He attended Morrison 
eraduating from high school with the 
class of 1929, then attended Western 
university at Cleveland, 


been 


schools, 


Reserve 
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Ohio, and graduated from Davenport 
Business college. 

Prior to joining the company, he 
was employed by the Illinois De- 
partment of Revenue in the retailers’ 
occupational tax division for seven 
years. 


Alaska Association 
Elects Officers 

OFFICERS and directors of the 
Central Alaska Rural Telephone As- 
elected last 
Anchor- 


sociation, Inc., were 
month at a meeting held in 
age. 

Orme Reynolds of Sand Lake is 
Donald Hume of Anchor 
Park, vice president; Robert Benert 
of Homesite Park, treasurer: and 
Mrs. Isabella Malone of Jewel Lake. 
secretary. 

Directors 


president; 


Otto Schneider of 
Fireoved of Won- 


are 
Grover 
anl Lars Nelson of Spen- 


Spenard; 
der Park; 
ard. 

The board authorized completion 
of engineering studies and data in 
order to present applications for tele- 
phone service to the REA office 
Washington, D. C. 


Peninsular Honors 
Veteran Employes 

EMPLOYES with 25 or more years 
continuous service were honored at a 


dinner in Tampa, Fla., by the Pe- 
Please Turn To Page 96 
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equipment. 
you can 


Talk to any old-timer on the job 
and he’II tell you Klein equipment 
is his choice for comfort—for safety 
—for service. Look for the famil- 
iar Klein trade-mark on pliers, 
safety straps and belts, climbers, 
grips and wrenches. Klein has 
been serving the electrical industry 
“Since 1857.” 
ASK YOUR SUPPLIER 


Foreign Distributor: International Standard 
Electric Corp., New York 


eo \ Write for your 
free copy of 
the Klein 


Pocket Tool 
ae Guidetoday! ff 
ine 1857” N 
en & Sons 


3200 TIT AVE., CHICAGO 18, ILL 
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REA Adminsitrator Ancher Nelsen with his two new assistant administrators for the electric 
and telephone programs. Left to right, ROY G. ZOOK, acting assistant administrator, electric; 
MR. NELSEN; and J. K. O’SHAUGHNESSY, acting assistant administrator, telephone. 


ninsular Telephone Co., celebrating 
installation of its 200,000th telephone 
last month, 

Eleven retired employes and the 
175 who are now active were especi- 
ally recognized. Each one present 
was given a distinctive plaque by Carl 
D. Brorein, president of the company, 
signifying their membership in the 
firm’s “Quarter-Century Club.” 

Brorein, in lauding the veterans 
for their loyal service, pointed out 
that this group, with the 22 who are 
deceased, almost 10 per 
cent of the company’s employes. He 


represent 


said that accumulated service totaled 
more than 5000 years. 


REA Announces Changes 
In Telephone Loan Structure 

MoviINnG AHEAD in his program ol 
reorganizing the Rural Electrifica- 
tion Administration, REA Adminis- 
trator Ancher Nelsen declared last 
month that the new administrative 
setup will reduce the cost of admin- 
istering the REA programs and dele- 
gate authority to line people, reduc- 
ing the number of officials reporting 
directly to the administrator. 

Mr. Nelsen announced further 
changes in the telephone loan struc- 
ture, principally the addition of an 
Accounting Section in the Telephone 
Loans Division. Other changes and 
appointments have been reported pre- 


96 


viously, with the most recent being 
the selection of J. K. O'Shaughnessy 
as acting assistant administrator in 
charge of the telephone program. 
The REA Administrator 
mented, “I am happy to say that 
inose named to positions of respon- 


com- 


sibility in the new staff structure are 
career people with a background of 
many years of service in REA.” 

Pointing out that engineers hold 
many of the key positions in the 
electric program, Mr. Nelsen said 
this is due to the high cost of mater- 
ials and construction as one of REA’s 
major problems. Turning to the 
telephone program, he said its suc- 
cess “may hinge on how well our en- 
gineering people are able'to meet the 
problems of telephone construction. 
If we can reduce costs of telephone 
system construction, REA will be in 
a much better position to assist farm- 
ers in getting telephones or improv- 
ing their service.” 

The new Accounting Section is re- 
sponsible for all REA staff activities 
involving accounting matters, includ- 
ing the processing of borrower loan 
fund requisition and expenditure re- 
It is headed by Howard C. 
Paine, an REA staff member since 
1939, who is a former regional head 


ports. 


in the Finance Division, and was ex- 
Please Turn To Page 98 
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The construction or maintenance 
engineer judges telephone cable 
on three points: 


1. Efficiency of transmission 
2. Uniformity and quality 
3. Long life 


Kennecott knows this and, beforelf 
a foot of cable leaves its mill, sub- 
jects it to five critical tests: 


Dielectric Strength 
Insulation Resistance 
Conductor Resistance 
Capacitance 

Fixed Dimensions 


These are everyday specifications. 
In addition, Kennecott's staff of 
electrical engineers works con- 
stantly to increase the efficiency of 
its products. 
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RAYTHEON 
RectiRingeR* 


Compact, indeed—only 7% x 12% x 6 


4: 
Y inches. Combines time-proven Recti- 
FilteR, to supply humless, regulated DC 

re) power, with 20-cycle ringing power. No 


moving parts to wear out—economical, 
silent, easy to install. And a special relay 
instantly brings in ‘“‘stand-by’’ power in 
the event of AC failure. 


Made by RAYTHEON MANUFACTURING CO. 





Mfd. by Cook 
Electric Co. 
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we 
% San Francisco, Calif. Chicago, Ill. 


* 
Kansas City, Mo. 
Atlanta, Ga. 






”’ Roches er, N.Y, 


*Reg. U.S. Pat. Off. 


protectors 


The Cook type RO-9u Sub-station 
protector has a rugged all-metal 
housing in which are mounted the 
A-9u 7 amp. fuses and the line and 
surge arresters. 


This protector meets all require- 
ments of the Underwriters’ speci- 
fications and is listed by the Under- 
writers’ Laboratories. 


Insulation is of high impact bake- 
lite, and secondary surge arresters 
furnish high voltage protection 
when fuses are blown or removed. 














For Central Office 
and Private Branch 
Exchange Equipment 


This is proven daily in exchanges of every size 
... for over 60 years Exide Batteries have been 
serving the Telephone Industry . . . the Man- 
chester positive plate with its exclusive button 
type construction provides exceptionally long 
life . . . latest developments on molded glass 
jars permit compact space saving installation 
. . . heavy terminal posts with copper inserts 
provide extra conductivity for sustained volt- 
age at high discharge rates... 
rubber along with slotted plastic separators, 
are impervious to chemical and electrical re- 


microporous 


actions . . . plastic spacers assure plate align- 
ment... for assured dependability, long life 
and low-cost maintenance use Exide Manchex. 


The Electric Storage Battery Co. 
Philadelphia, Pa. 


1888... Dependable Batteries 
for 65 Years... 1953 


Distributed by 


STROMBERG-CARLSON 


ROCHESTER + CHICAGO + ATLANTA + KANSAS CITY + SAN FRANCISCO + TORONTO 

















THIS AD IS WORTH 
$10,000 
TO YOU 


One of our subscribers re- 
cently told us: 


“We could not have 
bought the good will that we 
gained through your adver- 
tising and public relations 
service for $10,000.” 


And he’s right. You can't 
buy good will. But you can 
earn it when you fairly and 
honestly tell your service 
story to your customers. 
Your most important high- 
way to this good will is 
through a sound advertising 
and public relations pro- 
gram. 


That's what we mean 


when we say this ad is 
worth $10,000. 


Learn more about it by 
coming to our display at the 
USITA national convention. 


Be convinced of the value 
of advertising . .. we have 
examples by the dozens! 


Be sold on what Telephone 
Advertising Institute can do 
for you we have testi- 
monials by the hundreds! 


The Institute is now in its 
firth year of operation, and 
has a long list of satisfied 
subscribers. 


If you're already using our 
service, you mav have sug- 
gestions to make or prob- 
lems to discuss. You're wel- 
come, too! 


TELEPHONE 
ADVERTISING 
INSTITUTE 


326 West Madison Street 
Chicago 6, Illinois 
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| amination manager of the Western 
| Area before his appointment to head 
| the accounting group. 


Under the new setup, each area sec- 


tion of the Telephone Loans Division 


was given an accountant ta head the 


activities dealing with borrowers’ | 
accounting matters, both in Washing: | 


ton and in the field. They are: 
Northeast, Albert O’Donnell, North 
Central, Roland Mars; Western, 


Clarke Phillipi; Southeast, 


Loving. 


Other new appointments include | 


assistant heads for each of the five 


area sections in the Telephone En-| 


gineering Division. They are: North- 
east, Leonard R. Pamm; North Cen- 
tral, Murad S. Piligan; Western, 
Stanley M. Sorensen; Southeast, 


Donald G. Housley; and Southwest, | 


William J. Nichols. 


Another change was a further geo- 


graphical breakdown of loan and op- | 


erations activities of the five area 


sections of the Telephone Loans Di-| 
vision. Each area section is being di- | 


vided into two subsections, with an 


| Assistant Head assigned to each to be | 
responsible for loan and operations | 
| work. 


| Commission Approves Tariff 
| For Answering Service 

A REVIEW of the automatic answer- | 
ing and recording device field has | 
| been ordered by the New Jersey Pub- | 
lic Utility Commission in June, 1954, | 


following a decision in which the 


| New Jersey Bell Telephone Co’s pro- 
| posed tariffs for the service were | 
| approved by the regulatory body. | 
The commission also upheld the ban- | 
ning of devices other than those furn- | 
ished by New Jersey Bell, under the | 
foreign attachment provision of the | 


company’s tariffs. 


The New Jersey case was launched 
| in June, 1952, and was cited in the 
| oral argument before the FCC on 
the Commission’s long-pending pro- | 
| ceeding on automatic answering and | 


recording devices. Daphne Invest- 
ment Trust, distributors of the No- 
taphone, intervened in the case, as 


| did Mohawk Business Machines, but 
| Mohawk dropped out of the case 
| before it was over. 


In its decision, the commission de- 
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Schwann; and Southwest, Bernard | 
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INSTALLATION 
CREW 


Correct leg length, trim 
and true tracer colors 
makes them easy to in- 
stall. The precision of 
their manufacture to 
exacting specifications 
simplifies installation. 
Better workmanship fol- 
lows. 


HOME OFFICE 


Business executives 
ore interested in 
overall economy in 
operating costs. 
These durable, su- 
perior cords give 
long range econ- 
omy becavse they 
out-wear other 
cords and provide 


better service for a longer period 


of time. 


When switchboard or operators head-set 
cords are needed, specify RUNZEL “VN” 
SERIES NYLON CORDS. They are available 
for every type and make of instrument. 


i nee Re entemeee: bel 


RUNZEL 


CORD AND WIRE CO. 
4727 WEST MONTROSE AVE. 
CHICAGO, ILLINOIS 
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clared, “This hearing was not held 
to determine what company can pro- 
vide the best telephone service. The 
record shows abundantly that every 
one of the instruments submitted to 
the board can be improved .. . 

“The record does not substantiate 
(Daphne’s) claim that use of its 
present answering devices would not 
adversely affect the telephone service 
furnished by (New Jersey Bell). On 
the contrary, we find that the record 
discloses that (Daphne’s) answering 
devices would interfere with telephone 
service because of inherent defects 
and lack of maintenance service and 
would, consequently, depress the 
quality of service and increase (New 
Jersey Bell’s) operating costs, all of 
which would constitute an undue 
burden on the telephone subscribers 
in general. We do not pass upon 
the question of whether defects in 
these devices could be remedied sat- 
isfactorily or soon.” 


Oregon Company Reports 
Heavy Expansion 

Although Malheur County, Ore., 
was one of the fastest growing areas 
in the Northwest during the past 12 
years the Malheur Home Telephone 
Co. has tried to keep pace with the 
increased demand for service. 

During the past 12 years the com- 
pany has spent a gross of $1,300,000 
in buildings and outside plant facili- 
ties to take care of the increase in ex- 
change stations and personnel. 

In December 1941 there were 1278 
telephones in the company’s three ex- 
changes — Ontario, Vale and Nyssa. 
On June 30, 1953, there was a total 
of 5,079. Ontario increased from 870 
to 2677; Vale 168 to 865 and Nyssa 
240 to 1537 stations. 

Nyssa was converted to a dial sys- 
tem in May of this year and Ontario 
doubled its switchboard positions. 

The company has present plans for 
extended service in the rural area 
from Vale and a plan for direct ser- 
vice out of Ontario to Oregon slope 
and Dead Ox Flat. 


India Plans Expansion 


of Communications Service 
During the past five years demand 


for telecommunications service in| 


India has grown greatly as industrial 


and commercial activities have ex- | 
panded and new areas have been de- | 


\ eloped. 


Services have been considerably ex- | 
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Forward and Reverse 


Transmission 
This unit is included in 
all Ford conversion kits. 
Enables the operator 
instantly to raise or 
lower either the winch 
line or derrick. Gives 
instant forward or re- 
verse rotation to the 
winch without shifting 
PTO, and without using 
the truck clutch. 





Convert Your FC 





A 


D TRUCK with a 
Te-E-Leet 


DERRICK-DIGGER KIT 


Now there’s a Tel-E-Lect Der- 
rick and Digger mounting as- 
sembly tailored for the front 
end of your Ford truck. Cab- 
controlled, it will handle poles 
up to 40’ long, requires only 
two men to handle and can 
easily be attached to your Ford 
by your local mechanic. Digs 
holes and sets poles, with in- 
terchangeable auger sizes from 
8” to 20”. Send for bulletin 
¢ scribing all three models to 
suit your job requirements. 


Makes It Easy For TWO MEN To 
Solve Tough Pole Line Problems 











Earth Boring 
Equipment for 
All Types of Trucks 


Te-E-Leet 
PRODUCTS, 
INC. 


10013 Minnetonka Boulevard 
Minneapolis 16, Minnesota 














FOR EXTRA YEARS 
OF EASY-10-SEE 





FULL- 


ALUMINUM 


E 
KEARNEY PR 
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Night or day, they pro- 
tect you by protecting the 
public. Kearney Full-Vu 
Guy Guards are made of an 
aluminum alloy specially 
developed for strength and 
long-lasting brightness. 


Full-Vu Guy Guards are 
available in a complete line of 
SR. KEARNEY CORP. full-round and half-round 


VU 


4224-42 CLAYTON AVE. seven and eight foot lengths. 


ST. LOUIS 10, MO. 
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Improve Your System with Copperweld. Non- 


Rusting Line Wire provides the best con- 
ductance of any high strength conductor. 
Has great strength for safe, long-span lines 
—plus the ruggedness to withstand severe 
weather. COPPERWELD STEEL CO. 


MNase eh se, 


Willig : 
Bm cctl vena BOSE 


Economy in Overhead Construction is assured 
when crossarms made by the CONTIN- 
ENTAL CROSS-ARM COMPANY, INC., 
are a part of your wire and pole install- 
ations. Fully seasoned American woods — 
built to sound standards of dependability. 






for SUPPLIES ~~ “Sa 





Well-stocked inventories of guaranteed line supplies are carried 2 
in Kellogg warehouses located in Chicago, Kansas City, Dallas, 
San Francisco, Mansfield, and St. Paul. Order from the warehouse 


nearest you and be assured of prompt deliveries. 3 


® The following nationally-known manufacturers of supplies for 
the independent telephone industry are participating in the Kellogg 
Co-operative Advertising Campaign. 


American Creosote Works, Inc. 
Ansonia Wire & Cable Company 


John Bean Division 
Food Machinery and Chemical 


Corp. 
Bishop Manufacturing Corporation 
E. D. Bullard Company 
Continental Cross-Arm Co., Inc. 
Cook Electric Company 
Copperweld Steel Company 
Diamond Wire & Cable Company 
The Electric Storage Battery Company 
Everstick Anchor Company 
General Insulated Wire Works, Inc. 
Gould-National Batteries, Inc. 
W. A. Hammond Drierite Company 


é 


| ae 
% % \8 7) 


Pa a oe ee 
*% 


Save Installation Time and Money with RT&E 
Co.’s type MP Cable Terminal for use with 
plastic insulated and jacketed cable—made 
for terminating 6, 11, or 16 pair. Terminal 
provides an ideal test, check and cut-in 
point without reopening the cable. 










Indiana Steel & Wire Company 
Kester Solder Company 
Lorain Products Corporation 


National Carbon Company 
A Division of Union Carbide 
and Carbon Corporation 


National Telephone Supply Company 
Newman Manufacturing Company 
Ray-O-Vac Company 

Raytheon Manufacturing Company 
Reliable Electric Company 

M. M. Rhodes & Sons Company 
RT&ECo. 

Schaver Manufacturing Corp. 

Telkor, Inc. 

Vulcan Electric Company 








Time Proven—for 60 years Exide Batteri®™ 
have been serving telephony! The Manches able R 
ter positive plate with its button type conjof “B 
struction provides long life . . use Exid@lated 
Manchex for all your battery requirements DC p 
ELECTRIC STORAGE BATTERY CO. [LORA 


ST. PAUL, MINN. we 


eng Be 
CHICAGO, ILL. 


= MANSFIELD, OHIO 


KANSAS CITY, MO. 


DALLAS, TEXAS 





Send Your Next 
Order For 


Supplies Ze 


Kewoce 


KELLOGG SWITCHBOARD AND SUPPLY COMPANY 


BRANCH WAREHOUSES 
AND OFFICES 


5000 W. 51st Street 
CHICAGO 38, ILLINOIS 


1555 W. 4th Street 
MANSFIELD, OHIO 


4501 Truman Road 
KANSAS CITY 1, MISSOURI 


1663 Mission Street 
SAN FRANCISCO 3, CALIF. 


A Division of International Telephone and Telegraph Corporarion 


GENERAL SALES OFFICES: 79 W. MONROE ST., 


LLP Lie eli dia 3} 406 South Main Street 
LOS ANGELES 13. CALIF 


rings to Telephony the Finest and Most Depend- 


shable Ringing Generator! Outstanding features 
‘BC” Sub-Cycle—instant starting, regu- 
d@lated voltage, fixed frequency output, and 
entsfDC path for superimposed ringing. Made by 
LORAIN PRODUCTS CORPORATION. 


CHICAGO 3, ILL 


720 S$ W. Washington St 
PORTLAND 5 OREGON 


410 No. Syndicate Ave. 
‘*Midway Area" 
ST. PAUL, MINNESOTA 


1515 Turtle Creek Blvd. 
DALLAS 2, TEXAS 


The Time-Tested Steel Strand. A ductile, adher- 
ent zinc coating applied by the famous 
Crapo Galvanizing Process, provides lasting 
protection against corrosion in INDIANA 
STEEL & WIRE CO. Crapo Steel Strand. 
Minimum maintenance expense. 


For Plastic Covered Cable — the new Cook 
P-L-X Cable Terminal is simple to install 
— designed for maintenance free operation. 
Front of unit opens down for working 
ease. No stubbing, no splicing, no potting 
makes it simpler and economical. Made by 
COOK ELECTRIC COMPANY. 


You'll Find Soldering is Easy... workmanship 
neater with famous Vulcan Soldering Irons. 
Available in five sizes—either plug or 
screw tip. The high-powered heating ele- 


ment assures even proper heat and long 
service. VULCAN ELECTRIC COMPANY. 








GIVE THEM QUALITY 
EARN GOOD WILL— 
INSTALL PHONE BOOTHS 


A 











CHICAGO 47, ILLINOIS 


Suroon. | Small Company Talk 


INSTALLATIONS | Concluded From Page 87 


| what their requirements are. If you 
| have to sell additional common or 
preferred stock, get to work, get 
‘some help from the leaders in the 
| town where you are going to operate, 
|and set about raising your equity 
| money. By that time all the pieces will 
| begin to fit together and what comes 
/next will depend on the people who 
are lending you money, buying your 
stock, selling you materials, etc. 

If all of this sounds complicated, 
| that is correct, for it is not easy. If 
it sounds like you are calling on 
others for a lot of help, that is cor- 
| rect too, for you are; but you need 
'every bit of help you can get. 

I think, all through the process, 
|I should try to maintain and exhibit 
/an attitude. And that attitude would 
| be this. I want this company because 
| I can do a good job with it — I can 
| give the subscribers more service and 
| better service than they are getting 
/now — more than that I can satisfy 
| their telephone needs — I can charge 
fair rates, pay fair wages, and earn 
a fair profit. In short, I can render 
/a real service to the town and be a 
- THE Enp. 


gait | TELEPHONE 





} 
i 
| I 


TOM 


Dick 


but, Sally, 
IJnene 


and Mary 


and ALL the fellows and 
gals want 24 hour pay- 
station service —and that 
means a constant source 
of revenue for your company. 


| real citizen. 


|News Briefs 


Continuel From Page 105 


tended but according to a recent story 
in the New York Journal of Commerce, 
'there is a large unsatisfied demand, 
notably in the case of telephones. As 
the country develops further it is an- 


further to try to keep pace with de- 
mand. 


Il CHURCHILL BOOTHS Distributed by | Actually, the number of telephone 
'exchanges and telephones have been 
|increased from 278 and 114,922 in 
1947 to 612 exchanges and 204.000 


recently. Even now it is 


Automatic Electric Sales Corporation 

J. H. Bunnell and Company 

Graybar Electric Company 

Kellogg Switchboard and Supply Company 
Leich Sales Corporation 

Lindsay Telephone Supply Company 

North Electric Mfg. Co. 

Stromberg-Carlson Company 

Suttle Equipment Company 


“Our 50th YEAR” 


CHURCHILL CABINET 


COMPANY 


telephones 
estimated, however, 


telephones. 

Immediately after independence the 
problems faced by the telecommunica- 
tions services were to re-route circuits 
to certain areas served previously 
through Pakistan; to integrate the 
telephone systems of the former prince- 
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For 
More Dependable 


Anchorage .. . Use 


DILLON BISECTOR 





Shows Exactly Where 


To Place the Anchor 


| 


‘ticipated that telecommunications ser- | 
vices will have to be expanded still | 


| 


| 


| 


| 


that there is an! 
unsatisfied demand for some 150.000 | 
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LAW RENCEVILLE 


A loaded line that goes down in a 
storm costs hundreds of dollars, as we 
all know. But it makes you even sicker 
if you realize when you look at ii, that 
part of the cause was faulty anchorage. 





Be Sure of Location 


One thing you can be sure if you 


have a Dillon Bisector. That is that 
the anchor is properly placed. Why 
guess about this part of your engineer- 
ing when you can get a Bisector for 
only $6.80? It’s simple and fool proof 
to use, and you know for certain the 
anchor is in the right place. If it saves 
just one breakdown it pays for itself 
ten times over. 


Sold by All Distributors 


Now Manufactured by 


Suttle Equipment Company 


Serving 
independent Telephone Men 
Since 1910 





See Your 
SUTTLE 
Catalog 









ILLINOIS 





MANAGEMENT 

















ly states and at the same time to re- 
habilitate and modernize the assets 
which had been overworked during 
the war. | 

While these problems were being 
solved, expansion programs also had | 
to be undertaken to meet the postwar 
requirements. During the years 1947. | 
51, 101 new exchanges and 462 tele- | 
graph offices were opened, and about | 
53,500 telephones were added. 

In 1950 a revised development plan | 
was drawn up with the objective of 
providing telephone exchanges in each 
district headquarters and towns with 
a population of over 30,000 telephone 
facilities at subdivisional and other 
(secondary subdivision) stations and 
towns with a population of over 20,000 
and telegraph facilities up to stations 
and places with populations of 5,000 
or more. 

It has been proposed that during | 
the period of the plan about 260 new 
exchanges and 800 telegraph offices 
will be opened. Arrangements are also | 





























| 





RecriFitteRs* 


(BATTERY ELIMINATORS) 









being made for providing improved Raytheon RectiFilteRs are happier left alone. Except 
services through special training to 
the staff automatization of the larger for a visit every twelve months or so for routine mainte- 





exchanges and mechanization of the 
bigger telegraph offices, etc. 

his development plan has been voltage year after year without attention. 
under way for over two years now. The 
achievements so far include 72 new 





nance, they are content to go on providing D. C. output 







That’s an outstanding virtue in the Telephone Industry 








exchanges and nearly 36,000 new tele- where trouble-free dependability is so vitally important. 
phone lines. The increase in the num- 
ber of telegraph offices during the Raytheon RectiFilteRs eliminate the need for storage 





same period has been from 3,592 to 
3,790. In addition work on the auto- 





batteries . . . automatically provide closely filtered and 







matization of a number of exchanges stabilized D. C. output voltage at low cost ... release 
and on replacements and expansion of 
others has been progressing. charging cable pairs for revenue producing service. 





A substantial measure of self suf- 
ficiency has been achieved with re- 





You'll like Raytheon RectiFilteRs because you never 







gard to telephone equipment. The In- have to give them a thought 
dian Telephone Industries Factory and 
the post and telegraph workshops are — because they give you 





now manufacturing all the components 
with the exception of dials and con- 
densers. The manufacture of the latter year at lowest cost. 
is under consideration. 


Bindewald Advanced 
By Thomas A. Edison, Inc. 


THomas A. Epson, Inc. has an- 
nounced the promotion of George J. 





faithful service year after 
















RAYTHEON 


MANUFACTURING COMPANY 





Bindewald to general sales manager 














of the Edison Instrument Division. EQUIPMENT SALES DIVISION ae (lea 
Formerly the head of the division’s DEPT. 6270-TE, WALTHAM 54, MASSACHUSETTS midibineme tar Bre 





DISTRICT OFFICES: BOSTON, NEW YORK, CLEVELAND, CHICAGO, NEW pletely dependable 
ORLEANS, LOS ANGELES (WILMINGTON), SAN FRANCISCO, SEATTLE Telephone service. 
INTERNATIONAL DIVISION: 19 RECTOR ST., NEW YORK CITY Your supplier offers 


a complete line for 
RAYTHEON PRODUCTS INCLUDE: RectiChargeR* battery all requirements. Ask 
chargers; RectiFilteR* battery eliminators; Voltage stabilizers him for details or 
(regulators); Transformers; Tubes and other electronic equipment. write direct. 


* Reg. U. S. Pat. Off. 


sales organization for aeronautical 









products only, Mr. Bindewald has the | 
added responsibility for selling and 
servicing all products of the division 
and coordinating the activities of 
Please Turn To Page 105 
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CYRUS G. HILL 
ENGINEER 


Plant—Traffic—Commercial 
Valuations and Original Cost 


231 S. LaSalle St., Chicago 4 








PENN LINE SERVICE 


Scottdale, Pa. 
Phone 765 or 686 


CREWS 


Construction Trimming 
Station Installers Cable Splicing 
Chemical Spraying 
Right of Ways 





| 
| 


MURER & SMITH 
ENGINEERS & CONTRACTORS 


Engineering—Construction—Installation 


A complete service to the Telephone, 
Electrical and Pipe Line operating companies. 


440 S. Brentwood Blvd. Clayton 5, Mo. 
St. Louis Telephone Parkview 2747-7282 


Construction Crews Station Installers 
Central Office Installations 
Cable Splicers Complete Engineering 


' HENKELS & McCOY 


6100 N. 20th St., Philadelphia 38, Pa. 
Now Operating in 18 States 


ENGINEERING 


@ All types plant construction 
@ Many years experience 
@ Will gladly furnish references. 


Serving Missouri and adjoining states 


DAVIS CONSTRUCTION CO., Sullivan, Mo. 


JAY G. MITCHELL 


CONSULTING ENGINEER 
APPRAISALS—COSTS—PLANT 


7720 SHERIDAN ROAD CHICAGO 
FOR MAIL BOX 523 EVANSTON, ILLINOIS 







CARL C. CRANE, INC. 


Consulting Engineers 

2702 Monroe Street, Madison 5, Wis. 
Experienced in REA Procedures 

Preallotment Surveys—Specifications 

Design.and Construction Supervision 


INSPECTION SERVICE 

Of poles, crossarms, and preservative 

treatments. Analyses of wood preserva- 

tives. Consulting and specification writing. 

Inspectors stationed throughout U. S. A. 
A. W. WILLIAMS INSPECTION CO. 
MOBILE, ALABAMA 

OVER 30 YEARS EXPERIENCE 


Professional 
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Installation Specialists 
CENTRAL OFFICES 


Installed-Modified-Removed 
All Makes 


COMMUNI-CATERING 


P. O. Box 6712 
CHICAGO 7, ILLINOIS 





J. E. ALBERT 
Engineering & General Consultant 
Reports for 
New Financing, Purchase, Sale 


185 N. Wabash Ave. Chicago 1, Illinois 


Electrical 
Engineers 


Harris-McBurney Co. 


A complete construction service for 


the telephone industry 
Appraisals — Reports 


297 W. Mich. Ave., Jackson, Mich. 
Telephone 4-6126 





H. GEMAR’S ELECTRIC SERVICE 


Complete Outside Telephone 
Plant Construction 


You name it, and we can do it 
We can satisfy because of our 
many years of experience 
Rt. 4, Box 398 Lodi, California 
PHONE 9-4944 





EDWIN T. MAHOOD 


Consulting Telephone Engineer 


627 W. 67th St. Kansas City 5, Mo. 


Jackson 4452, 





W. T. KING 


PROF. ENGR. — TELEPHONE CONSULTANT 
Engineering, Accounting, Valuations, Traffic 
Depreciation Studies, Rates and General 
Management Services 


306 So. Capitol Lansing, Mich. 
P. O. Box 216 Telephone 5-1034 
















B. O. VANNORT ENGINEERS 
Incorporated 
Electrical—Civil—Mechanical 
Telephone 


A complete engineering service 
700 South College Street, Charlotte, N. C. 
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TELEPHONE PRINTING 


By People Who Know 
the Telephone Business. 
See the Suttle Catalog 


SUTTLE EQUIPMENT CO. 


LAWRENCEVILLE ILLINOIS 


HOPKINS ENGINEERING CO., INC. 


RADIO SITE SURVEYS 
SYSTEMS DESIGN 


INSTALLATION PLANNING 
INSTALLATION SUPERVISION 


1612 K STREET N. W. 
WASHINGTON 6, D. C. 








SLOAN, COOK & LOWE 


CONSULTING ENGINEERS 
Suite 1344 120 South LaSalle Street 
CHICAGO 
Appraisals—Original Cost Studies 


Depreciation, Financial, and Other 
Investigations 







TELEPHONE 
ENGINEERING CORPORATION 


CONSULTING ENGINEERS 
Dallas, Texas 
Designing—Appraisals of Telephone Systems 
Experienced in R. E. A. Projects, Microwave 
2210 Butler Street P. O. Box 6633 
Telephone LAkeside 5245 


D. J. NEALE 


Telephone Engineer 


Complete Outside Engineering, Construction, 
Maintenance and Planning 
Nationwide Service 


Topeka, Kansas Telephone 4-2621 








TELEPHONE CONSTRUCTION, INC, 


Consulting, Engineering, Installation, 
Good Machinery, Competent Workmen 
Pole Digging and Cable Splicing 
C. H. DAUBENDIEK 


Secretary 
Box 267, Telephone 012, JEFFERSON, IOWA 







For Best Results 
Advertise in 
Telephone Engineer 
& Management 
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GEO. J. BINDEWALD, General Sales 
Manager, Edison Instrument Division. 
their manufacturer's representatives 

in the general industrial field. 

Mr. Bindewald joined the Edison 
Instrument Division in 1916 follow- 
ing his discharge from the U. S. 
Navy, as a sales engineer on aero- 
nautical products. In this capacity he 
covered sales and installation assign- 
ments on military and commercial 
aircraft of the Edison fire detection 
system, aircraft temperature indi- 
cators, engine gages and other instru- 
ments. In 1951 he was promoted to 
Aeronautical Sales and Service Man- 
ager of the Division, and in this eca- 
pacity successfully supervised the in- 
troduction. this vear, of the revolu- 
tionary new Edison heat-sensitive 
cable fire detection system. 

Mr. Bindewald is a member of the 
Institute of Aeronautical Sciences and 
holds a C.A.A. pilot certificate. Be- 
fore the war he served the Western 
Electrical Instrument Corporation 
and the Lockheed Overseas Corpora- 
tion in various capacities. 


Insto Gas Marks 
20th Anniversary 
INsto-Gas CorporaTion’s Presi- 
dent A. L. Wiener recently announced 
the Twentieth Anniversary in Oc- 
tober of the Insto-Gas Corp. and the 
marketing of its “Save with Safety” 
line of portable heating equipment. 
In a recent interview. Mr. Wiener 
stated, “Safety and economical 
trouble-free Service to industry. the 
building trades, and utilities has been 
the aim of Insto-Gas Corporation 
since its conception.” 
“While pioneering the develop- 
ment of instant lighting portable 
Please Turn To Page 110 


YOUR OCTOBER, 





Hela gy! 


emergency! 





JOWELL WIRES GET THE CALL THROUGH 


The technical staff at Lowell Insulated Wire Com- 
pany uses many physical tests to determine the effect of heat, aging, 
tensile strength, compression, cold, acids, oils, mois- 
ture and abrasion. They also 
employ extensive. electrical 
tests. To create the maximum 
performance and dependability 
which is characteristic of Lowell 
Insulated Wire, many factors have 
been combined in a well 
balanced and efficient manufac- 
turing process. That is why 
through long years in actual serv- 
ice Lowell Wires maintain a record 
for reliability and low mainte- 
nance or replacement costs. 
Write today for details. 













OWELL INSULATED WIRE. DIVISION. 


OF Ge (erlahes Coyoriilion 


171 LINCOLN STREET -*- LOWELL, MASSACHUSETTS 


) 


Neoprene Jacketed, Rubber Insulated Drop Wire, with Bronze, Copperweld or Copper 
conductors, Brass flashed or tinned — Neoprene Jacketed Outside Distributing Wire — 
Tree Wire — Plastic Insulated Inside and Duct Wire—Jumper and Distributing Frame 
Wire — Glazed Braided Inside Wire. 


DISTRIBUTED BY: Jack Pruzan Co., 109 Jackson Street, Seattle 4, Washington; 
The Telephone Repair & Supply Co., 1760 Lunt Avenue, Chicago 26, Illinois; 
Hughes Supply, Inc., 816 South Main Street, Gainesville, Florida. 
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For complete information on the products and 
services described in this department send in the 


coupon which appears on the opposite page. If 
you do not see a listing of the products and services 


ADVERTISING, Directories — Planning, Selling, 
Compiling, Producing, Publishing and Dis- 
tributing — backed up with over 43 years 
of Directory Experience and Knowledge. 
Write or call L. M. Berry & Co., Hulman 
Bldg., Dayton, Ohio.—[ADV. 1] 

ADVERTISING, Directories — General Tele- 
phone Directory Co., 604 Pine Ave., Long 
Beach, Calif., and 1800 Busse Highway, 
Des Plaines, til._—[ADV. 2] 

BELTS — CLIMBERS — COMPLETE LINEMEN’S 
EQUIPMENT, W. M. Bashlin Co., Bashlin 
Bidg., Grove City 1, Pa.—[ADV. 3] 

BELTS — CLIMBERS — PLIERS — SAFETY 
STRAPS — CONSTRUCTION TOOLS. Klein 
& Sons, Mathias. 3200 Belmont Ave., Chi- 
cago 18, Ill._—[ADV. 4] 

BOOTHS—Acoustic Telephone — Sherron Me- 
tallic Corp., 1202 Flushing Ave., Brooklyn 
6, N. Y.—[ADV. 5] 

BRUSH & WEED KILLERS — Thompson manu- 
factures many types of brush and weed 
killers. Write for helpful information on 
specific problems. Thompson Chemicals 
Corp., St. Louis 3, Mo.—[ADV. 6] 

CABLE, All Plastic, Aerial, Duct, Direct Burial, 
PBX, Switchboard. — The Ansonia Wire & 
Cable Co., Ansonia, Conn.—[ADV. 7] 

CORDS, Switchboard (with or without plugs), 
Instrument (retractable and regular) and 
Operators — Commercial Cord & Supply 
Co., Inc., 26 Main St., Clifton Springs, 
N. Y. —[ADV. 8] 

CORDS, Switchboard & Telephone — Runzel 
Cord & Wire Co., 4727-31 Montrose Ave., 
Chicago 41, Ill.—[ADV. 9] 

ELECTRIC HOT WATER HEATERS. Thermostet- 
ically controlled for any hot water heater, 
Vulcan Electric Co., Danvers 17, Mass.— 
[ADV. 10] 

ENGINEER, CONSULTING — Telephone financ- 
ing — J. E. Albert, 185 N. Wabash Ave., 
Chicago 1, Ill.—[ADV. 11] 


FURNACES — For quickly and economically 
melting lead and paraffin — Mutual Liquid 
Gas Equipment Co., Inc., 3600 W. Imperial 
Highway, Los Angeles, Calif.—[ADV. 12] 

INSULATORS, Porcelain — Porcelain Products 
Inc., Box 300, Findlay, Ohio.—[ADV. 13] 

LIGHTWEIGHT PULLERS — Coffing Hoist Com- 
pany, 800 Walters St., Danville 5, Ill.— 
[ADV. 14] 

PIPE PUSHERS — Giant Manufacturing Co., 
South 6th St., at 12th Ave., Council Bluffs, 
lowa.—[ADV. 15] 

POLE HOLE DIGGERS — For derrick mounted 
trucks. Tele-E-Lect Products, Inc., 9613 
Minnetonka Bivd., Minneapolis 16, Minn. 
—[ADV. 16] 
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CORD SET: — 


° 


New 


Koiled Kords, 
Haven, Conn., has added a new item to its 
stock list of retractile telephone receiver cord 
sets — a long wearing, neoprene jacketed 


Inc., 


replacement cord for the Western Electric 
#500 series handset. 

A four conductor tinsel cord with a retracted 
length of 8% inches, it has a molded-on strain 
relief to provide added protection to the 
cord where it enters the handset. The con- 
ductors are terminated for easy attachment 
to the handset and deskstand. The cord set 
is designated Code Number 5022-2. — For 


Complete data, Check New Product 560. 


POLES, Southern Yellow Pine — Colfax Lum- 
ber & Creosoting Co., Inc., P. O. Box 23, 
Pineville, La.—[ADV. 17] 

POLES, Southern Yellow Pine — Taylor Col- 
quitt Company, 290 E. Main St., Spartan- 
burgh, S. C.—[ADV. 18] 

POLES, Southern Yellow Pine — Texas Creo- 
soting Co., Orange, Texas.—[ADV. 19] 
PROTECTIVE EQUIPMENT — Reliable Electric 
Company, 3145 Carroll Avenue, Chicago 

12, H.—[ADV. 20] 

REBUILT TELEPHONE & SWITCHBOARDS — 
Telephone Repair & Supply Company, 1760 
Lunt Avenue, Chicago 2, Ill.—[ADV. 21] 

TRUCK BODIES — Highway Trailer Co., Edger- 
ton, Wisc.—[ADV. 22] 

TRUCK BODIES AND EQUIPMENT — McCabe 
Powers Auto Body Co., 5900 N. Broadway, 
St. Lovis 15, Mo.—[ADV. 23] 

WIRE, Insulated — DATED DROP WIRE — 
Neoprene or Weatherproof — Alphaduct 
Wire & Cable Co., Milltown, N. J.—[ADV. 
24] 

WIRE, Insulated Drop and Bronze or Copper- 
weld — Acorn Insulated Wire Co., Inc., 36 
Freeman St., Pawtucket, R. 1.—[ADV. 25] 

WIRE, Telephone, for all inside and outside 
uses — Whitney Blake Co., New Haven 
Conn.—[ADV. 26] 


THE BUYERS’ GUIDE 


and 
NEW PRODUCTS’ SHOWCASE 


that you are interested in, write BUYER’S GUIDE, 
7720 N. Sheridan Road, Chicago 26, Ill. 
formation will be furnished quickly and without 
charge to telephone industry members. 





The in- 


RETRACTILE CORD: — A three conductor 
tinsel retractile cord, color coded yellow, 
green and red, is now available from Koiled 
Kords, Inc., New Haven, Conn., terminated 
for use on the following Stromberg-Carlson 
handsets: 1243W, 1250W, 1443, 1222, 1223 
and 1224A. It has a tough, water resistant 
neoprene jacket and is listed as Code Number 
5011-1. — For Complete Data, Check New 
Product 561. 
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HYDRA-WEDGE: — First tests of new hy- 
draulic wedge for felling trees have been 
completed by Hufford Machine Works, Inc., 
El Segundo, Calif. Weighing approximately 
20 Ibs. and measuring 24” long, it replaces 
the usual sledge hammer and numerous steel 
and wood wedges heretofore required. Easy 
portability is insured by a sling over the 
shoulder of the operator. 

The Hydra-Wedge is a completely integral 
unit consisting of a manually operated hy- 
draulic pump, a power cylinder and a taperd 
wedge attached to the end of the piston rod. 
The wedge is sheathed on each side by two 
thin blades hinged to the main cylinder cast- 
ing. In use, these blades are inserted in the 
saw kerf of the trunk; pumping the handle 
then forces the wedge between the blades 
and effects lifting forces up to 90,000 pounds, 
sufficient for tipping even the largest trees 
with less effort. Design of the tool over- 
comes any tendency to eject the wedge from 
the kerf. No straps or other holding devices 
are required around the tree trunk. If in- 
sufficient lift is obtained for tipping slanted 
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trees at one setting, the tree may be wedged, 
the Hydra-Wedge backed out by reversing the 
pump and re-inserted deeper into the kerf. 

Since all tree shock, such as developed by 
sledge hammers, is eliminated, a high safety 
factor results. Possibility of injury from fall- 
ing branches, etc. is greatly reduced. Direc- 
tional control in felling is also markedly im- 
proved. The Hydro-Wedge proves far more 
universal in use than conventional methods, 
since it can be operated in any position; 
right side up, upside down, by reachng 
around the trunk, etc. This facility not only 
adds to convenience but enables salvage of 
much timber, where it is usually difficult or 
impossible to fell profitably because of ter- 
rain. — For Complete Data, Check New Pro- 
duct 562. 


CONFIDENCER:—A rapid rise in the noise 
level of factories, offices, transportation term- 
inals and a variety of other locations has 
seriously affected good voice transmission from 
telephones located in these areas. Although 
in most instances it is physically impractical to 
reduce the noise level in these locations, it 
is possible to reduce substantially the message 
distortion caused by backgroound noise enter- 
ing the mouthpiece of the telephone. The 
“Confidencer,” manufactured by the Roan- 
well Corp. of Brooklyn, is designed to reduce 
this unwanted noise by as much as 20 decibels. 

The ‘‘Confidencer” is a microphone of ex- 
clusive design which permits speech to be 
transmitted clearly while neutralizing unwanted 
noises. It is similar in outward appearance 
and is physically interchangeable with the 
mouthpiece and transmitter of most telephones. 
Neutralization of unwanted noises is accom- 
plished by directing the noise through special 
sound chambers to both sides of the dia- 
phragm. Energy produced by the unwanted 
noise is thus cancelled out as the pressure of 
one side of the diaphragm counteracts the 
pressure on the other side. However, when 
one talks directly into the microphone, the 
sound unbalances the diaphragm acoustically 
so that the desired signal is transmitted in a 
nermal manner. 

The No. 916 Type “Confidencer” unit has an 
output of 52 decibels referred to 1 mv at 
1,000 cps with 115 decibel sound pressure 
input level referred to 0.0002 dynes/sq. cm. 
It has a minimum signal to noise ratio of 
14 decibels. The normal D. C. resistance of 
the “Confidencer” is 60 ohms on normal 
current of 50 MA. It operates with a 
frequency response of from 300 to 4,000 cps. 

The Roanwell “Confidencer,”” now in oper- 
ation in a wide variety of high level noise 
locations, is approved for such use by Bell 
Telephone Companies and a number of In- 
dependent telephone companies. —For Com- 
plete Data, Check New Product 563. 
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SOLDERING IRON: — Hexacon Electric 
Company, 124 W. Clay Ave., Roselle Park, 
N. J., announces a new soldering iron com- 
bining all the advantages of a Pencil Iron 
and an Industrial Soldering Iron, built the 
same as other Hexacon Industrial Irons with 
nickel-chromium and mica wound mounted 
elements. An exclusive new novel feature — 
Tip and Element are separate parts and both 
replaceable independently. 

The cool handle of this 2 oz. iron is held 
like a pencil only 3 inches from the solder 
joint. Available in 25 watts with 1/8” tip 
(Cat. No. 25S) or 30 watts with 3/16” tip 
(Cat. No. 26S). Operate identically on AC 
or DC, any cycle. Available in 110 or 220 
volts. 

Element, tip and housing are made of 
special alloys which increase soldering effi- 
ciency and all parts are engineered to obtain 
maximum performance. Therefore, iron rapidly 
reaches soldering temperature and _ contin- 
vally maintains an unusually high tempera- 
ture resulting in exceptionally fast soldering. 
—For complete data, Check New Product 564. 


SOLDERING IRON:—Elimination of frozen 
tips is one of the features of the new Model 
250 Versa-Tool instant heat soldering gun, 
according to Phillips Manufacturing Co., Inc., 
Minneapolis, Minn. 

Design of the new model prevents tips from 
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Telephone Engineer Publishing Corp. 
7720 N. Sheridan Road 
Chicago 26, Illinois 

Please forward complete information on the following products and 
services described in the October, 1953 issue of TELEPHONE ENGI 
NEER & MANAGEMENT. (Check information desired.) 


SERVICES AND SUPPLIES 
ADV. 
ADV. 
ADV. 
ADV. 
ADV. 


13 ADV. 14 
18 ADV. 19 
23 ADV. 24 


freezing in the barrel, the company said. 
“Frozen” tips are caused by oxidation and 
corrosion on the threaded portions of the 
tip and barrel assemblies. 

Other features include: a re-inforced plas- 
tic housing of great impact strength; a one- 
piece phenolic molded trigger pivot arm as- 
sembly; a barrel assembly which can be re- 
moved without dis-assembling the housing; a 
fast-heaiing, long-life carbon element and 
favorable fuse cap location. 

The unit is rated at 250 watts, 115 volts 
A.C. (also available for 200 volt A.C. opera- 
tion) and will reach soldering temperatures 
in less than 4 seconds, the manufacturer 
states. 

For further information on the Versa-Tool, 
Model 250, — Check New Product 565. 


PNEUMATIC HAMMER: — The _ Burgess 
Thomas Co., Bloomfield, N. J., distributors 
for Appton Super Hammers, has announced 
this powerful air tool for drilling, chipping, 
trimming, riveting, sealing, scaling, and all- 
around general applications. 

The hammer is small in size, measuring 
9-%2 inches overall, and has a 1” diameter 
piston. Its unique no-trigger construction 
combined with its light weight (about five 
pounds) make for safe, easy handling. Ac- 
cording to the manufacturer, the recoil or 
“kick’’ has been eliminated in the Appton 
hammer. The hammer operates when pres 
sed into contact with the work, stops when 
withdrawn. The Appton also features force 
of blow control, adjustable from a light tap 
for delicate work, to full power for heavy 
applications. The tool uses very little air, 
and operates on pressures from 30 to 100 
pounds in accordance with the requirements 
of the work. For complete information, check 
New Product 566. 


SEND IN THIS COUPON FOR MORE INFORMATION 
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se THE CLEARING HOUSE ss-- 


Published in each issue of Telephone Engineer & Management. Advertising forms close on Ist of month. Rates—15 cents a 


word except for Situation Wanted ads, which are only 10 cents per word. 
All ads payable in advance. 


in number of words used. 


In figuring cost of ads, count each word of address 
Minimum charge—$2.00. Special rates for display ads on request. Send 


copy and box number replies to Telephone Engineer Publishing Corp., 7720 N. Sheridan Road, Chicago 26, Ill. 





_ POSITION WANTED. 


Will Make Change 


Man with twenty five years service in 
the communication business, includ- 
ing active telephone experience in 
COMMERCIAL DEPARTMENT 

Personnel Problems 

Union Negotiations 

Accounting Procedures 

Corporation Matters 

Sales Promotion 

Company Management 

PUBLIC RELATIONS ACTIVITIES 

Civic Organizations 

State Commissions 

Federal Agencies 
Can handle telephone ENGINEER- 
ING, PLANT and TRAFFIC problems. 
Now employed but wants to locate 
permanently in smaller community 
with independent telephone company. 
For information or interview write 
Box 8860, c/o Telephone Engineer 
Publishing Corporation. 








TRAFFIC ENGINEER _ requires 
new position. Experienced in de- 
sign of central offices, calculation 
of equipment and circuit require- 
ments, and in preparation of speci- 
fication for manufacturer. Capable 
of taking charge of all operations 
involved in conversion from man 
ual, or old automatic, to new auto- 
matic central office. Contact Box 
#8855, c/o Telephone Engineer 
Publishing Corporation. 





POSITION WANTED: — Young Man 
desires connection with Class A Com- 
pany, experienced in Commercial 
Plant, Traffic, Supervisory Labor Re- 
Accounting Costs, Layout and 
expansion. Write Box 8857 c/o Tele- 
phone Engineer Publishing Corp., 7720 
N. Sheridan Road, Chicago 26, III. 


lations, 





HELP WANTED 





LIFETIME OPPORTUNITY—A 
young expanding telephone supply 
organization is interested in a gen- 
eral manager and a sales manager. 
These positions offer far above 
average possibilities. Our require- 
ments include emphasis on a very 
strong desire to be successful, an 
active mind, above average per- 
sonality and vision. For those who 
believe they can produce, here are 
two positions with challenge, oppor- 


tunity and responsibility. Salary 
open. TELEPHONE & POWER 
SUPPLY, INC., 3100 Topeka 


Avenue, Topeka, Kansas. 
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HELP WANTED 
COMBINATION MAN 
position, Class A Company in Mid- 


— Permanent 
west. Paid vacations, paid holidays, 
group insurance, and other benefits, 
good wages to those who can qualify. 

ASSISTANT MANAGER to. take 
charge of 4 towns — 2 magneto, 2 
dial, position permanent. Good 
salary. Position now open. 

Replies should include reference, de- 
tails of past employment and ex- 
perience. Write Box 8854, Tele- 
phone Engineer Publishing Corp. 








WANTED—Man 
take charge of all 


with experience 
to details of 
conversion to 1600 lines automatic 
completion July 1, 
be capable of super 
vising cable work, dial installa 
tions, installation Central Office 
equipment, and all details. Age no 
barrier, depending on ability. Em- 
ployment one year or permanent, 
as desired. Pecos and Northwestern 
Telephone Company, Pecos, Texas. 


equipment, 
1954. Must 








ATTENTION SALESMEN:. Un- 
limited sales Opportunity for ag- 
gressive individuals with growing 
telephone supply house. Telephone 
experience helpful but not neces- 
sary. Very liberal commission. Ter- 
ritories open al] over United States. 
Car Furnished. Telephone & Pow- 
er Supply, Inc., Topeka, Kansas. 


e_—_——_ + rrr > —— 








openings for plant superintendent, 
combination repairman 

live at home — good pay — ad- 
vancement.” Apply manager, Sem- 
Telephone Company, Donal- 


also good 


inole 


sonville, Georgia. 


ENGINEER for new, rapidly ex- 
panding telephone system for the 
Government of Guam. Must be 
capable of supervising all phases 
of management, operation, billing, 
and engineering, particularly for 
the extension of outside cable 
plants for a 1,000 line telephone 
exchange which is expected to 
grow to serve 5,000 customers. 
Public Utility Agency, Government 
of Guam, Agana, Guam. 





WANTED—Combination men for 
permanent employment during 
cutover to automatic, and advance- 
ment to switchmen or other re- 
sponsible positions. Must have ade- 
quate experience and references. 
Immediate employment. Top sal- 
aries. Pecos and Northwestern 
Telephone Company, Pecos, Texas. 








||| ch eee 


CABLE SPLICERS, Equipment In- 
stallers, Station Installers, Linemen. 
Experienced men needed. Steady work, 
good pay. Henkels & McCoy, 6100 
N. 20th, Philadelphia. Pennsylvania. 








PROGRESSIVE rapidly growing 
Class B Company in Southeastern 
Wisconsin needs, because of re- 
tirement, experienced CABLE 
SPLICER—and also an experienced 
COMBINATION MAN. Know- 
ledge of dial is desirable. Perm- 
anent position, good working con- 


ditions, complete insurance pro- 
gram. Advancement opportunity. 
\s company grows, so can you. 


Furnish age, experience, etc. Write 
Box 8848, Telephone’ Engineer 
Publishing Corp. 















Cable-Splicers Fein 
» WIPING CLOTHS —— 
aR, soonoe 
wiLLisee. : . 
RE any Formed-flexible finishing cloths; (Pat- 
WIPING CLOTHS & ented); Flat finishing cloths; Catch 
‘CLOTH cloths; Crotch cloths and Up-right 
| dim. x Gin. joint catch cloths. Made of world- . 
ron prize HERRINGBONE TICKING or | 
imported English MOLESKIN. Write 


3’: in. Joint 


for 
jobber 


“TELEPHONE MEN — We have 





packed 


| cartons from 


or us. 


literature and prices 





from your falcon 
sealed in wax paper 
wrappers 


GEO. E. WILLIAMS, Mfr. 


3035 Aldrich Ave., MINNEAPOLIS 8, MINN. 





1953 TELEPHONE ENGINEER & 


MANAGEMENT 








W-D-1A TELEPHONE FIELD WIRE 


Latest style Signal Corps — Thermoplastic 
jacket, 2-conductor twisted pair (4 copper, 
3 steel). Readily spliced with 3-045B Com- 
pression Sleeves. ______Per mile_.$20.00 


SWITCHBOARDS 

TWO POSITION UNIVERSAL CORD 
CIRCUIT. 400 common battery and 160 
magneto line capacity. Equipped with 17 
universal cord pair on each position. 
Line and cut-off relays on separate relay 
racks. We wiil arrange and install equip- 
ment in accordance with specifications of 
purchaser. 


+ * * 


REBUILT — C. B. FLOOR TYPE — 100 lines, 
12 cord circuit. $1,000.00 


ATTENDANTS CABINETS with 100 lines, 3 
cord pair. 2—Used W. E.—Each $500.00 
TELEPHONE REPAIR & SUPPLY 
COMPANY 


1760 W. Lunt Ave. Chicago 26, Ill. 
Telephone—ROgers Park, 4-3817 





OF =Yo FJ ae ade) (23 
0 ee 


1615 E. Royall Place, Milwaukee 2, Wis. 


Northern White and Western Red Cedar 
Creosote and Pentachlorophenol 
Treatments 


PINS AND BRACKETS 


Manufacturers of all sizes Locust 
Pins, Oak Brackets, Locust Bushings. 
REA Approved. 


L.H. WIEBEL, INC. 


Charlottesville Virginia 








MAGNETO WALL 


3 Bar. 1000 Ohm. @ $18.00 
4 or 5 Bar. 1600 or 2500, @ $20 


Prices F.0.B. Chicago, III. 


INDEPENDENT TELEPHONE 
REPAIR CO. 
2137 W. 21st St., Chicago 8, III. 








MAKE US AN OFFER—1100 #8262 
Locke 3 point transposition brackets 
NEW in original cartons of 10 
each. Also 500 of same—used. Write 
Inter County Telephone and Tele- 
graph Company, Ft. Myers, Florida. 


FOR SALE—Telephone Exchange 
approximately 125 stations. 25 
miles from Springfield, Mo. With 
buildings. Priced to 
interests. Hurley Tele- 


without 
Other 
phone Company, Hurley, Missouri. 


or 


sell. 





YOUR OCTOBER, 








Bashlin’s new bulletin giv 


“Te, 


Bashiin's 


L 


and every one a champion 





ment is ready for you... 
. Write today! 


W. M. BASHLIN CO. 


White Today for Your Copy.. 


ing full details on Linemen’s Safety Equip- 
a complete line from which to choose, 


Grove City 1, Pa. 





| LIMITED SUPPLY (Used) SUBCYCLE 
RINGING MACHINES 


Input, 115-V-AC-60 Cy. Output, 20 
cycles. 

Smell FR. Type. ....:--.-...:....... @ $30.00 

lone Teee. @ $45.00 


Prices FOB Chicago, Ill 
Independent Telephone Repair Co. 
2137 West 21st. St. Chicago 8, Ill. 








ALL SEASON DEHUMIDIFIERS 


All temperature, air filtering, hum- 
idistat controlled type made in 
several sizes for unheated dial ex- 
changes in all climates. 


Order from jobber or direct. 


The H. J. KAUFMAN CO. 


13215 Roselawn Ave., Detroit 4, Mich. 












TELEPHONE  EX- 
Excellent 
Incorpor- 


MAGNETO 
CHANGE—320 stations. 
expansion — possibilities. 
ated. Ready for dial conversion. 
Quick sale, illness of owner. Box 
North Carolina. 


336, Mooresboro, 








FOR SALE 
Cable Splicer’s Trailers 
$150.00 each. 


Neale Construction Company 
3100 Topeka Avenue Topeka, Kansas 








Rebuilt, Refinished 
Loud ringing bells. 1000 
or 2500 Ohm @_ $8.00 
each With Condensers 
@ $9.00 Each. 

F.0.B. Chicago, tll. 
INDEPENDENT TELE- 


PHONE REPAIR CO. 
2137 W. 2ist St. 
Chicago 8, Illinois 











SPECIFY 





for 
Dependable and Economical Telephone Ring- 
ing Power Equipment. 
Engineered for complete satisfaction. 
Manufactured by 


TELKOR, INC. Elyria, Ohio 


LISTS O Out Fh Year 
TELEPHONE FORMS 


PRINTING © PLANOGRAPHING 
S REC ATTENTION 









SPECL, 


YOUR RDER EIVE PROMPT 


10} CULLOM & GHERTNER CO. 


600 2ist AVE., N. NASHVILLE 4, TENN. 
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BUCKEYE 


Reconditioned 





Federal Model "802" 


Equipped with capsule type 
receiver and transmitter, the 
802 is available for either 
(Equipped with Type A.E. automatic or manual service. 
#24 dials when specified.) | Complete with new cords. 


BUCKEYE 


TELEPHONE & SUPPLY CO. 


1250 Kinnear Road Columbus 8, Ohio 


The 802 has "Packaged Part” 
components that assure on 
the spot replacement. 





YOU CAN CARRY IT in your 
BACK POCKET. IT will do HEAVY 
WORK and DRILLS in CONCRETE 
holes to 1 in. diam. IT uses your 
standard tools. Nationally used 
it costs $27.50. It is Guaranteed. 


HAMER-DRIL 5!2 Greenwich St. 


New York 13, N. Y. 





E d 
[eee | 


WANTED TO BUY 


WANTED — Telephone Company 
for young experienced plant man 
desiring to get into the indepen- 
dent field. Would consider part 
nership eventually gaining control. 
Can furnish best of references. 
Write Box 8856. Telephone Engi 
neer Publishing Corporation, 7720 
Sheridan Road, Chicago 26, III. 
WANTED TO BUY \ 300 
100 station telephone exchange lo 
cated in the south midwest states. 
Send all information including bal 
ance sheet operating statement, 
price and terms if any. Box 8858, 
Telephone — Engineet Publishing 
Corporation. 


to 





COMMON BATTERY SWITCH 
BOARD: [wo position, 250 lines 
Common Battery, 30 lines magneto; 
ten dial or ringdown trunks. Write 
P. O. Box 36, Thomas, West Vir- 
ginia. 





WANTED — Telephone Exchange, 
three to four hundred stations. Can 
pay one third to one half down. 
Write Box 8853, Telephone Engi- 
neer Publishing Corporation. 
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for Years- 

and Years- 
and Years- 
of Service! 





































ELECTROX | 


BATTERY ELIMINATORS 
BATTERY CHARGERS 


In sizes and capacities 
to meet every telephone 


power requirement. 


See your Electrox Jobber. 
Write for Bulletin 1465. 





RECTIFIER DIVISION 











MANUFACTURING CORP 





4516 Alpine Ave. Cincinnati 36, Ohie 
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News Briefs 
Continued From Page 105 


heating equipment in the form of 
torches, furnaces, and other products, 
our company has used every precau- 
tion to make Insto-Gas fuel, torches 
and furnaces safe to use under all 
conditions.” 

“The first safety tests were made 
by Underwriters’ Laboratories, Inc. 
in 1935. Our equipment was sub- 
jected to tests covering all safety re- 
quirements, and the methods employ- 
ed by us in the use and handling of 
Insto-Gas have resulted in continous 
UL approval since that time. Factory 
Mutuals Laboratories have also 
sued their approval of our products 


is- 


and methods.” 

“And now, just as twenty years 
ago,” President Wiener. 
“the same procedure should be used 
in handling Insto-Gas. For the Insto- 
Gas customer this means that Insto- 
Gas cylinders should be exchanged 
at authorized Insto-Gas distributors. 
Insto-Gas distributors, in turn, have 
cylinders refilled at authorized Insto- 
Gas filling stations where inspection, 
proper filling facilities, and necessary 
repairs of Insto-Gas cylinders are 


continued 


always available.” 

“As evidence that our Insto-Gas 
customers appreciate these safety 
features President Wiener said, “In- 
sto-Gas sales increased over 
300% and the number of Insto-Gas 
distributors has increased over 200% 
since the end of the war in 1945.” 


have 


Copperweld Steel Promotes 
Paul Van Wagner 

FRANK R. S. Kapwan, president of 
Copperweld Steel Co., has announced 
the promotion of Paul Van Wagner to 
vice president of the company. In 
his new capacity, Mr. Van Wagner 
will be on Copperweld’s corporate 
staff, with headquarters in the com- 
pany’s executive offices, Frick Build- 
ing, Pittsburgh, Pa. 

He was formerly vice president- 
sales of the Wire & Cable Division 
at Glassport, Pa., and president of 
the Copperweld Steel International 
Co.. Mr. Van Wagner will continue 
in the latter post in addition to his 
new duties. 

For more than 25 years, Mr. Van 
Wagner has been associated with 
Copperweld in important executive 


capacities. He is well known in the 








PAUL VAN WAGNER, 
Vice-president of Copperweld Steel Co., 
Pittsburgh, Pa. 


power, railroad, communication and 
electrical circles, both in this coun- 
try and abroad. His wide admin- 
istrative, sales and engineering back- 
ground thoroughly qualifies him for 
the position of corporate vice presi- 
dent. 


Development Engineer Joins 
Koppers Wood Preserving 

ReAaR ADMIRAL Donatp T. GILEs, 
USN (Ret.), has joined the staff of 
Koppers Company, Inc., in the ca- 
pacity of development engineer, it 
was announced by W. P. Arnold, 
vice president and general manager 
of the Wood Preserving Division. 

Admiral Giles, who is a Naval 
Academy graduate with 35 years of 
Naval service, brings a comprehen- 
sive background of engineering to 
his new post, and will operate out of 
Atlanta, Ga., where he has just com- 
pleted his active duty with the Navy. 

He received a B. S. degree at the 
Naval Academy and his master’s de- 
gree in Mechanical Engineering at 
Columbia University. He served as 
engineering officer, gunnery officer, 
and navigator aboard various types 
of ships, including submarines, bat- 
tle ships, destroyers, and cruisers. 

His previous experience also in- 
cludes engineering duty at ship yards 
and the experiment station at Annapo- 
lis, as well as staff duty in procure- 
ment, policy, and public relations in 
Washington, D. C. 

Before retiring from active duty 
Admiral Giles served as Supervising 
Inspector of Naval Material for an 
area covering seven Southeastern 
states, with headquarters in Atlanta. 
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STROMBERG # CARLSON 


ransmitter 


Published by the makers of famous XY Equipment 


Rochester Telephone Corporation 


Chooses XY for Avon Office 


Satisfactory operation of the XY 
System previously installed in the 
Wyoming office of the Rochester, N. 
7. Telephone ( rporation led to the 
selection of this type of switching 
equipment for the Avon office. 

Here the company was faced with 
a subscriber growth which went be- 
yond the point of economical expan- 
sion of existing dial equipment. With- 
in the company’s own service area a 
location was found where the re- 
placed equipment would be adequate 
to the needs of the community. 

Other companies may be interested 
in the method adopted for carrying 
out this program. Skilful planning 
by the Rochester Telephone Corp- 
oration engineering staff made it 


possible to build 400 lines of the 600- 


Section of XY equipment 


line XY System in the same room 
with only a very small addition to 
the building. Provision was made 
for ov erlapping the system which was 
being replaced. The space-saving fea- 
tures of XY mede this a practicable 
solution. 
Now that the earlier dial system has 
been removed, the other 200 lines 
have been added. There is generous 
aisle space between the XY bays cur- 
rently in use with a large unoccupied 
area for future expansion. The build- 
ing itself, designed to fit the resi- 
dential chaxactex of the community, 
was not altered in general appearance. 
What has been done so well by the 
Rochester Telephone Corporation 
may be of some guidance to other 
companies facing similar problems. 


Exchange building blends in with community. 
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You hear a lot of people these days 
asking why the Independent telephone 
companies don’t toot their own horns 

i little more? Why don’t we tell the 
oer that the reason many smaller 
communities have efficient “big-city” 
service is because a hard-working in- 
dependent telephone man, especially 


Lewis C. Hyle adjusts XY equipment at 
Krumsville during cut-over in early 1952. 


interested in the local situation, has 
brought that modern service to them? 

Ralph M. Hyle, president of the 
Lycoming Telephone Company 
(Pe nnsylvania), and_ his’ brother 
Lewis C. Hyle, general manager, are 
men who have shows by their actions 
the power of independent operation. 

In 1944, they sat down together to 
talk over their personal goals in tele- 


phony. Each of them had over 25 
years of experience in large and 


small telephone companies. With this 
background, they decided to buy 
the —" at Ralston and Loyal- 
sock, in Lycoming County, Pennsyl- 
vania. 


Both of these companies — serv- 


Big City Service... 


in these rural Pennsylvania towns 


ing a total of 456 stations —- were 
magneto operated. Wire maintenance 
over 35 years old. and consisted of 
badly overloaded multi-party lines, 
was nil, with fence posts and trees 
filling the gaps where poles had fallen 
down. 

From 1945 to 1950, the Hyle 
brothers rebuilt the outside plant. 
put up hundreds of creosote poles, 
replaced open wire with lead cable. 


and built modern exchanges with 
Stromberg-Carlson XY dial equip- 
ment. At the same time, they ex- 
tended their lines, offering more 
services to more people. 

This rehabilitation would have 


been enough to keep any two tele- 
phone men busy full time. But not 
Ralph and Lewis Hyle! 

Two years after purchasing Ralston 
and Loyalsock, they came upon two 
more small companies. in the west- 
ern part of the county. They pur- 
chased these companies, which were 
in a similar state of disrepair. Here 
again they built a new exchange 
building. replaced the outside plant. 
and installed Stromberg-Carlson XY 
dial equipment at Brookside. 

Another project that presented i 
self soon after the Lycoming Tele. 
phone Company began operations 
was the annexation of the Berks- 
Lehigh Telephone Company in Berks 
County, three counties away from 
their home exchange. Although this 
would separate their company into 
two divisions, they decided that it was 
an opportunity not to be passed by. 
They bought it, and the pattern re- 
peated itself: XY dial system, a new 
outside plant, and in this case the ex- 
change was moved into a remodeled 
bank building. 

This program of expansion and 
rehabilitation went on, climaxed by 
their biggest purchase — the Pine 
Grove and Cressona Telephone Com- 
pany. Pine Grove. with a population 
of 3,500, is the largest community 
now served by Lycoming. It. too, 
boasts modern XY dial service. a 
modern building and up-to-date out- 
side plant. 


Trout Run exchange is one of the eight 
identical exchange offices serving Lycom- 
ing’s community centers. 








The old and the new. Pole at right shows 
open wire construction typical when Lycom- 
ing purchased companies in 1945. Pole at 


left shows new cable _ construction. 


To bring “big-city” telephone ef- 
ficiency to these communities, Ralph 
Hyle called upon his remarkable skill 
in financing. From an original in- 
vestment of $20, 000 and 456 stations, 
he guided the company to great suc- 
cess, as shown by the fact that on 
June 30. 1953 there were 3,464 
telephones in service and a net tele- 
phone plant in service of over 
$1,000,000.00. In the three months 
period prior to this, the company 
showed a net gain of 103 stations. 
And it’s still growing. 

Much of the credit for this growth 
goes to a program of sound financ- 
ing which has made available the 
money for extensive improvements, 
and at the same time has proved 
profitable to the holders of the com- 
pany’s long-term bonds and 414% 
preferred stock. 

Next spring Friedensburg will have 
its own Stromberg-Carlson XY _ ex- 
change. The present arrangement of 
serving this community from neigh- 
boring exchanges proved inadequate 
for the growth here. Thus the Lycom- 
ing system remains 100% XY. 

‘Although they could rightfully sit 
back and “take it easy’ > from here on 
in, Ralph and Lewis Hyle are still 
planning and working to make their 
independent service even _ better. 
Growing subscriber rolls, longer lines 

- all easily taken care of with their 
XY equipment — are helping Lycom- 
ing continue its policy of bringing 
“hig city service” to the rural areas. 


























































Postman’s Holiday 
No. 1—Rochester to Jefferson City, Mo. 


By George Forbes, Technical Publications Editor 


of the Eastern Star. His XY building 
was ready for the installers: both 
manager and subscribers anxious to 
enjoy their new dial system. 

Corn, wheat — mile after mile. 
with oil and coal underneath to bal- 
ance the economy. The sun shining 
on the level land gives the prairie 
the appearance of a giant looking 











The station wagon groaned under 
the weight of tents, camping supplies, 
luggage, blankets, and photographic 
equipment, as your reporter, his wife 
and two children started west from 
Rochester on a hot day last June. 
“Don’t feed the bears in Yellow- 





stone! glass. So “Looking Glass Prairie” was 
ad you stay in a motel in Texas, be Oscar Krick invited us in... for his XY chosen as the name for Oscar Krick’s 
sure it’s air conditioned.” 7 system, a pine paneled room. telephone company al Mascoutah, Ill. 
“You'll never make it over Tioga head: Mr. @. A. Loewe bed hic. Mis AY equipme nt will go into a 


Pass; better go around!” 
These and countless other admoni- 
tions from friends who knew the 


“Shaver’s Permit” so that he could beautiful pine-paneled room; when 
walk beardless by the stockade with- neighboring Belleville goes to dial, 
out a tremor. This was the first of 
many towns planning anniversary 
days. and taking them very seriously! 

Russell Logue showed us his prize- 
winning Oldest Directory, which cap- 
tured the blue ribbon in 1951. But 
Casey has its eyes on the future. 
While contracts are being let for a 
complete modernization of the plant. 
real accomplishme nts have already 
been made in office procedures. Mr. 
Logue is very proud of his billing 








— 


. method; using a special accounting ~ 
O. A. Logue . . . he had @ shaving permit. machine and a_ loc ally develope ~d _ 
western country added to the exhilar- system of cards and plates, the bills XY equipment at Jefferson City 
ation which always comes with mak- for all six exchanges are prepared ee Se 
ing friends and seeing new places. by two people. Norman Galvin and he can take out the last of the man- 


In Hudson, Ohio we were sorry to Barbara Hills. in less than two weeks. ual equipment. Five years ago when 
miss Weldon Case. The big news Many companies have come to see he took over Mascoutah. the pros- 
I 


there. of course. is the new Toll Tick- and learn from this operation. pects for dial were discouraging, in- 

eting System, which many of you At Altamont, Ill. Jim Stice was out deed; he credits the Stromberg-Carl- 

saw at the Chicago Convention. on a pole line, getting his outside son Finance Plan with much help. 
Calls upon our friends in inde- plant in shape for future dial opera- It’s always a milestone for an East- 


. . : ) ee AONE, “st ; : ra. BG ‘ 
pendent telephone companies began tion. His Beecher City XY exchange  erner to cross the Mississippi River. 
in earnest as we crossed Illinois on — is Jim’s particular pride. S¢. Elmo will The excellent route over the Jeffer- 


Route 40. grow fast now that they have proved — son Barracks Bridge misses all of St. 
Casey, Ill.. was preparing for its in oil. Louis and brought us sooner to Jeffer- 

Centennial. Russell Logue and others Roland Schmidt at St. Jacob, Ill. son City, Mo. 

displayed full beards — on the other had time only for a short visit: his Foster McHenry welcomed us, as 


eit Maelas Pore ran wife was being installed as President he has so many others, to his immac- 
ulate exchange. The pride he feels 
in this superbly-run plant is matched 
Your reporter’s va- * by his regard for his son and other 
Scation was a Post. ’ young men coming up in the bus- 
$man’s Holiday, call- a iness. Perhaps it was typical of the 
Sing on telephone 7 man when he said, “This exchange is 
iende in distin , too well-known to spend much time 
Splaces. We invite here. It’s a mighty hot day — there’s 
®vou to come with a beautiful new pool in town. Why 
ee Tile wah Cte don’t you take the kids for a swim?” 
Si csues an we travel 2 — The children remember Jefferson 
north, and back. City as “the place where vacation 
began!” 


LOHOOODOOGOOOOOGOOGOGOGOOOOOOOOS 














L. A. Schur, General Manager, tells how to file 


Claim’s for Goods Damaged in Transit 


While every effort is made to pack 
and ship our products in a manner 
that will insure delivery to you in 
sood condition, there are times when 
shipments will arrive in a damaged 
condition or where goods may be- 
come lost in transit. 

Our usual terms of sale are F.O.B. 
shipping point, transportation charg- 
es collect (that is. F.O.B. Rochester. 
New York; Chicago, Illinois; or from 
suppliers’ factories on direct ship- 
ments) and transportation charges 
will be collected by the carrier at 
the time of delivery. In some instances 
freight charges will be billed on our 
invoice when shipped “prepay and 
charge.” Under these terms, the re- 
sponsibility for recovery due to loss 
or damage rests directly with you 
and we suggest that your employes 
should be acquainted with the pro- 
cedure that should be followed: 


1. Upon delivery of a shipment where 
a shortage exists, a notation to that 
effect should be placed on both 
the driver’s and your copy of the 
freight bill. 

Illustration: A shipment of 6 piec- 
es with | piece short should read: 
“1 case short” 
Signed John Doe 


Agent or Driver (date) 


2. At time of delivery where damage 
is observed, the freight bills ( your 
copy and the driver's) should be 
marked: 

“| carton crushed” or “1 car- 
ton wet” or 

“1 box broken” 
Signed John Doe 
Agent or Driver (date) 

3. Where delivery has been made 
with packages in apparent ood 
condition, but upon unpacking 
damage or a shortage is found: 

Advise the carrier immediately 
of the damage or loss, requesting 
an inspection of the material and 
the container. This notice should 
be given within 15 days after de- 
livery. The carrier should make 
the inspection within 48 hours 
after you give notice by telephone 
or in person, and in any event you 
should confirm your request for 
inspection by mail. 

After the above steps are taken, a 
claim for the amount of loss should 
be filed with the carrier. This claim 


must be sent to the carrier within 
nine months from the date of delivery 
as stated in Section 2(b) of the 
Contract Terms and Conditions of the 
bill of lading. 

Your claim must give the follow- 
ing information: 


1. Your name and address 

2. Your order number 

4. Name and address of carrier 

|. Date 

5. Carrier's waybill number 

6. Amount of claim 

7. Description of damage 

8. Description of shipment 
(number of pieces. weight, con- 
signors name and address, date 
shipped, routing, charges). 

9. Detailed statement telling how 


amount of claim is determined. 
10. Your signature. 


With this form you should submit 
to the carrier: 

1. The original bill of lading. (If not 
available use an indemnity form, 
readily available from carrier. ) 

2. The paid freight bill with the no- 
tation of shortage or damage 
(or an indemnity form) ; 

3. The inspection report given to you 
by the carrier; 

4. A copy of the invoice indicating 
the value of the damaged or lost 
merchandise ; 

. A bill for expense where repairs 
may have been required. 


wu 


In some cases where materials are 
sold F. O. B. Destination with charg- 
es prepaid, your help is needed to 
provide proper notations on_ the 
freight bill or to secure an inspection 
report. These papers and a_ report 
stating the details of the problem 
should be forwarded to us promptly 
to permit replacement. repair, or is- 
suance of a credit where that action 
may be necessary. 

In all cases, damaged equipment 
must be salvaged or repaired to the 
best advantage of all concerned and 
should not be destroyed or disposed 
of without proper authority. 

Your cooperation and understand- 
ing of this problem will be helpful 
in avoiding serious loss and should 
prove mutually beneficial. 


Note: Parcel post damage or loss 
should be reported directly to the 
Stromberg-Carlson Company for 
handling. 


MEET 
W. L. Mollands 








Heading the Stromberg-Carlson branch 
office at Atlanta is an enthusiastic tele 
phone man with over 20 vears’ contin 
uous experience in the company. He ts 
W. L. “Moon” Mollands, whose goal in 
life is to help every independent company 
in the South to enjoy the benefits of a 
Stromberg-Carlson XY system. 

Moon was born in Buffalo, N. Y., and 
began his telephone career in 1921 as an 
installer for Western Electric. In 1923, 
he moved to Stromberg-Carlson, where he 
learned switchboards from the “ground” 
up (no pun intended), starting as a wire- 
man in the factory. H* later became an 
installer. From 1927 to 1934 he returned 
to the Western Electric Company, as an 
installer. By then he had worn a_ path 
between these two companies, but in 
1934 he travelled it the last time, joining 
the Radio Engineering Department at 
Stromberg-Carlson. 

His radio experience took him through 
many fields: police radio equipment, 
radio service department, and _ finally 
sales. In 1940 he was transferred to the 
Radio Sales Department as a salesman 
covering the southern. states. 

In 1942 he rode two horses, selling both 
radio and telephone equipment. Then 
came World War II, during which he 
spent a year supervising Radar Test 
Equipment at the factory in Rochester. 
While in that position, he continued to 
contact telephone customers in the deep 
South. 

In 1944, with growing demand for 
Stromberg-Carlson telephone equipment, 
he devoted himself exclusively to tele 
phone sales. He was named Branch Man 
ager for the Southern States in January, 
1947. 

Moon Mollands 
fishing, camping and gardening as_ his 


numbers hunting, 
hobbies, but says he is happiest “when 
I am closing out an order for dial equip 
ment.” Mrs. Mollands is queen of their 


neat apartment and enjoys working on 


* social service projects, church and scout 


activities, as well as joining Moon in 


aforementioned hobbies. 
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NEW HOPE %& 


’ 
Qwens 
CROSS ROADS 


ALABAMA 





Friday night, August 21, the ex- 
changes of New Hope and Owens 
Roads were cut over to dial 
operation. Both territories have been 
served for the past several years with 
two toll stations at New Hope and 
toll station at Owens 


Cross 


one Cross 


Officials of Government and Bell System 


Attend Alabama REA XY Cut-Over 


Roads. The New Hope exchange was 
cut into service with a 120-line XY 
System serving 270 subscribers, and 
the Owens Cross Roads exchange has 
a 50-line XY System serving 105 sub- 
scribers. 

This is the first telephone coopera- 
tive cut over in the state of Alabama, 
and its importance attracted such 
speakers as John T. Sparkman, Jr.. 
U. S. Senator from Alabama and U. 
S. Congressman W. J. Jones. Other 
top representatives were Mr. H. B. 
Lackey, Alabama manager for the 
Southern Bell Tel. and Tel. Company; 
Mr. G. R. McKelvey, Southern Bell 
Tel. and Tel. Company, Connecting 
Representative; Mr. W. L. Wolff, 
REA head of the Southeastern Loan 
Division. 


Mr. J. P. Holladay, President of 
the Alabama Independent Telephone 
Association, extended an invitation 
to the Cooperative to join in the asso- 
ciation and attend the forthcoming 
convention in Birmingham. 

A barbecue was held at the New 
Hope High School to add zest to the 
dial conversion and was attended by 
practically everyone in the commun- 
ity. 

Mr. Robert L. Moon is president of 
the New Hope Telephone Coopera- 
itve, and Mr. Charles V. Lee. the 


Manager. The cut-overs were highly 
successful and the invitation to the 
open house, conducted by the tele- 
phone company between the hours of 
12 and 5 on Friday, August 21, at- 
racted many of the local subscribers. 








Florida Telephone Corporation Makes 
Tavares an Important Toll Center 


The Florida Telephone Corporation 
has made Tavares, Florida, a major 
toll center, another in the series of 
forward steps by this company man- 
aged by Otto Wettstein, Jr., and his 
sons, Otto Wettstein, II] and Max 
E. Wettstein. 

The 12-position Stromberg-Carlson 
No. 3 Toll Board becomes the toll 
center for Eustis, Mount Dora, Uma- 
tilla and Tavares. Thirty-two long dis- 
tance operators are employed, with 
106 long distance circuits available. 


All Florida Telephone Corporation 
points can be handled direct, as well 
as all Bell distribution points any- 
where in the United States, without 
going through Orlando. 

On the other side of the attractive, 
air-conditioned room is the 3-psition 
local switchboard and the 2-position 
information board. 


Note: Our thanks to the “Florida 
Telephone News” for supplying us 
with their excellent photographs. 


frames. 


Mrs. Bonnie Holly, Chief 
Operator (standing, center) 
watches first calls go 
through. 


Tandem trunk circuit plates, 
@ mounted in standard XY 





























Al Parina checks part made by Lenus 
Barrett on Hardinge lathe. 


N» telephone company manager needs 
to be reminded of his major problem 
today trying to satisfy the de- 
mands of more and more customers 
wanting his services. Somewhat the 
same problem faces independent 
manufacturers: never before have 
there been such demands for Strom- 
herg-Carlson equipment and 
In the department we visit this month, 
we will see one method of solution. 
The company has recently added 
Five-Spindle Automatic Screw Ma- 
chines made by the Davenport Com- 
pany of Roc hester, whose specialty 
for many years has been the fabri- 
cating of small parts in one handling. 
This not only produces consistently 
accurate parts, but produces 


parts. 


more 


One of four aisles developed to making screw machine parts. 


FACTORY TRIP 


takes 
Depart 


This month vour 


vou to the 


repo! te! 
Machine 


arlson. 


Screw 


ment at Stromberg-( Always 


one of the largest in telephone 


manufacturing, it is now showing 


great increases in the quantity, as 
well as quality of small machine- 
new machines and 


made parts, as 


methods have been introduced. 


them more efficiently. 

Take just one example: the fam- 
iliar terminal post used in the a 
ee itor assembly of all Stromber 

Carlson telephones. There is a wail 
daily requirement for this item; until 
recently four machines were used 
continuously — two on a first oper- 
ation and two more on a second 
eration. With magazine feeds, pro- 
duction ran about 14,000 units a day. 
Now, one Davenport machine _per- 
forms both operations simultaneously 
with a considerably higher total daily 
production. 

Some parts with lower daily re- 
quirements or fewer operations are 
fabricated on the new Browne & 
Sharpe machines. These have a 3- 

















Head section of Davenport machine. 


position clutch (dead spindle in the 
center position). 

For many parts the best present 
method is the hand screw machine. 
A familiar example is the Cog Roller 
of the XY Switch, where length of 
the part is a factor. These machines 
are also used for second operations 
on some parts where magazine load- 
ing would be impractical. 

Albert Parina, who has been in the 
department since 1924, is Foreman. 
He is capably assisted by Group 
Leaders Mike Palumbo (Hand Screw 
Machines) and Olin Johnson (Second 
Shift). Henry Dunlap, with over 30 
years’ service, is one of several whose 
experience has given the department 
an enviable reputation. 


Lewis Tantalla learned to run Davenport at their training school. 
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Acorn Insulated Wire Co. 


Albert, J. E. 
Allied Chemical & Dye Corp. 

Barret Division = 
\lphadust Wire & Cable Co. 65 
American Electrical Heater Co. — 
American Steel & Wire Co. Riss 
American Tel. & Tel. Co. 16-17 
Ansonia Wire & Cable Co. 37 
Armstrong Cork Co. 94 


Electric Sales Corp. 
14, 32, 60, 61, 69, 87 
Canada - 


Automatic 


Automatic Electric of 


Bartlett Mfg. Co. 90 
Bashlin Co., W. M. 109 
Berry & Co., L. M. 2 
Bishop Manufacturing Corp. se 
Brushmaster Saw, Inc. 33 
Buckeye Telephone & Supply Co. 38, 109 
guckingham Mfg. Co. 

C & D Batteries 34 
Cable Spinning Equipment Co. 86 
Calculagraph Co., Inc. 14 
Chance Co., A. B. 83 
Channell Cable Splicing Machine Co. 36 
Chapman Chemical Co. — 
Chase Brass & Copper Co. san 


hurchill Cabinet Co. 

Clayton & Lambert Mfg. Co. 
Cleveland Trencher Co. 

Coffing Hoist Co. 

Commercial Cord & Supply Co. 90 
Communi-Catering 

Connecticut Telephone & Electric rs 
Cook Electric Company 73 


Copperweld Steel Co. 25 
Crane Co., Inc. 104 
Cullom & Ghertner 109 


Daubendick, C. H. 104 
Davis Construction Co. 
Diamond Wire Co. 
Donnelley & Sons, R. R. 117 
Du Pont de Nemours Co., E. I. 


Electric Products Co., The 
Electric Storage Battery Co. 5 
Ericsson Telephone Sales Corp. 


General Cable Corp. 6 
General Electric Co. 

General Insulated Wire Works, Inc. - 
General Telephone Directory Co. 120 
Gladwin Plastics 39 
Gould aNtional Batteries, Inc. é 
Graybar Electric Co. 35 
Greenlee Tool Co. 1 
Harris-McBurney Co. 104 
Harrison Construction Co. 

Henkels & McCoy 104 
Highway Trailer Co. 

Hill, Cyrus G. 104 
Homelite Corp. 15 
Hopkins Engineering Co. 104 
Hotel Alcarr 

Hubbard & Co. 82 
Independent Telephone Repair Co. 109 
Indiana Steel & Wire Co. 30 
Inet, Inc. 

International Harvester Co. 29 
Insto?Gas Corp. 

International Standard Elec. 

Jaeger Machine Corp. 

Kamo Tools, Inc. - 
Kato Engineering Co. 90 
Kearney Corp., Jas. R. 99 


Kellogg Switchboard & Supply Co. 
20, 21, 22, 23, 100, 110 


Kaufman, H. J. 109 
King, W. T. 104 
Klein & Sons, Mathias 95 
Koiled Kords 79 
Koppers Company 28 
Leich Sales Corp. 56, 57 


Lenz Electric Co. 33 
Lindsay Tel. Supply Company . 
Line Equipment Co. 
Line Material Co.—A McGraw Electric 

Co. Div. 91 


YOUR OCTOBER, 


Loomis Advertising Co. 18 
Lorain Products Corp. 119) 
Lowell Ins. Wire Co. 105 
MacGillis & Gibbs Co., The 109 
Mahood, Edwin T. 104 
McCabe-Powers Auto Body Co. aé 
Miller Equipment Co. 

Mitchell, Jay G. 104 
Murer & Smith 104 
Moss, T. J. Tie Co. 

Mutual Liquid Gas Equip. Co. 

National Carbon Co. 

Natco Corp. 117 
National Telephone Supply Co. 

Neale Construction Co. 

Neale, D. J. 104 
North Electric Mfg. Co. 12, 13 
Onan & Sons, Inc. 

Overton Co., S. E 

Page & Hill, Inc. 94 
Paragon Electric Co. 

Penn Line Service 104 


Petersen Engineering 

Philco Corp. 

Porcelain Products, Ine. 90 
Porter, H. K. 

Power Equipment Co. 


PreFormed Line Products 8 
Premax Products, Ine. 

Pyrofax Gas Co. 

Ray-O-Vac Co. 

Raytheon Manufacturing Co. 103 
Reilly Tar & Chemical 10) 
Reliable Electric Co. 81 
Republic Creosoting Co. 

Ripley Co. 31 
Roll-A-Reel 

Ey & me Ca. 

Runzel Cord & Wire Co. 98 
Ryan, F. B. 104 
S & G Manufacturing Corp. 

Schauer Mfg. Co. 110 
Sentinel Company, The 

Seymour Smith & Son, Inc. 76 
Sherron Metallic Corp. 

Sloan, Cook & Lowe 104 


Stahl Metal Products 
Stewart Bros., Div. of 
Instrument Labs - 
Stromberg-Carlson Co. 
42, 43, 92, 93, 
Suttle Equipment 


111-116 
102, 104 


96, 97, 


Taylor-Colquitt Co. 38 
Tel-E-Lect Products, Inc. 99 
Telephone Advertising Inst. 98 


relephone Answering & Recording Corp. 11 
Telefon Fabrik Automatic A/S 38 
Telephone Engineer Corp. 104 
Telephone Engineer Publishing Corp. 
Telephone Power & Supply Co. 


Telephone Repair & Supply Co. 104 
Tele-Systems, Inc. oe 
Tele-Wire Supply Co., Inc. - 
Telkor, Inc. 109 
Termite Drills ; 


Texas Creosoting Co. 
Thompson Chemicals Corp. 


U. S. Independent Tel. Assoc. — 
U. S. Motors 31 
U. S. Steel Corp. 

American Steel & Wire Div. 


U. S. Steel, Coal Chem. Div. 19 
Utica Drop Forge & Tool Corp. 78 
Vannort, B. O. 104 
Vulcan Electric Co. - 
Wall Mfg. Co. . 
Waltham Horological Corp. — 
Western Electric Co. 84-85 
Wiebel, L. H. 109 
Williams, Geo. E. 108 
Williams Inspection Co. 104 


Whitney Blake Co. 77 


Telephone 
oS Directory 
Printing 


ALSO ALL KINDS OF 


Public Relations 

and Institutional 

Printing 
that you want done with power 
and distinction. Please feel free to 
consult us at any time. No obli- 
gation. Drop us a line today. 
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7) 
THE LAKESIDE PRESS 


R. R. Donnelley & Sons Company 
350 East 22nd Street, Chicago 16, Illinois 


Printers - Binders - Engravers - Lithographers 


SINCE 1889 





NATCO 


CLAY CONDUIT 


The proved and standard 
Protection for Underground 
Telephone Cables. 

Cheapest in the long run. 
Highest quality and a full 
line of shapes. 


Natco Corporation 


formerly National Fireproofing Corp. 
327 FIFTH AVE., PITTSBURGH 22, PA. 





Wyoming Valley Equipment Co. | 
York-Hoover Corp. (Body Div.) 26 
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THE BACK 
OF THE BOOK 


BY JOHN G. REYNOLDS 


WHEN SERVICE STOPS 


HE TOWN OF Mt. Vernon, Ohio, has had a rough 

time of it this summer. In fact for a few weeks 
only 110 emergency telephones were serving the 
town's 12,000 people. 

The big hush which descended on the town was 
the result of a $250,000 fire which destroyed the in- 
nards of the Mount Vernon Telephone Co. It was a 
hard blow for the company and the town. 

Women waiting to make beauty shop appointments 
wrote a postcard asking for a date. The same pro- 
cedure was followed for routine visits to doctors and 
dentists. 

The local daily newspaper, which had a single 
phone for emergency use only, ran a notice asking 
people to bear with them and bring in their ads and 
news. Reporters, used to getting much of the news 
by telephone had to trot all over town on foot. 

Taxis formed a long line at the curb before the 
cab company. waiting for the telephone calls that 
never arrived. Some started cruising the route of an 
abandoned busline at regular hoping 
people would wait for them as they used to for the 


intervals, 


busses. 

The situation taught the police, local Red Cross dis- 
aster service and the Civil Defense organization how 
unprepared they were for such an emergency. 

As it was, John E. Scott, local Civil Defense direc- 
tor, was able to recruit 42 ham radio operators to 
Mount Vernon from Columbus and Mansfield in the 
first hours after the fire when police telephones and 
radios were out. 

“The people the Red Cross and the Civil De- 
fense actually came to the rescue of the police,” 
says Chief H. E. George. “Right away we're going to 
eet together with the Civil Defense and Red Cross 
and map out a plan in case such a thing should ever 
come up again.” 

Meantime, from a telephone standpoint, things for 
part of the summer were what they were a half-cen- 
tury ago, the year the Wright brothers flew the first 


airplane. 


MEMO FROM: UTAH 


118 


NE OF OUR readers tells us that out where the 
West begins there’s a brand new racket in 
rustling and it’s freezers that cause all the trouble. 


YOUR OCTOBER, 1953 
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COMING UP 


North Carolina, South 

Carolina, and Virgin- 

ia-West Virginia Con- | 
| ventions. 
\For Dates, See Con- 

vention Schedule on | 
Page 28. 








Nowadays a man can swipe a steer, strip off the 
skin, cut up the meat and put it into his freezer. No 
one knows the difference. A Utah sheriff reports 
big jump in cattle thievery with ranchers coming in 
daily with the bloody skin of one of their steers 
which has been left by the wayside.. 


DIRECTORY STATISTICS 


HEN NEWSPAPERS run stories about deliv- 

ery of new telephone directories, they more 
often than not ask the telephone company what name 
appears most frequently in the book. Up in Min- 
nesota, where Scandinavians have a mighty edge, the 
Petersons. Andersons, Nelsons, etc., always run a 
close race. That was the case when the Brainerd 
(Minn.) Daily Dispatch wrote in its story that in the 
new telephone book there were 80 Petersons, 78 An- 
dersons, 59 Nelsons, 51 Olsons and so on. Easily 
outdistanced were the Smiths, Joneses, and Browns. 
But that wasn’t the end for the editor. Soon after 
the paper was delivered, his telephone rang and the 
caller reminded him tersely that he had purposefully 
or otherwise neglected the Johnsons. The next day 
the newspaper dutifully reported that the Petersons 
and Andersons had both lost out to the Johnsons. 
Thus did the Johnsons get back their stature in the 
Brainerd-Nisswa region. 


HOW PEOPLE BEHAVE 


HE FOLKS who established traffic department 

routines are right up-to-date on human behavior. 
or example, they know that most persons who leave 
their offices for a short time are back again in 20 
minutes. And — that’s why telephone operators offer 
to call a long distance party again in 20 minutes 
when there's no answer. 

Telephone statisticians have learned that the op- 
erator has a better chance of finding a person in 
the office again after 20 minutes than after 15 min- 
utes or half an hour. If the absentee has not re- 
turned in 20 minutes, he is usually gone for the day. 


TELEPHONE ENGINEER & MANAGEMENT 


BLUEPRINT 


for better service 


Plan now to equip your new or expanded tele- 
phone exchange with FLOTROL battery chargin; 
equipment. Assure yourself of the reliable, rroven 
performance, the freedom from maintenance and 
ite old-tolht- celiielel-Me-tel i olilol Mili haolah mam OE 1@le 
can offer. Your planning and installation will be 
greatly simplified, too, by FLOTROL’S unitized de- 
sign. AC contactor, cverload relays, filter chokes, 
meters, alarm centacts, DC contactor and voltage 
adjustments—all are factory assembled and 
housed tn the one compact FLOTROL cabinet. 
Write us for full information and specific recom- 
mendations. Ask for bulletin 160 describing single 
phase FLOTROLS in the 1 to 24 ampere range 
lave Mm ol LIC-Si] Mm RoR Moo) Z-lalale ME ial e-1-20 olalolt-mn g AONE .1@) ms) 
in the 25 to 400 ampere range. 


FLOTROL, | 


PARTNERS IN DEPENDABILITY 


LORAIN PRODUCTS CORPORATION 1122 F ST. LORAIN, oHIo © SUBICLE 








Successful executives pay very careful attention to th 
details of personal grooming. Few would ever appear 
in public unshaven or in soiled, unpressed clothes. 








Alarmingly, however, matters of much greater 
importance are sometimes overlooked. 






For example, we find that many telephone companies 
still endeavor to measure the results of, and evaluate 
the worth of, their current directory by simply 
comparing it with the previous issue. 








In spite of the fact that the current issue may be 
more accurate, more attractive and even more 
profitable than the previous one, it is entirely possible 
that it is falling far short of producing maximum 
potential net revenue. 






















The maximum potential net profit you should expect 
from your telephone directory can now be accurately 
pre-determined through the application of our 
standards of measurement. Our analysis of a 
telephone directory is not a casual comparison of 
glittering generalities, but a factual study based on 
data which has been assembled over a period of 
more than fifteen years, involving hundreds of 
directories, large and small, in all parts of the country. 








‘Let an experienced representative of our company 
analyze your directory and determine the amount 
of net revenue which your directory should produce. 
Ask him to show you how you can realize this highly 
desirable extra income from each and every issue 
of your directory. 
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“Attsties 


This is one detail it will pay you to be particular 
about. Telephone or write our nearest office today. 
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Nation-wide Pullishers of Telephone Directortes 


Complete information Des Plaines, Illinois Long Beach, California Lubbock, Texas Spokane, Washingto 
available without obligation 1800 Busse Highway 604 Pine Avenue 1415 Avenue M N. 108 Washington 
from our nearest office VAnderbilt 4-2164 Telephone 6-7221 Telephone 2-6330 MAdison 8644 







